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YEAR AFTER YEAR has shown that the average Eveready 
Flashlight dealers have a 46% gain in the flashlight busi- 
ness at Christmas-time. We didn’t think that was enough. 
So last year at Christmas-time we took two groups of 
dealers. Each group equal in every way. 

One group used the Eveready Window and Counter 
Displays that tied-in with the Christmas advertising cam- 
paign. The other group went along as usual and did not. 
When the campaign ended, the dealers using the displays 
showed a 73% gain! 

They got their usual 46% plus 27% more! The group 
not using the displays had only the regular 46%. 

Now, it’s Christmas again! Here’s your chance to mop 
up. There’s a big advertising campaign about to break 
loose. The large card illustrated is the one that made 
a the gain last year. In addition, your dealers are entitled 
aie to special Christmas slip covers to go over your standard 
Eveready Displays. 





This is the large card that you'll want all your trade 
to have—Form No. F122912 












Here’s how the regular 


Let the register-bells ring a carol of cash. Get in displays look when 
touch with your trade, see that they have the display “eae 


material. Make their Eveready Flashlight and Battery 
stock complete—and tell them, “go to it with displays.” 
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Money is saved by the ease of installing 
Appleton No-Thread Malleable Unilets 
and by their long life. 


There is no expensive threading time. 
Just loosen the nut—insert the conduit 
—tighten the nut. It is easy even in 
cramped quarters, in corners or with 


bent conduit. 


Salesmen! 
Tell this to 
your 
customers 


FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE WHOLESALER IS THE MOST IMPORTANT MAN IN THE INDUSTRY. 






Cut Out 
Waste 


Use Appleton No-Thread 
Malleable Unilets... 






Practically corrosion-proof because 
made of malleable iron and cadmium 
coated, these modern conduit fittings also 
show the greatest resistance to shock 
and vibration. 

A type and size for every possible need 
is shown in our new bulletin. Send for 
your copy. Tear out the coupon now. 


Appleton No-Thread Unilets are listed as Standard by Underwriters’ Laboratories in V2-inch to 4-inch sizes, inclusive 


SOLD THROUGH JOBBERS 
APPLETON ELECTRIC COMPANY 
1734 Wellington Ave., Chicago, U. S. A. 


New York—150 Varick St. 
San Francisco—655 Minna St. 


APPLETON 


No-Thread Malleable 


UNILETS 


Reg. U. S. Pat. Of 


The Original Threadless Conduit Fittings 


Los Angeles—340 Azusa St. 
Seattle—628 Railroad Ave. 
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APPLETON ELECTRIC ComMPANY 
1734 Wellington Avenue, Chicago 


Gentlemen: 
Please send us copy of your new bulletin 9-MA on Malleable No- 


Thread Unilets, together with prices. 
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C. G. Parmalee, Sales Manager 
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HE COMMERCIAL Elec- 

tric Supply Co., Detroit, was 

founded in July, 1896. The 
original location was small—a 
space 20 by 100 ft., at 206 Gris- 
wold St., which is now 1250 under 
the new street numbering. 

In 1902 the business was moved 
to 104 Wayne St. The steady 
growth of sales and stock made 
another transfer necessary in 1907, 
when much larger quarters were 
secured at 17 Park Place. This 
was sufficient for quite a while, 
nine years to be exact. Then, in 
1916, the company went the whole 
way and occupied the generous 
quarters which form the present 
location, at 138 E. Congress St. 

The original territory of two- 
thirds of a mile radius has grown 
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W. J. Jockers, Vice-President and General Manager 
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ELECTRIC SUPPLY COMPANY, DETROIT 


R. T. Stewart, Secretary 


to include the entire lower pen- 
insula. Commercial now _ has 
branches in Grand Rapids and 
Flint, reporting to the Detroit 
house, and a total of 18 salesmen 
are employed. The space occupied 
in the Detroit plant has increased 
from 2,000 sq. ft. in the beginning 
to 60,000 at Congress St. 

The company’s policy has been 
for some time one of intense spe- 
cialization and separating into de- 
partments, particularly in the sales 
end. The radio and lighting fix- 
ture sections are naturally the 
largest, but the idea is carried 
further by industrial and appliance 
specialists. 

W. J. Jockers came to the com- 
pany in February, 1928, as vice 
president and general manager. 
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There'll be no hold-ups 
or delays once you get on 
the job with Durabilt 
Wiring Materials. 
They have been 
speeding up wir- 
ing jobs for years. 


You are 
selling satisfaction 
with every 

foot of ps <r S 
Durabilt Products eat, Nae 
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ANACONDA WIRE & CABLE COMPANY 


General Offices, 25 Broadway, NEW YORK 
Chicago Office, 111 West Washington St. 
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Gathers at Cleveland 


“Work Budget” of the Commodity Divisions up for 


Dyscusston. 


The Proposed Credit Control Plan 


is a Topic of Interest to All 


HEN the chairman of the National Electrical 
Wholesalers Association pounds his gavel 
and calls for order, he will set in motion what 
should prove to be one of the most constructive ses- 
sions ever held by that group. 
tion, there will be no speeches, the talks scheduled 
being confined to one paper which will be given at 
the Thursday session by C. J. Litscher, president of 
the C. J. Litscher Electric 
Co., Grand Rapids, Mich. 
His subject will be “The 
Necessity and Value of Sales HOY meee, 
\nalysis to Electrical 
Wholesalers.” 

Monday, November 11, 
will be given over to meet- 
ings of the executive com- 
mittees and meetings of the 
general chairmen and vice- 
chairmen of the various di- 
visions. 

Tuesday will be devoted to 
meetings of the various divi- 
sions which will discuss the 
ctivities planned on Mon- 
lay. id, 

On Wednesday morning 
here will be an open session 

r members. The chairman 


As a decided innova- 
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The Cleveland Hotel, Cleveland, the Scene 
of the November Meeting. 


will give an address which will be followed by an 
executive session for members at which time the re 
ports, prepared by the divisions, will be presented. 

Thursday will see the continuation of the execu 
tive session for members. 

On Wednesday morning, before the regular meet 
ing, the Free Lance Group will gather to discuss 
In the evening they will again 

meet and while no definite 
en an 


future activities. 


program has be 
nounced as this issue goes 
to press, it is expected that 
it will prove as constructive 
held at Hot 
Springs, where this group 
formulated and suggested 
the new committee set-up. 
Thursday night will be 
given over to the 
salers and manufacturers” 
dinner. It will be recalled 
that the idea of holding such 
a banquet was conceived at 
Detroit last year, and if the 
success of that rather im 
promptu program can be 
taken as a criterion, there is 
no doubt but that the dinner 
will be worth attending. 


as the one 


““whole- 
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The Atlantic Division Will Be On Hand 
In Full Force. Above, E. C. Graham. 


Friday will see the wind-up of the convention in 
the form of a final session for members. 

Of paramount interest to all jobbers at this time 
is the proposed credit plan. And while the program 
does not specify any definite time for a discussion of 
this subject, undoubtedly it will come in for consid- 
erable discussion. 

The credit plan as recommended to the industry by 
the N. E. W. A. 

“Counsel stated the outline of a plan which, in his 
opinion, could be lawfully adopted so far as the Fed- 
eral laws applied, and employed in various markets 
by any wholesalers interested, subject, of course, to 


reads as follows: 


the approval of their own attor- 
neys in the particular state. Coun- 
sel recommended that such a plan 
be put into effect and adopted not 
by the N. E. W. A., but by a suit- 
able credit bureau or agency or as- 
sociation now or hereafter created 
and having no except 
credit work. 

“The important features of the 

plan were as follows: 

1. The plan should be available 
only to wholesalers, manufacturers, manufac- 
turers’ agents and others who sell to contrac- 
tors, but should not be available to those who 
are not selling to contractors, the reason being 
that credit information is by its nature confi- 
dential and should be restricted in this instance 
to those having occasion to extend credit. 


activities 





G. E. Cullinan 





Upper Left, W. J. Kranzer. Right, D. A. 
Hughes. Lower Left, E. M. Keatley. 
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Those cooperating in the plan in any market 

should each file with the Interchange Bureau 

(or other agency operating the plan in that mar- 

ket) his own individual terms of credit, such 

terms to be adopted by each merchant in his 
own sole discretion. 

3. Each participant in the plan should prompt- 
ly report to the bureau his overdue accounts. 

4. All information received by the bureau shall be 
confidential and for the use of participants 
therein only. 

5. Any participant in the plan who does not 
promptly report to the bureau his overdue ac- 
counts, or any participant who permits anyone 
other than himself to have any of the said con 
fidential information received by him from the 
bureau shall cease to have the benefit of re 
ceiving such interchange credit information, 
through the bureau, from others participating 
therein, until reinstated by a majority vote. 

“Counsel advises that the plan Sax 
should not include any of the fol- 
lowing features: 

(a) Any express or implied 
agreement that a participant 
shall or shall not sell or shall 
or shall not extend credit. 
Any provision under which 
a committee or commission- 
er or anyone other than the 
individual participant de- 
cides to whom such partici- L. T. Milnor 
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The Central Division Will Be Well Represented. Upper Row, Left to Right: C. J. 
Below: F. M. Bernardin; F. W. Greusel. 


Litscher; Martin Wolf; J. A. Duncan. 


pant shall or shall not extend credit. 

Any provision or any official or unofficial 
mechanism that makes any of the said infor- 
mation available to anyone not participating 
in the plan. It was regularly voted that the 
Special Committee should confer with Counsel 
and investigate agencies which might be avail- 
able to furnish the mechanics for the operation 
of a credit plan as outlined by Counsel. 

“It was voted that the Special Committee be em- 
powered to present such a plan to the representatives 
of the Electragists Association at the joint conference 
called for September 28th, as a plan which this As- 
sociation recommends not only to its members, but 
to the electrical industry.” 

The plan has been presented to the Association of 
Electragists, International. No further details are 
available at this time, but it is expected, as stated 
above, that considerable good will arise from it, par- 
ticularly after the November meeting. 

Another most important subject to be discussed is 
the “Work Budget” of the Commodities Division. 
This “Work Budget” is divided into three parts: 

trade relations; market study, and 
better selling. 

Primarily the trade relations sec- 
tion will have to do with the prob- 
lems involved in the purchase of 
merchandise, or the relation be- 
tween supplier and wholesaler. It 
probably will be broken down in- 
to six subjects: costs of handling 
merchandise based on actual cost 
studies; storing; shipping; pack- 


E. D. Tolles ing; simplification, to be worked 
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out with the Chamber 
of Commerce, and un 
fair methods of compe 
tition in commerce. 
The primary idea of 
the market survey sec 
tion is to make it easy 
to find the 
and 


best trade 
markets for all 
items. There are five 
major under 
this section: study sea- 


subjects 


sonal sales curves: ad 
vise members of new 
devices offering profit 
able volume; new fields 
of application for older 
ascertain mar- 
like re 
and 
new 


devices; 
ket influences 
tail chain 
mail order houses: 


stores 


sales outlets for older 
devices, and_ finally, 
study the effects of in 
stallment selling and 
hand-to-mouth buying. 

The initial work of 
the better selling sec 
tion consists of an anal 
ysis of the selling job. Briefly, it involves selling 
enough goods to people who pay their bills so that 
when business is fully serviced a fair net profit re 
mains. Basically, it is assumed that any wholesaler’s 
success depends, in the main, upon customer’s good 
(Turn to Page 143 ) 


will. The building up, conserv- 


The Pacific Division Will Be Prominent At the Meeting. 
Above, Left to Right: D. E. Harris; J. L. Kline. Below, 
E. L. Elliott. 








Al the Facts 


ABOUT CUSTOMERS 


T IS one of the first requisites of systematic 

selling that the home office have a dependable 

medium of reference regarding the firm’s sources 
of business. From the moment that a prospect first 
shows interest in your goods until he has been made 
an established customer, you should have at all times 
some record which will show his class and credit 
rating, his attitude, his needs, and his value to the 
house. 

Such a record is maintained in one house by 
means of several card records which are made up 
from the salesmen’s reports, from direct inquiries 
and from the particulars of later sales transactions. 

As a basis for the first record, when a salesman 
visits or receives an inquiry from a possible cus- 
tomer, he fills in a report (Form II) giving all the 
details he can, and adding a special personal report 
for the guidance of the home office. Upon receipt of 
this report at the main office, the details it carries 
are transferred to a call record (Form III). This 
card is also used to record in 
quiries that may be addressed 
to the home office direct. Let 
ters, and circulars, sent, 
as well as the details of the 
credit report obtained, are 
entered on the card. 

At the same time, 
made out 
for the general pros 
pect list (Form I) 
and is indexed alpha- 
betically by sales- 
men’s districts. On 
it are entered all the 
particulars, includ- 
the name, ad 
dress, responsible 
official to see, credit 
rating, and so on. 


lists 





a card 1s 


ing 


On the back of the . 
cards (Form YI) 
are entered == any 


quotations which may be made, providing any ref- 
erence is made to lines of goods in which the 
prospect is especially interested. 

These cards are made in duplicate. One is kept 
for the office list and the second is given to the 
salesman in whose district the prospect is located. 
He has, therefore, always in hand a list of prospec- 
tive customers in his territory. These two records 
the information regarding 


provide all necessary 
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On the Next Page Is 
Illustrated a Series of 
Forms Which Any Jobber 
Will Find Practical For 
Sales And Credit Records 


A Simple Card Record System 

Which Furnishes Complete Sales 

and Credit Information for Use in 
Handling Inquiries 


By J. J. BERLINER, B.C. S. 


Senior Member of the National Accounting Systems 


every prospect the firm may have, and any inquiry 
that may come in, which cannot be traced in the 
customers’ index, immediately finds its way to the 
prospect list. 

There is this difference between the general pros- 
pect list and the record of calls: the first is a direc- 
tory of all prospective customers, while the second 
consists of those on whom personal calls or in- 
quiries have proved particularly desirable. 

When a first order is received from a firm not in 
the customers’ index, a “New Customer” card 
(Form IV) is made out and immediately goes, of 
course, to the credit manager before any- 
thing can be done with the order. This 
card shows the information already known 
about the customer, and for further details 
only the “House Record of Calls” need be 
looked up. In most cases the whole story 
of the prospect can be found there, and, 
if satisfactory, the card is O. K’d, the order 
is entered and sent to the stock-room to be 
filled. 

No account can be opened until one of 
these cards has been completely filled out, 
entered and initialed by the credit manager. 

Once a customer’s credit is passed, and 
his name is entered on the ledger, a sales 
record card (Form V) is made out. This, 
in addition to information regarding credit, 
also has columns provided for records of purchases 
over a number of years. This keeps the sales de- 
partment in touch with the increases or decreases 
of sales to all the customers, thus providing a means 
of instantly detecting customers who are falling 
behind. 

This simple series of records make it possible to 
follow with precision the possibilities for business 
existing in each inquiring prospect. 
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FOR ORDER DEPARTMENT. 


FROM SALESMAN 





1 HAVE CALLED ON (OR RECEIVED AN INQUIRY FROM) 


NAMRE. 


























































Form 1—Gives all the available information 
prospecti 4 


regarding each ive customer. CLASS. 











INQUIRES FOR. 








STATUS INQUIRY. 
SEND LISTS OP. cesta 











HOUSE RECORD OF CALLS SEND QUOTATION 
ON OR INQUIRIES FROM 
PROSPECTS 








"SALESMAN’S REPORT 














Ferm 2—Salesman’s Report 








RATING 





FROM SALESMAN 


BY 








NAME 





ADDRESS. 





CLASS | 





RATING 





TERMS. 








LIMIT. 








NUMBER DEPT. 








Ferm 3-—Reeord of Calis 
or Inquiries 














DIRECTOR 0. K. DATE 








LEDGER 





CARD INDEX 








CREDIT: DEPT 





ORDER DEPT. 








DIRECTOR'S INITIALS 


COMPLETED 

















EVERY new account, bought or sold, is to be opened with the permission of the directors only 
and the above card must be filled in, dated and initialed j 











Form 4—New Custamer’s Sheet 














SIZE OR KIND 





NAME AND ADDRESS ist.| VERBAL 





PRICE AND TERMS MAIL 


















Form 6—Quotations are entered 
on this form whieh is the reverse 





OVEMBER, 1929 








BELIEVE the high cost of distribution, or, to 

put it closer to our hearts, the high cost of 

selling, is our most vexing problem today. The 
subject has been discussed not only locally, but 
nationally. The Nations of Europe are discussing 
it. Instigated by Mr. Briand, former French Premier, 
they are working on a plan to unite the States of 
Europe, which, in the last analysis, is for this 
specific purpose: To reduce the cost of distribution 
from producer to consumer. 

Each small European Country has a tariff wall, 
each competing against the other, some for com- 
mercial supremacy, others for commercial existence. 
The situation would perhaps be the same in this 
country if one State was legislating against the 
other, and it was impossible to ship from one 
State into another without paying duties. 

In the larger sense, the whole European tradi- 
tion of nationalism has broken down under the 
strain of industrial and economic difficulties. Europe 
is up against a fundamental combat between pa- 
triotism and commercialism. Peoples of Europe are 
now faced with the momentous problem of further 
development and the achievement of something 
vaguely approaching American Standards. 

Our discussion, of course, comes under existing 
conditions in this country, but it is hardly possible 
to broach a subject financial or social that does not 
extend to international conditions, owing to the 
rapid transit by land, sea, and air, and the instant 
communication by telephone, cable, and radio. 

This is perhaps the cause of the growing senti- 
ment by great commercial organizations and the 
National Chamber of Commerce in favor of the 
League of Nations. We are merging into it by 
degrees through the World Court, the Reparation 
Problem, and Disarmament. Why are we afraid 
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IGH COST 
0) 
ISTRIBUTION 


By L. E. REID 


President American Electric Co., St. Joseph, Mo. 


something will be done that might affect us, and 
send an unobservable listener—an eavesdropper? 
Why should we not enter and do our full share in 
discussing all conditions affecting the nations of 
the earth? 

This is digressing into international affairs, but 
the cost of distribution is affected by international 
and national problems. One of these problems has 
been under heat of discussion in Congress—the 
tariff. 

Another national question of distribution is the 
opening up of our rivers and harbors, which we 
in the Middle West think will be of inestimable 
value. But the cost of making some of the treach- 
erous streams navigable, and maintaining them so, 
has been questioned by many economists. It is 
claimed that the Great Lakes-St. Lawrence river 
route would save the farmer 4c a bushel on wheat, 
but that it would cost the tax-payer 11lc per bushel 
to construct and maintain the water-way. It might 
be that if the enormous funds were spent on the 
latest and quickest method of transportation by air 
routes it would be more profitable, especially when 
we take into consideration that the business of the 
country demands instant service. We in the radio 
business know that the changes are coming so fast 
that before we could order a load of radios from 
New York by the Ocean-Mississippi water route 
the radios probably would be obsolete, or the season 
would be over when they arrived. 

The Missouri River Club wholesalers have found 
it very hard, with the prevailing prices, to meet 
the growing expenses and pay the overhead. Ver) 
few claim to have anything on the right side of the 
ledger at the end of the year. 

The large manufacturers, by their straight-line 
mass production, increasing machinery and decreas 
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Present Merchandising Trends 
and Buying Methods Have In- 
creased the Cost of Distribution 
of the Independent Wholesalers. 
It Is Now Suggested That the Job- 
bers, Like the Na- 
tions, Get Together 
For a Disarmament 


Meetin oe 
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ing man power, have reduced their cost, which 
seems to be a minimum. 3ut the wholesaler’s 


problem is different. Wholesaling includes handling, 
transportation, shipping, merchandising, advertis- 
ing, and, last but not least, salesmanship. Sales- 
manship and advertising are now definitely included 


in all problems of distribution. They must be 
reckoned with. They have a direct bearing on 
economical distribution. 

During the past 10 years manufacturing and 


distribution have borne a relationship one to another 
as do the pans of a chemist’s balance—as one goes 
down the other goes up. Manufacturers’ costs are 
going down. One pound of coal will make as much 
electricity as three did in days not so long ago. A 
good six-cylinder auto can now be made at the frac- 
tion of the cost of a four-cylinder in ’25. 

The sad part of the story is that, notwithstand- 
ing the tremendous reductions in manufacturing 
cost, the cost of distribution is increasing. 

Analysis of the rising cost of distribution shows 
a greater increase in cost of sales than in any other 
item, and no more serious indictment of the art of 
salesmanship can be found. There is hardly a sales 
organization whose books won’t show double or 
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treble sales costs 
during the _ past 
decade. 

Our sales cost in the Middle 





West is considerably higher on ac- 
count of the condition of the roads. 
Local passenger service is a thing of the past. 
During the rainy season the salesman cannot travel 
off the paved roads, and often, on account of the 
snow and the ice in the winter time, cannot make 
any headway on the paved roads. This increases 
the expense of sales. The story is told of a sales- 
man that telegraphed his house that the bridges 
were washed out on the paved roads and that the 
dirt roads were impossible, what should he do? 
The house, wrought up over the expense, wired 
back: “Take your vacation, and let it start yester- 
day.” 

The public is demanding quicker deliveries and 
more service. This quick service has brought about 
a condition of hand-to-mouth buying resulting in a 
loss instead of profit on a great many small orders. 

There are often four or five salesmen from dif- 
fererit houses making the same route, selling the 
same lines, which makes the smaller and 
fewer for each individual salesman. In many 
sparsely settled parts of the country there are not 
enough orders to make it profitable for one sales- 
man. Each wholesaler has a tendency to keep his 
man on the non-productive territory with the hope 
that conditions may get better, or hope there might 
be a big crop raised in that section some year, and 
before we finally decide to pull the man from the 


orders 


losing territory the losses often run the cost of the 
traveling man’s sales in the “red” for the entire 


year. 
We are up against the high cost of selling to the 
point where something must (Turn to Page 50) 
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By G. PAGE BOUIS 


Lighting Specialist, G. E. Electric Supply Corp., Baltimore 


The Jubilee Has Offered a Golden Oppor- 
tunity for the Sale of Lighting Equipment, 
But It Requires the Guidance of a 


Lighting Specialist 





The Cleveland Terminal Tower At Night 
Is Majestic And Beautiful 


HE development of lighting equipment sales 
should prove both interesting and profitable to 
the average electrical wholesaler. Information 
recently released by the Edison Lamp Works, shows 
the combined sales of lamps and lighting as a greater 
volume than any other sub-division of the wholesale 
electrical business. 

As the lamps to be lighted must be supplied with 
current and the means of controlling it, the impor- 
tance of necessary wiring materials to connect light- 
ing equipment becomes immediately apparent. As 
“raw” light is undesirable in almost all applications, 
suitable equipment for it must be provided to give 
best results. 
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Developing 
Lighting Equi 





ment 
Sales 





G. Page Bouis 


The wholesaler who is in a po- 
sition to sell “Better Lighting” 
automatically builds “Good Will” 
and demand for wiring supplies 
and materials. 

The distributor of electrical 
goods makes the most of his op- 
portunity not by attempting to 
sell lighting equipment in the 
same manner as schedule mate- 
rial through his general salesmen, but by recognizing 
that while some lighting equipment can_ be 
merchandised, a far greater volume of sales of the 
same lines may be made if selling efforts are based 
on knowledge of the lighting equipment and correct 
application of the product to the lighting task to be 
accomplished. Through a discussion of the subject, 
most wholesalers will find a satisfactory answer. 

The varied stock and multiplicity of items carried 
by the average electrical distributor, makes such a 
demand for attention and sales upon his genera! 
salesmen as to preclude any but the most meager at- 
tempt on their part to specialize in any direction. 
Such efforts to specialize by regular salesmen merely 
result in their calling the attention of their customers 
to the that the house (Turn to Page 46) 
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LD IsTRIBUTION 
through the 


Electrical Wholesaler 


There Is Some Question As to Whether or Not 
Radio Can be Successfully Sold By the Electri- 
cal Wholesaler Through the Regular Line 
Salesman. All Will Not Agree With 
Mr. Phillips’ Opinion 


By FF, D,. PHILLIPS 


Sales Manager, Commercial Electrical Supply Co., St. Louts 


HE day is past when radio 

can be successfully sold or 

distributed by the regular 
line salesman and in making this 
statement I want to make it clear 
that it is not my intent to depreci- 
ate or belittle the ability or the 
value of the regular line salesman 
because I believe that he has his 
place just as definitely in the 
scheme of operation as does the 
power apparatus salesman or any 
other specialist. I believe that he 
is absolutely necessary for the 
particular class of trade he is 
equipped to handle, but I will 
make this distinction between 
selling radio dealers and the class 
of trade that the regular line 
salesman has been calling on and 
serving for years—the electrical 
contractor, the central station op- 
erator and the large industrial 
plant—the electrical contractor is either in the mar- 
ket or he is not, for definite material, when the sales- 
man calls on him. I mean by this that he either has 
a job or jobs or he is not doing any work and if he 
has a job he is not only in the market but he is in the 
market for a definite amount and a definite kind of 
material or materials. 

Largely the same thing applies to the central sta- 
They are in the market for materials for ex- 
tensions on their line if they are doing extension 
work, and their requirements are very definite; or 
they are in the market for definite materials for the 
upkeep and maintenance of their plant, for meters, 
transformers, etc., but their wants are very definite 
ind therefore the old line salesman has something 
ery definite to work on with this class of trade. 


tions, 
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The same thing exactly applies 
to the large industrial buyer who 
is purchasing materials for the 
maintenance of his plant, for the 
upkeep or for re-wiring or a new 
addition that he is building—but 
in every instance there is a call 
for materials because these people 
are already in the market—the 
market does not have to be cre- 
ated. 

All this is quite in contrast to 
selling radio, for there, you are 
selling an article to a merchant 
who is buying to resell at a profit. 
Therefore the problem is entirely 
different because he is not in the 
market for any definite amount of 
radios or for any particular make 
of radio, but he is in the market 
and always in the market for a 
line of material and a plan that 
will increase his profit. 

Therefore, it is my contention that your radio 
salesman must first have a merchandising sense. He 
must have an appreciation of retailing. He must be 
able to present convincingly a merchandising plan to 
his dealer because the only thing that interests the 
retail merchant in any material is the profit or the 
money that he can make on reselling that material. 

Further, I believe that the radio salesman must be 
a man who not only has merchandising ideas but | 
believe he must understand the fundamentals of ra 
dio. By this I mean that in my opinion the day is 
past when radio is being sold at retail by people who 
do not understand what they are selling as was the 
case just a few short years ago when the public was 
clamoring for radio and they would buy anything 
that was called radio and that would give out squeals 
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and noises, but today the public is very discriminate 
and the dealer who is going to sell successfully must 
know his radio problems and as a consequence, the 
opportunists who entered the radio game in the early 
stages are being replaced by intelligent merchants 
who have made a study not only of merchandising 
but who have made a study of merchandising radio 
and having made this study they know they must 
have an understanding of radio and how it operates. 

They must know so as to be able to tell the cus- 
tomer what he may expect in the way of reasonable 
radio reception. They must be versed to some extent 
on the technicalities of radio. I mean by this they 


must have a pretty good understanding of the differ- 









The Salesman Must Be 
As Well Versed and 
Should Be Better 
Versed in Radio Than 
the Dealer. 


PE AADRILE SPC Km 


ent circuits employed, the different tubes employed 
in the different sets, and why. 

And just as our dealer is becoming better educated 
and better versed on radio and in the technicalities 
of radio, just so is it necessary that we have a repre- 
sentative calling on him who is at least just as well 
versed and should be better versed than the average 
good radio dealer in the technicalities. 

He should be a man, in my opinion, who can help 
the radio dealer solve his every-day radio troubles 
and problems as well as assist him in his merchandis- 
ing plans and with this in mind I claim that if the 
electrical jobbing house is to remain a big factor in 
the distribution of radio they can only do this by 
having trained men, trained salesmen calling on their 
radio trade, men who have at least served some ap- 
prenticeship at the bench so that they can look inside 
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of a radio set and intelligently go over the circuit 
with their customers; men who have some technical 
radio engineering training so that they will have an 
understanding of the sets they are trying to sell to 
their customers, and at least as good an understand- 
ing of radio engineering as the average customer has 
whom they are calling on. 

I will again point out that your radio customer, 
your retail merchant is a higher class man today than 
he was a few years ago and is better versed in radio 
and when the representative’is talking to him about 
a screen grid circuit he wants to be very sure that 
he understands the exact meaning of that because if 
he don’t he is going to find himself at a distinct dis- 
advantage with his customer who has made a study 
of the problem and knows more about it than he 
does. 

In my opinion those jobbers who do not equip 
themselves by setting up a competent radio depart- 
ment, manned by a competent radio man who 
understands service as well as he 
understands merchandising sell- 
ing, and who do not equip them- 
selves with salesmen who are 
merchandisers and have radio 
training, are going to find them- 
selves very shortly eliminated 
from the radio business and they 
are going to be replaced by either 
the exclusive radio jobber or by 
those houses who set up and 
maintain a radio department and 
a corps of trained radio salesmen. 

I advocate very strongly that 
the electrical supply jobber should 
properly equip himself and main- 
tain his place in the distribution 
of radio because in my opinion 
the day is past when radio can be 
looked upon as anything other 
than one of our very stable lines. 

Radio should be very important 
to the electrical jobber because of 
the fact that it leads to large unit 
sales. 

In a talk that I had with a gov- 
ernment representative just a 
couple of days ago he pointed out to me that a sur- 
vey that had just been made by the government of 
the wholesale electrical business in the city of Phila- 
delphia—and this is a matter of record with the gov- 
ernment—that 23 per cent of the orders received by 
the wholesalers were for less than $5.00 each; that 
22 per cent of the orders were for less than $10.00 
each, and that in the final analysis the survey showed 
that the distributor was losing money on 45 per cent 
of his orders—so it is quite important that the elec- 
trical wholesaler look to the lines that will increase 
his dollar value per order and radio is certainly one 
of the lines that will do it. 

All will not agree with my opinion, particularly 
in reference to the employment of radio salesmen, 
but I am convinced that in the adoption of this meth- 
od rests the success of the jobber handling radio. 
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ANNOUNCING 






An Extremely Important Series of Articles 


on the Present Status 
and. Future of the Inde- 


pendent Electrical 





C. Fred Rost, Formerly President of 
the Newark Electrical Supply Co., 
Newark, N. ., the Author of These 
Articles, Is One of the Country's 
Outstanding Students of the Eco- 


NOmuCsS O if Distribution 








, NHERE is no subject more pertinent at this 
time than the present status and the future of 
the independent electrical jobber. Consequent- 

ly, a series of articles are being prepared as a result 
of a comprehensive study made among a number of 
typical wholesale houses located in representative 
trading centres. The articles will prove intensely 
practical as they will present definite facts and fig- 
ures from the field to indicate the trend which the 
distribution of electrical merchandise is_ taking 
through independent wholesale channels. The 
schedule, tentatively, will be as follows: 


Irticle No. 1 

An article more or less introductory in nature, 
analysing the present state of the wholesale elec- 
trical business, giving some figures on chain 


Jobber 


to independent 
electrical whole- 
sale houses, both 
large and_ small, 
and will be entirely devoted to information, data, 
illustrations and suggestions that will demonstrate 
that such wholesalers have a definite and permanent 
place in the distribution system of the industry. 
Article No. 3 





This article will be addressed solely to the jobbers’ 
salesmen, regardless of whether attached to the 
branch of a chain wholesale house, or an independ- 
ent wholesaler, and will deal broadly with the entire 
subject of selling goods for an electrical wholesale 
house. 


Article No. 4 

This article will deal more specifically with the op- 
portunities for building up goodwill through assist- 
ing the electrical contractors and Electragists. 


Article No. 5 

This article will deal particularly with the sales- 
man’s opportunity for helping electrical dealers and 
other retail outlets handling electrical merchandise, 
so as té improve the quality of his co-operation and 
service to his merchandising customers. 


Article No. 6 
This article will deal specifically with the problems 
and obstacles confronting anyone who would attempt to 
go into the electrical wholesale business at this time. 
It is with a great deal 





that THE 





distribution in other lines of industry; giv- 
ing some figures of independent versus chain 
distribution in the electrical industry, and 
pointing out certain limitations from which 
chain distributing houses suffer. 


Irticle No. 2 


The first article 


of pleasure 
JOBBER’S 
makes this announcement 
and we feel confident that 


SALESMAN 


will appear 


In the these articles will prove 
to be a definite contribu 
January Issue alge Cua nag ee A 


wholesale industry. 





This article will be specifically addressed 
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This is number 115 in our series of sketches of prominent wholesaler; 





Men You Should Know 


Henry L. WALKER 


President and Treasurer, Henry L. Walker Company 





IKE most _ successful 
L business men, Henry 
L. Walker is inclined 

to smile indulgently at the 
statement that his life story 
contains much romance. Yet 
the romance is there, albeit 
of the solid, quiet sort that 
takes the dullness out of 
long years of steady, pro- 
gressive business routine. 
Undoubtedly the many in- 
teresting memories of the 
early days and later prog- 
ress of the wholesale electri- 
cal industry constitutes a 
reward beyond the financial 
income derived from the 
building of a large business. 
Mr. Walker’s story is nat- 
urally more interesting be- 
cause he began and has car- 
ried on both his home and 
business life continuously in 
the same city and the same 
neighborhoods. He was born 
on his grandfather’s farm, 





He Is Level Headed 


ENRY L. Walker is firm 

in his convictions, has 
always stood up stoutly for 
his rights and shows plenty 
of backbone whenever it is 
necessary. However, in all his 
dealings and discussions he 
never goes off “half-cocked,” 
but maintains an even de- 
meanor. In other words he is 
level headed and no matter 
how hot the battle may be his 
feet never leave the ground. 
This matter of quietness and 
poise is evident in all deci- 
sions made by Mr. Walker. 
He can settle a thing quickly 
but not hastily and insists on 
considering each 
problem from all angles. 


ings bank in that city. 

Henry L. Walker’s boy- 
hood was spent so close to 
the river that the water 
constituted his chief play- 
ground, even to the extent 
where he became practically 
amphibious. He loved it 
then and he still loves it, 
having proved it by living 
in the same house 30 years, 
in “Indian Village,” near the 
river and not so very far 
from his birthplace. 

Thus he grew up, swim- 
ming, fishing, playing, work- 
ing and studying. Of course 
he entered school at the 
proper time and continued 
through grammar and high 
grades until he reached the 
age of 17 and began to feel 
grown up. 

His decision to go to 
work at 17 and the getting 
of his first job were almost 
simultaneous. He went in- 
to a wholesale drug house 


individual 








located on Grosse Isle, near 
the mouth of the Detroit 
River, later living at his mother’s old residence. 
His grandfather, John Norvell, was the first sen- 
ator from Michigan, which puts the family very 
much in the pioneer class, and, needless to say, De- 
troit was just a small sample of the great city it 
now is. The Norvell and Walker families would 
have remained on Grosse Isle had not the path of 
progress in the locality pointed in their direction. 
In short, they moved because the Canada Southern, 
now the Michigan Central Railroad, elected to take 
a short cut through Grandfather Norvell’s house. 
Incidentally, this great railway, which was at one 
time owned by the State of Michigan, was trans- 
ferred to private ownership for the State by Mr. 
Walker’s father, who was then Attorney General 
for the State. Besides holding many public offices, 
Walker, Senior, was owner of the Detroit Free 
Press during the Civil War and until 1872. He also 
organized and was vice-president of, for twenty-five 
years, the Detroit Savings Bank, the oldest sav- 
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as operator of a freight ele- 
vator, at the enormous salary of $2.50 per week. 
. His experience with the freight elevator evidently 
did not scare him, as he went from there into an 
iron foundry. Here his job was grinding the burrs 
off of radiators (steam, not auto). The work was 
all right, but they had no blowers in those days, 
consequently he was forced to breathe emery dust 
continually. Add to this the effect of the gases on 
his eyes and the result can be readily imagined. He 
left this work on the advice of the family doctor. 
In the meantime Mr. Walker’s father died. For 
tunately, his third job was not only more healthful, 
but more conducive to promotion. Governor Bald 
win, of Michigan, a friend of his father’s, had or- 
ganized the Second National Bank, which was suc 
ceeded by the Detroit National, now merged with 
the First National. The Governor sent for young 
Walker, asking him how he would like working in 
a bank. The boy accepted, went to work as a mes 
senger, and remained seven (Turn to Page 150 
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Henry L. Walker 


President and Treasurer, Henry L. Walker Company, Detroit 
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Representative Wholesale Houses 


Garfunkel Brothers, Jersey City, New Jersey 


This company has re- 
cently added _ 35,000 
square feet to its floor 
space, in the acquisition 
of the building next 
door to its old quarters. 
It has been converted 
into an up-to-date sales 
room and fixture studio. 
A series of display rooms 
contain every style of 
home and commercial 
units. 





On the right 
(above) is shown a 
section of the dis- 
play rooms. They 
contain 750 outlets. 

On the right is 
shown that part of 
the first floor de- 
voted to storage 
space for over-the- 
counter materials. 





Above: <A corner of the ee . 
new offices. At the right is Below is shown 
H. A. Garfunkel, treasurer. ' the rapidly in- 
Right: Part of the electrical creasing staff of 
the Garfunkel or- 
ganization in Jer- 
sey City. 
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Transformer 
and Droplight 
Quickly Installed 
on one box 
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JEFFERSON 






HEAVY DUTY SIGNAL “CZ 
TRANSFORMERS — 


Wherever heavy, dependable service is essential. 
Jefferson Heavy Duty Signal Transformers can be 
used with confidence. They are designed for highest 
efficiency, lowest operating cost and attentionless 
service. Perfect balance in construction assures maxi- 
mum output with low temperature rise. Even on 
steady heavy duty the rise 
in temperature is hardly 
detectable. 


Madeincapacitiesfrom 
50 to 500 watts, with a 
wide selection of secon- 
dary voltages. 
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> USE 


JKKFFERSON 
| Nucode Transformers 


OUNTED on outlet box covers—with 

a knockout for drop-cord—Jefferson 
Nucode Transformers speed wiring and save 
material. The installation requires only the 
splicing of two wires and the tightening of 
two screws. Conduit, one box and the time 
for installing extras, are saved—savings 
which protect profits on low bids. 

Nucode is designed for economical oper- 
ation of bells, buzzers, door openers and 
annunciators in residences, small flat build- 
ings—and is so highly efficient that it will 
not actuate the meter when not in use. Fur- 
nished with round or square covers, as de- 
sired. The round cover fits both 314" and 
4" octagon boxes—the square cover either 
314," or 4" octagon and 4" square boxes. 
Listed as standard by the Underwriters’ 
Laboratories. 

Any reliable wholesaler can supply you 
with Jefferson Nucode Transformers. Start 
using them now—save time and material. 
Also send for our catalog No. 33 showing 
the complete line of Union-Gem-Jefferson 
electrical protecting materials and conduit 
fittings, for every requirement. 


JEFFERSON ELECTRIC COMPANY 


1519 W. 15th St., Chicago, Ill. 
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BELL RINGING 272 SIGNAL TRANSFORMER 
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The motor here illustrated is cut away to show the large 


bearings and the oscillating mechanism. No leakage or 


Sell 
Performance 


throwing of oil...stuffing box on vertical shaft...accurately 
cut quiet gears...trouble-proof bearings, wool-yarn lubri- 
cated. Sell trouble-proof performance with Wagner 


Fans and Wagner Motors and you will build good-will. 
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Wagner Fan and Motor deliveries from branch stocks are 
prompt and reliable. Ask for the Wagner Sales Plan. 


Literature on Request 


WAGNER ELECTRIC CORPORATION 


6400 Plymouth Ave., St. Louis 
Sales and Service in 25 Principal Cities 
PRODUCTS ~« « FANS ... BOESK ... WALL... CEILING 


TRANSFORMERS .. . POWER... DISTRIBUTION . . . INSTRUMENT 
MOTORS .. . SINGLE-PHASE , .. POLYPHASE .. . DIRECT CURRENT 
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A Jewel in the Right Setting 


HE Edison MAZDA* Lamp Merchan- 
diser represents a flawless merchandis- 
ing gem. 

Your Agents’ stores are settings into 
which these jewels have been designed to 
fit. 

And like priceless gems their values are 
limitless. 

Your Agents who have Edison MAZDA* 
Lamp merchandisers know that this state- 


EDISON 


ment is true. Those that haven’t mer- 
chandisers should get them and find out 
for themselves. 


The Edison Merchandiser costs only $ 7.95 
with stand 14.45 


” %? ” 


See that every one of your Agents has 
an Edison MAZDA Lamp Merchandiser in 
his store. It more than pays for itself in 
lamp profits. 


*MAZDA — the mark of a research service 


MAZDA LAMPS 


CENERAL GR SLEC TRIE 
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News in Views of the Day 


Light's Golden Jubilee Celebration 





The “Sam Hill” Brings Them to 
Greenfield 

On the left is shown some of the prin- 
cipals of the Light’s Golden Jubilee cele- 
bration arriving at the Greenfield ( Mich.) 
station on the locomotive called the “Sam 
Hill.” Left to right: Henry Ford; En- 
gineer William T. Black; Mrs. Edison; 
Thomas A. Edison; President Hoover, and 
Mrs. Hoover. It was on a train such as 
this that Edison acted as train boy, even- 
tually losing the job because he set the 
baggage car on fire with his experiments. 


























The Ford Museum 


Right: a general view of the Henry 
Ford Museum at Dearborn (Mich.) 
which not only houses the Edison ex- 
hibits but also all the relics depicting 
early America that Henry Ford has gath- 
ered from all parts of the country. 


Edison's Aid Listens In 

3elow: seated in his wheel-chair, 
John J. Ott, 79 years old, of Glen 
Ridge, N. J., listened in on the radio, 
to the anniversary ceremonies honor- 
ing Thomas A. Edison at Dearborn, 
Mich. He helped Mr. Edison to 
make the first electric light bulb. 











Magnates at “Edison Fete’ 


The above photo shows leaders in the utilities world 
at dinner in Chicago in honor of Thomas Alva Edison 
and his work. Left to right: B. E. Sunny, chairman of 
board of Illinois Bell Telephone Company; Samuel Insul! 
midwest utilities magnate; Matthew S. Sloan, president 
New York Edison Co., and George A, Hughes, executive 
vice-president of the Electric Association of Chicago, 
under whose auspices the banquet was held, it being the 
annual dinner, as well, of the Association.—P. & A. Photos 
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The New Standard “Royal Queen” 
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The Standard Electric Stove 
Company, of Toledo, Ohio, is 
the oldest exclusive manufac- 
turer of electric ranges... 
Standard has pioneered many 
of the improvements which 
make electric ranges so satis- 
factory to use, and today pre- 
sents the newest developments 
in this truly modern way of 
cooking... The “Royal Queen”, 
pictured above, is Standard’s 
newest range. With time and 


temperature control, it greatly 
reduces the time and effort re- 





quired to cook the most delici- 
ous meals . . . Electric cooking 
is clean, safe and convenient. 
It is economical, too, for it per- 
mits retention of all the valu- 
able food elements . . . There 
are Standard Electric Ranges 
for every type of use, for small 





homes, large estates, for clubs, 
for apartments. Standard has 
recently completed the largest 
installation of ranges ever 
made, to our knowledge, in a 
single apartment building. A 
majority of the electric range 
installations in apartments are 
Standard Electrics... The 
Standard merchandising policy 
is one of distribution through 
legitimate electrical wholesal- 
ers and dealers. 


StancarwW 


ELECTRIC RANGES 
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News in Views of the Day 
Light's Golden Jubilee Celebration 


The Widow Jordan's Home 


Above is shown the Widow Jordan’s board- 
ing house in which Edison lived while at 
Menlo Park and which was moved to Dear- 
born, Mich., for the celebration 


The Edison Organ 


On the right is the Edison organ which he 
used for experimenting in different sound 
values and which is now in the village at 
Dearborn. 




















Ford Rebuilds Town 


In connection with the celebra- 
tion of Light’s Golden Jubilee, 
Henry Ford had rebuilt out on the 
Dearborn, Mich., prairie old Menlo 
Park, N. J., where his friend 
Thomas Edison invented the lamp. 
Mr. Ford has reproduced all the 
buildings with the original materi- 
als so far as it was possible to do so. 
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The Original Laboratory 


On the left is the original lab- 
oratory used by Edison in which 
the lamp was born. It is faithfully 
set up at Dearborn, its shelves lined 
with bottles of chemical, bearing 
the labels they had when Edison 
used them. It is also interesting 
to know that even the Menlo, 
N. J., soil for 18 inches deep was 
dug up and shipped to Dearborn— 
P. & A. Photos. 
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The Chicago Civic pera 
1s Wired with PARANITE 


The choice of Paranite for all elec- tently superior quality of its product 
trical wiring in the great, new Chicago Since 1890 Paranite has been manu- 
Civic Opera Building isatributetothe facturing rubber insulated wires and 
PaRANITE Organization,and theconsis- cables “‘better than code requires.’ 


Through its long experience, its excep- 





tional manufacturing facilities, and 
its constant adherence to an ideal, 
PaRANITE has achieved an enviable 
reputation for its product and its ser- 
vice, among architects, contractors 
and builders throughout the country. 

For every job, large or small, there 
is a PARANITE Rubber Insulated Wire 
or Cable of the highest quality—an 


assurance of long-lived satisfaction 








and service. 





GraAHAM, ANDERSON, Prosst & WHITE 
Architects * Chicago 


Joun Grirritus & Son Co. 


General Contractor * Chicago 


U. S. A. Company 


Electrical Contractor * Chicago 


The Chicago Civic Opera Building - a R, \ N : T E 


“If It’s PARANITE. It’s Right’ 

















RUBBER INSULATED WIRE and CABLES 


INDIANA RUBBER & INSULATED WIRE CO. ~ JONESBORO, INDIANA 
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After the Jubilee 
What? 


S previously pointed out in THe JoB 

BER'’s SALESMAN, the end of the cele- 

bration of Light’s Golden Jubilee is 
but the beginning of a new era in lighting 
so far as the electrical industry is concerned. 
Millions of dollars have been spent to do 
justice to the occasion, but those millions 
will have been poorly spent, indeed, if the 
country has not been awakened to the value 
of, and the necessity for adequate lighting. 

On the night of October 21, the nation 
was lighted as it has never been before, and 
to all of us concerned in the welfare of the 
industry, came the question “Why cannot 
we have such lighting every night of the 
year?’”—and we can. Eliminating the tem- 
porary decorative lighting of the occasion— 
the “Lighting Confetti’—as someone so 
aptly put it, there was still an enormous 
amount of lighting of a concrete, substantial 
nature that night. 

There is one thought in connection with 
the anticipated campaign which cannot be 
too strongly emphasized, and that is, the past 
50 years have been marked by a miraculous 
lighting progress, but one which can only be 
considered as the primary step—the step of 
producing light by which to see. As Henry 
Ford recently expressed himself to a promi- 
nent knight of light—‘What has gone be- 
fore is merely a preparation for what is to 
come.” We enter the “dawn of a new 
night.” We stand on the threshold of a new 
era, for now we are selling, not only light 
to see by, but light to live by. 

Already the lamp companies have insti- 
tuted campaigns which should prove produc: 
tive of a vast amount of business. Advertis- 
ing, selling and merchandising forces are 
being mobilized for a concentrated effort to 
sell “Light to live by.” From factory to 
kitchen, light will be emphasized as the one 
essential element in lightening the tasks of 
the worker. And, it is expected that every 
jobber and every jobber’s salesman will co- 
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operate to the fullest extent in making the 
lamp campaigns successful. 

However, it is not in lamps alone that the 
greatest possibilities exist. It is more specifi- 
cally in the lighting field. In general, there 
are seven definite fields to be covered. They 
are: (1) industrial lighting; (2) schools and 
offices; (3) public buildings; (4) lofts and 
warehouses; (5) stores and store windows; 
(6) homes, hotels, apartments, etc., and (7) 
floodlighting. 

Light’s Golden Jubilee has brought to the 
public in concentrated form, the benefits of 
lighting in all its aspects. It is now up to the 
manufacturer, the jobber and the contractor 
to see that there is a.““follow through” on 
every one of tha seven specific fields. 

When Thomas A. Edison wired his mes- 
sage to the National Electrical Wholesalers 
Association “Trade follows Light” he ex- 
pressed a thought which should be carried 
to every business man in the country. 

Light’s Golden Jubilee has opened the 
sale for the electrical industry. It is now up 
to the industry to close that sale. 
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Our Tenth 


Anniversary 


N FEBRUARY, 1930,. Tue Josser’s 
SALESMAN celebrates its tenth birthday. 
As time is measured 10 years is not a 

particularly long interval, but oddly enough 
since 1920, the industry has had packed 
into its life, a series of experiences and 
changes of exceptionally revolutionary char- 
acter. 

Hand in hand with the industry move- 
ment, has come a change in the personal 
element. The young men of 10 and 15 
years ago have moved up to the front of 
the picture and have taken in hand the 
reins of merchandising and policy. 

To the staff of THe Jopper’s SALESMAN 
the 10 years have brought a great deal. 
The paper itself, from the time it made its 
bow in its three-point pants to the present 
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issue, has rapidly grown to full manhood 
and with that growth there has come to its 
staff a loyalty and personal friendship 
among readers and advertisers alike which 
cannot be measured in picas or in sentiment. 

It is fitting, therefore, that the tenth 
birthday of “THe Jopper’s SALESMAN be 
celebrated in proper fashion. The February 
issue will contain a detailed outline of the 
growth of the industry and its personnel. 
It will include, as well, those personal, in- 
timate glimpses which have been such a 
strong factor in its success. 

Someone has said, “Make No Small 
Plans.” We feel no better thought can be 
applied in preparing for you this tenth anni- 
versary number of THE JopBer’s SALESMAN 
which marks a milestone on the path 
tramped by the progressive feet of the men 
in the electrical wholesaling industry. 


Attend the 
Cleveland Meeting 


HERE is no question but that the en- 

tire structure of the wholesaling indus 

try is experiencing a tremendous 
upheaval, and just how it will settle is a 
matter of some conjecture. Fortunately, the 
electric wholesaler has not been exposed to 
the change in quite such emphatic fashion 
as jobbers in the more perishable lines of 
merchandise. That, however, cannot be 
taken to mean that our sole interest con- 
sists in drawing up a chair and watching the 
results with only casual attention. Things 
are taking place. We're going somewhere, 
but just what the point of destination is, it 
is dificult to state. In any event, if we 
are to go, let us go together, presenting on 
our route a united front to all the problems 
which may confront us. 

At the Cleveland meeting of the National 
Electrical Wholesalers Association there are 
most pertinent subjects coming up for dis- 
cussion—subjects which require the thought 








and attention of every electrical wholesaler 
in the industry. 

No wholesaler can hope to know his 
business in thorough fashion unless he is 
familiar with the problems which are being 
studied nationally. And, no wholesaler can 
afford to be without such knowledge if he 
expects to consolidate his position for the 
future. 

Attend the convention—not with the 
purpose of “glad-handing” the delegates— 
but with the definite intention of learning 
what is to be learned, of hearing what is to be 
heard, and of seeing what is to be seen. 
Doing this, you will return to your office with 
renewed faith in your industry, with re- 
newed enthusiasm for the future, and with 
renewed confidence in the men who are 
guiding the destiny of your industry. 


a 


The R.M.A. Show 
at Atlantic City 


ORD comes that the Radio Manu- 

facturers Association has decided to 

hold its annual R.M.A. convention 
and trade show at Atlantic City. Undoubt- 
edly eastern manufacturers, jobbers and 
dealers are quite correct in their attitude 
that the show be moved east, after having 
enjoyed three years at Chicago; on the 
other hand, the latter city seems the logical 
point for a gathering of this character, for 
it made it possible for the show to be 
national in every sense of the word as dele- 
gations arrived each year from every point 
on the compass. It is, therefore, hoped 
that the middle west will again have the 
pleasure of holding the show in 1931. How- 
ever, it is also hoped that those who spoke 
so sincerely for Cleveland and Chicago will 
leave no stone unturned to make the At- 
lantic City show the same kind of success 
which the men in the east were strongly 
responsible for when the gatherings were 


held in Chicago. 
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Market for Electrical Supplies 


Compiled Monthly from Reports Made to THE JOBBER’S SALESMAN, dy 
Wholesalers, on Market and Price Conditions for 22 Key Products. Numerals 
Indicate Number of Wholesalers Reporting in the Respective Territories. 
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*Eastern States include all between the Atlantic Coast and the eastern boundaries of Ohio, 


Kentucky, Tennessee and Alabama; 


Western States include all between the Pacific Coast and the eastern boundaries of N. Dakota, S. Dakota, Nebraska, Kansas, 


Oklahoma and Texas; Central States inclu 


de all between. 
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Just As Convenient 
And Essential 


Put this amazingly small flashlight in your vest-pocket and enjoy its 
convenience daily. A caseless flashlight... . offering you beauty, color, 
style and utility in the most compact form. Durable, practical and effi- 
cient. Supplies bright light for e surprisingly long time. Take your choice 
of many varieties of sparkling color combinati 39¢ everywhere. 
Burgess Triple-Life 
Number Four SnapLite 

Made in the same handy dimensions as its smaller companion... 
except length. Five inches long. Supplies maximum hours of light in 
the smallest possible size. Designed expressly for those using a lash- 
light frequently: doctors, garage men, mechanics, watchmen and others. 
Black only, with red medallion. A complete flashlight, 60c. 


Battery and Lamp Replaceable 
in Both SnapLites 
Simply lik out the snapper-top from the battery and attach the new 
part. Simplicity itself] Nothing to get out of order. Thus you obtain 
the practical money-saving edventeges of the ordinary Aashlight plus 
the more vital benefits of size, weight and shape that permit you to 
carry the Burgess SnapLite Fleshlight with you everywhere. 


BURGESS BATTERY COMPANY, General Seles Office: Chicego 
In Conede: Niagara Falls and Winnipeg 


BURGESS 


SnaP LITE 


FLASHLIGHT 
BURGESS. 
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Tie Up With This Advertising 


Month after month big full-page ads have been appear- 
ing in leading magazines . . . featuring Burgess Radio 
Batteries, Burgess Flashlights and Burgess SnapLites. 
Ads that command attention and interest— just as the 
one illustrated does. It will pay you to stock, display 
and push Burgess products. 


BURGESS BATTERY COMPANY 


WITH You 4 In Canada: General Sales Office: 
NIAGARA FALLS and WINNIPEG fod tier tere) 
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used in 
small stores 


and offices - 


The 1928 Code Rules specify: 

“Cable containing an auxiliary 
grounding wire may be used for 
the wiring of any circuit, except 
service entrance, in residence 
buildings having wood joist, wood 
stud, or wood furred walls, floors, 
or partitions, or for the wiring of 
office or mercantile occupancies in 


residence neighborhoods which do 


not require more than four branch 
circuits, unless otherwise provided 
for by other articles of this code.” 

With that revision a new market 
is open for Non-Metallic Sheathed 
Cable. Not only may it be used for 
the wiring of houses and small 
apartment buildings, but also for 
small stores and office buildings in 
most residential localities. 


This is additional Non-Metallic Sheathed Cable business for you. Go 
out and get it. And, if you want further details on installation, write 
to any of the Licensed Manufacturers listed below for a copy of the 
booklet— “Where and How to Use Non-Metallic Sheathed Cable.” 


American Circular Loom Company 
Anaconda Wire and Cable Company 
Collyer Insulated Wire Company 
Eastern Tube and Tool Company 
General Electric Company 
Marion Insulated Wire and Rubber Company 


National Metal Molding Division 
National Electric Products Corporation 


Rome Wire Company 
Division of General Cable Corporation 


The Wiremold Company 


Triangle Conduit Company, Inc. 


The above Manufacturers are Licensed under Non-metallic Sheathed 
Cable Patents number 1439323; 1520680; 1203788; 1673752. 


SHEATHED CABLE / 
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News From The Wholesale Field 








\ 


Electric Appliance, Chicago, 
Opens Branch 

The Electric Appliance Co., Chi- 
cago, opened its new branch at 
6201 S. Peoria St., on Tuesday, 
October 29. The gathering was 
exceptionally well attended by 
dealers, contractors and manufac- 
turers’ representatives. 

After an inspection of the 
branch, a dinner was served, fol- 
lowed by a most interesting pro- 
gram of entertainment. 


Pacific Division N. E. W. A. 
Meets 

The financial situation as it ex- 
ists in America today and its ef- 
fect upon sales of electrical 
products formed the chief subject 
of consideration at the only open 
meeting of the quarterly conven- 
tion of the Pacific Division, Na- 
tional Electrical Wholesalers’ As- 
sociation, held at Hotel Del Monte, 
Del Monte, Calif., Oct. 3-5. 

In the absence of Joseph Kline, 
president of the Pacific Division, 
D. E. Harris, vice-president of the 
Western region, General Electric 
Supply Corp., presided at the 
meeting, held in the “Copper Cup” 
room on Saturday morning, Oct. 5. 
J. F. Silverstein, San Francisco 
manager, Commercial Trust Com- 
pany, spoke on “Consumer Time 
Payment Financing,’ and George 
F. Kern, vice-president, Crocker 
First National Bank, San Francis- 
co, discussed “The Present Money 
Situation and Its Probable Effect 
on Future Business.” The _ pro- 
gram was in charge of W. R. Mar- 
shall, Pacific Coast district mana- 
ger, Westinghouse Electric & 
Manufacturing Co. 

Players who distinguished them- 
selves in the Pacific Division’s 


regular quarterly golf tournament 
were James Crilley, who won the 
Cup, 


Manufacturers’ Charles T. 


and their Salesmen. 


THE JOBBER’S SALESMAN Maintains Mentn the Field, it Sends 
out Monthly “What's the News Sheets’ to Every Wholesaler and it Gladly 
Receives Voluntary News Contributions and Snapshots from Wholesalers 
All this Enables It to Reflect from Month to 
Month the Personal Element in the Industry. Your Co-operation is 
Solicited in Making this Human Side of the Magazine More Interesting. 2 


Hutchinson, winner of the Turner 
trophy, Clarence Thompson, win- 
ner of the Roscoe Oakes trophy, 
and William Kaemper, who won 
the honor of having his name in- 
scribed on the famous “Cooper 
Cup.” In the North-South tourna- 
ment the South was the winner for 
the third successive time. 

* * * 
William Davis Hawk Files 
Incorporation Papers 

Incorporation papers have been 
hled by William Davis Hawk, 
Kingston, N. Y., who will now act 
as president of the new corpora- 
tion. The other officers of the new 
organization are: William S. 
Hawk (father of the president), 


vice-president, and Roland — T. 
luller, secretary and_ treasurer. 
William [F. Clarke will be in 


charge of the electrical depart- 


ment. 








This group of the General Electric Supply Corp., 
T. A. Chell, service manager; 


Me., consists from left to right of: 


\ 











Over seventy-five dealers, serv- 
ice men and members of the Hawk 
organization were present at the 
“Silver” radio dealer’s meeting and 
dinner at the Governor Clinton ho- 
tel in September. It has been a 
custom of this concern to sponsor 
such an affair for its radio dealers 
at the beginning of each radio 
season. One of the features of the 
evening was the display of the va- 
rious models in the Silver line in- 
cluding the new “Concert Grand.” 


Nelson & Co. President 
Is Groom 
C. B. Nelson, president and 
owner of Nelson & Co., Tulsa, 


Okla., was married to Miss Violet 
M. Herlitze, Indianapolis, on Sep- 
tember 28. The bride and groom 
are now on a honeymoon trip, via 
motor, through the southern states. 








Portland, 
Lo wt. 


403 Fore St., 


Rundlett, radio service; C. E. Crossby, shipper and receiver; M. M. Nelson, 


Kardex operator; A. L. Emmons, cashier, and T. Henningsen, packer. 


This 


company is being rushed with business, and Chell says he is seeing lots of 


night work. 
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ry Piece (arries 
“el Underwriters’ lahel 


 octearagee {E. M.T.}* is labeled by Underwriters’ Labo- 
ratories, Inc., and its use is sanctioned by Section 508, 
1928 National Electrical Code. 

The official report of the Laboratories, recognizing Steeltubes 
as a substitute for heavy conduit as specified by Section 508, was 
issued after exhaustive tests, extending over a period of a year. 


STEELTUBES bends easily . . . cuts easily . . . and there’s no 






STEELTUBES [E. M. T.}* has the same 
inside diameter as heavy conduit. Made in 
three sizes [14", 34" and 1"} with diameters 
and wall thickness shown above. One coup- 
ling furnished with each ten-foot length. 















STEELTUBES 
Advantages 


1—Saves thread- 


cutting 
2—Bends easily 
3—Light— handles 

easily 
4—Takes any fitting 
5—Speeds up the job 
6—Resists corrosion 
7—Costs less 
8—Standard price 
9—Carries Under- 

writers’ Label 
10—Local stocks al- 

ways available. 





St 


threading. Its lightness saves labor. Its strength gives ample pro- 
tection to wiring. Its resistance to corrosion insures permanency. 


Ask for a sample of STEELTUBES. See for yourself how strong 
it is... how light... how well it’s protected against corrosion. 


Electrical Division 


STEEL AND TUBES, INC. 
Cleveland, Ohio 
(A subsidiary of Republic Iron & Steel Co.) 


OF is threats aor Electrical Metallic Tubing 
is threadless, strong, light and easy to handle. Costs 
less to buy. Saves time and money on the job. 


eeltules 
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VeRN Atston and R. Grashorn 
have joined the sales force of the 
L. R. Klose Electric Co., Kalama- 
zoo, Mich. 


G. L. Cotes, formerly connected 
with one of the manufacturers of 
cabinets for Atwater Kent receivers, 
has joined the force of the Braid 
Electric Co., Nashville, Tenn. A. W. 
Craig, Jr., has returned to the Braid 
fold as a salesman, after several 
months’ absence. 


C. BuURKELIN has been employed 
by the Crown Electrical Supply Co., 
St. Louis, as a salesman in its ra- 
dio department. 


PROMOTED FROM the service coun- 
ter at Chattanooga, R. W. Thurman 
will cover the country territory for 
the General Electric Supply Corp., 
Chattanooga, Tenn. Charles Husk- 
has been advanced from the 
warehouse to the service counter. 


ins 


R. K. Rossiter is the new city 
salesman at the Mid-West General 
Electric Supply Co., Omaha, Neb., 
succeeding Ralph B. Simpson, for- 
mer city salesman for the last seven 
years, who passed away September 


29 


C. A. Reyno.tps, formerly with 
F. A. D. Andrea, Inc., is now trav- 
eling for the Sutton Electric Sup- 
ply Co., Wichita, Kan., selling Fada 
radios. 


THe Star ELectrricaL Supply 
Co., Newark, N. J., has added to its 
sales force, Philip Josephson, G. W. 
Riker, and H. W. Bangerman. 


H. O. Brower is traveling eastern 
Oregon for the Stubbs Electric Co., 
Portland, Ore. Mr. Brower was 
formerly with the Brunswick-Balke- 
Collender Co. 


Two NEW SALESMEN at the South- 
ern New York Electrical Supply 
Co., Binghamton, N. Y., are Harold 
Cox and Hal Eawson. 





Lester HANLES has been em- 
ployed by the Irving Electrical Sup- 
ply Co., New York, as counter man. 


A NEW GENERAL line man, B. T. 
Calhoun, has been added to the 
sales force of the Electric Appliance 
Co., Oklahoma City, Okla. Mr. Cal- 
houn was formerly with the Beckett 
Co., Dallas. 


H. W. Pui uips, radio expert, is 
now connected with Nelson and Co., 


Tulsa, Okla. 


ERNEST WIENER iS a new coun- 
terman at the Star Electrical Sup- 
ply Co., Newark, N. J. 


Curtis TURNER has been taken on 
by the General Electric Supply 
Corp., Kansas City, as radio special- 
ist. 


WitL1AM F, Preston has joined 
the forces of the Baitinger Electric 
Co., New York, as outside salesman, 
covering the metropolitan area. 


CLARENCE O'NEILL is the newest 
addition to the sales force at Sterns 
Electric Equipment Co., Buffalo, 
N. Y. 


THE ELectric CONTRACTORS Sup- 
ply Co., Des Moines, Ia., announces 
the promotion of Lewis Carter, for- 
merly in the shipping room, to city 
salesman, the advancement of Dale 
Wardrip from the delivery truck 
department to the shipping depart- 
ment and the employment of Leo 
Quinn as delivery truck driver. 


N. R. Barrow is the new sales- 
man at Roberts Empire Electric Co., 
Houston, Tex. 





H. A. JoHNson, formerly with 
Gilson Electric Supply Co., is a new 
member of the sales force of Rosse 
M. Gilson, Inc., Oakland, Calif. 


E. M. Harris, better known as 
“Ink” is the newest salesman at 
Cabell Electric Co., Jackson, Miss. 
His territory includes the city of 
Jackson and eastern central Missis- 


sippi. 
H. S. Hays has recently joined 


the sales force of the Couch Elec- 
tric Co., Dallas. 








This group of go-getters is part of the sales staff of the Voye Electric Supply 
Co., Boston, Mass. From left to right, they are: C. J. Marshall, salesman; 
Frank J. McCarthy, manager; Joseph Dalton, salesman; Thomas Fitzpatrick, 


assistant manager, and Kenneth Mclsaac, salesman. 
inside man and has just joined the outside sales organization. 


MclIsaac was formerly an 
Marshall and 


McCarthy are both “air-minded,” having gone in for aviation, while Mr. Dal- 


ton’s hobby is automobile racing. 
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4,” Standard Duty 


Electric Drill 
No. 141-A 


A real production Drill for rapid drilling. 
Especially well balanced. The straight line 
design permits close quarter drilling. 


Ball bearing supported motor shaft. Heavy 
duty three jaw chuck. Capacity 14” steel, 34” 
in wood. Universal motor. Chuck speed— 
no load 3000 R. P. M. Supplied for either 
32, 110, 220 or 250 volt current. 


Price $33.00 





6” Bench Grinder 
No. 556 


Particularly adaptable for factory use for 
sharpening small tools as well as other general 
grinding work. 


Furnished with two 6” grinding wheels (one 
coarse and one fine), wheel guards, adjustable 
tool rests, cable and switch. Adaptable for 
use with wire brushes. 


Supplied for AC or DC current, all cycles and 
voltages. 
Price $46.00 





Write for full information on these new tools, also a copy of Electric Tool Catalog No. $59s. 











7” Bench Grinder 
No. 557 


A real ball bearing Bench Grinder for use wher- 
ever a heavy duty grinder is required. Perfectly 
balanced. 


Furnished with two 7’ x 34” Norton wheels (one 
coarse and one fine) adjustable tool rests and 
wheel guards. 


An exceptionally fine tool which should not be 
confused with cheaper grinders of this type. 


Supplied for AC or DC current, all cycles and 
voltages. 
Price $56.00 





Hole Saws 
No. 590 


Made in sizes for cutting holes from 34" to 3!5" in 
diameter. For use with electric drills for fast cut- 
ting in metal and wood. 


Blades are made of high speed steel, designed to 
be easily and quickly replaced in the holder. Only 
one mandrel is necessary for all sizes of saws. 


THE STANLEY RULE & LEVEL PLANT 
New Britain, Conn. 


More to Come 








“STANLEY 


THE CHOICE OF MOST MECHANICS 


— ——— 


TOOLS 


—_———__ 


FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE WHOLESALER IS THE MOST IMPORTANT MAN IN THE INDUSTRY. 


in 


ew Stanley Electric Iools 
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It’s the unlimited usefulness of 
BUSS Lights that takes them out 


of the price-cutting class of ordi- 


Some suggestions on BUSS Light uses to 


deal help th ickl 
nary small lamps sedan" help tem itl 








Don't twist 
yourself ~ 








Getting away from penny- 
size profits and price 
cutting in small lamps 


It is common knowledge that price 
cutting on small lamps is so general as 
to be a serious profit-loss problem for 
any dealer. 

Doesn't price cutting usually occur 
only on lamps which have no distinctive 
qualities and no established value with 
the public? 


Twist the light! 































































What can your dealers tell people about 
the ordinary small decorative lamp to jus- 
tify the payment ofa full profit price? 


They are oflittle use, if any, for read- 
ing or for the most ordinary light uses 
because they have no adjustability, no 
adaptability—they merely stand on 
their etiff-neck base. They have no 
standard of quality—no trade name. 


The one selling point ofthese ordinary 
small lampsis “looks.” Isn't it, therefore, 
easy to see why the public buys such 
lamps on price? 


Now doesn't it seem that the way for 
your dealers to get full profits in the 
small lamp field is to push lamps that 
givethepublic not only “looks” but dis- 
tinctive usable features which people 
can quickly recognize and appreciate? 


Here's what your dealers can tell people 
about the BUSS Light to justify their 
paying them a full profit price: 

They provide useful light to read by— 
see by—study by—work by, because 
they have a neckthat bends and ashade 
that tilts to throw the light right where 
you wantit. They are not merely stand 
lamps but can be quickly clamped any- 
where or hung on a hook or nail. They 
possess decorative values not found in 
ordinary small lamps, because the lamp 
can be changed in use or form to suit the 
fancy of the woman wholikes to change 
things about. 


BUSS Lights have an established 
value because their price of $3 ($2 for 
plain model) is known to the public 
through six years of national advertis- 
ing. Isn’tit easy to see why your dealers 
can induce peopleto pay the full price for 
BUSS Lights and givethem a unit sale of 
reasonable size with a full margin of 


A Test You Can Make Yourself— 
See what a strained, uncomfortable 
position is necessary to get light on 
your paper with any ordinary small 
lamp. Then try a BUSS Light. How 
easy it is to settle down in solid com- 














fort. The shade tilts, the neck bends, 
tothrow light right where you need it. 

Get your dealers to tell this story 
of BUSS Light’s unlimited useful- 
ness and they will never need to sell 
at less than a full-profit price. 























Ideal for the student. 
BUSS Light throws 
soft, restful rays through- 
out the long study hours 


Brings sunshine to 
drowsy eyes. May be 
clamped or hung as a 
beautiful wall fixture. 





profit? 











Quickly moved 
anywhere from 
garage togarret. 
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A BUSS Light brings the 
daylight to those dark cor- 
ners about the house. In a 
jiffy it can be stood, hung or 
clamped anywhere. 











Beauty spots in milady’s 
boudoir —and at a touch of 
the hand, the BUSS Light 
throws close-up light for 
“‘primping”’. 
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Age-dimmed eyes find reading a joy, 
with the BUSS Light close by. 





































































People stop when they see displays 
of the colorful New BUSS Light Boxes. 
Pictures on these brilliant packages tell 
of BUSS Light’s distinctive features and 










unlimited usefalness. Tell your dealers 
to stand boxes any way—with or with- 
out other display material—and they will 
have attractive sales-building displays. 





Tell Your Dealers of the 
BUSS Light Display Offers 


Thousandsofdealersaregetting away 
from, or at least not depending forlamp 
profits on a lot of miscellaneous un- 
known lamps that require profit-killing 
price cutting, and are featuring the 
nationally known BUSS Light with its 
assurance ofa full profit. These special 
offers make it easy for you to get your 
owe to tie up with this profitable 
tem:— 


The 24 Light Offers 


With an order for 24 or more lights, 
a dealer can get an Electrified Dis- 
play Stand (as shown in the display at 
the left) free. 

You can tell your dealers ofthe store- 
to-storecheckwhichshowed that dealers 
who use the BUSS Electrified Display 
Stand averaged more than twice the 
sales made by those who did not useit 

If he already has the Electrified Display 
Stand and orders 24 or more lights you 
can get the SPECIAL 1930 DISPLAY 
SET which includes a new card for his 
stand. 


The BUSS Light 
Assortment 
Made up of one of each of the sever 
BUSS Light models. The dealer price is 
the regular dozen lot price forthelights 
$13.33 and the retail is $20.00. 
Assortment includes attractive dis- 
play cards and a sheet showing how 
many attractive selling displays may 
be built with the striking new boxes. 
For full information, refer to your new 
BUSS Light Discount Sheet. 


Bussmann Manufacturing Co. 
2547 University St., St. Louis, U.S.A. 




















BUSS ZLohts 


The handiest Light in the World, 
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Folks, this is Wally T. Ahnstrom, 


star salesman of Rosse M. Gilson, 
Inc., Oakland, Calif. Wally “brings 
home the bacon” when many others 
get only the beef. 


Jobber Sales Activities 
GENERAL ELECTRIC SUPPLY CorP., 
Chattanooga, Tenn.—This concern 
has begun a prize contest on all 
merchandise lines for its salesmen. 





ELectric APPLIANCE Co., Okla- 
homa City, Okla—Two of the most 
prominent sales campaigns featured 
by this company this fall were on 
heating appliances and vacuum 
cleaners. —_——_— 

SOUTHERN N. Y.  ELEcTRICAL 
Suppty Co., Binghamton, N. Y.— 
This concern conducted a_ special 
sales campaign on certain numbers 
of different articles. Salesmen car- 
ried samples for two weeks and a 
prize was given to the man selling 
the greatest number. 





Stusss. Extectrric Co., Portland, 
Ore.—The Armstrong full automatic 
Percolator is the feature of a sales 
campaign backed by this concern. 


CROWN ELeEcTRICAL SuppLy Co., 
St. Louis—A special sales campaign 
on Balkeit Radios is being con- 
ducted by this company. 

* * * 


Lines Added by Wholesalers 
Henry L. WALKER Co., Detroit— 
This firm has recently been appoint- 
ed exclusive distributor for eastern 
Michigan for the Temple Corp., Chi- 
cago. This concern is also an ex- 
clusive distributor in Michigan for 
the Continental Radio Corp., builders 
of the Star Raider radio receiving 
sets. —— 
COMMERCIAL ELECTRICAL SUPPLY 
Co., St. Louis—‘American Beauty” 


Electric Washers and “Simplex” 
Ironers have been taken on by this 
company for exclusive distribution. 


BAITINGER ELectric Co., INC., 
New York—Merchant and Evans 
Co., Philadelphia, has appointed this 
firm metropolitan distributor on its 
line of commercial and household 
refrigerators.- 

ok wot 
Changes in Personnel 

THE GENERAL ELeEctrIc Supply 
Corp., Chattanooga, Tenn., has re- 
cently appointed one of-its salesmen, 
R. W. Thurman, merchandise sales 
manager for its Chattanooga and 
Knoxville territories. 


GENE M. CRrAMer, formerly a 
counter man, has been put in charge 
of the radio department at the Elec- 
tric Supplies Distributing Co., San 
Diego, Calif. 


kK * 2K 
Jobbers Active in Associ- 
ations 
E. I. Jones, sales manager of the 
Oklahoma .City branch of the 
Electric Appliance Co., Oklahoma 
City, Okla., was elected vice-presi- 
dent of the local Electric Club. 
* * * 
General Electric Occupies 
New Building 
Moving into its quarters at 1148 
Market St., the General Electric 
Supply Corp., Chattanooga, Tenn., 
has increased its supply of new con- 
duit racks and packing tables. 


Pritchard Wins July Bond 
Prize 

Through an error, C. S. De Neve 
of the Re Qua Electrical Supply 
Co., Rochester, N. Y., was speci- 
fied as the winner of the Bond 
Electric Corp. prize in the July 
half of THe Jopper’s SALESMAN’S 
“Summer Sales Prize Contest.” 
The prize winner was Edward L. 
Pritchard of the same company. 


* -«*« 


Rochester Firm Changes 
Name 

The Clinton Electrical Supply 
Company, 249-255 Clinton St., N. 
Rochester, N. Y., has changed its 
name to the Hemco Electrical 
Supply Corp. This organization 
has incorporated under the new 
name and has enlarged its stock 
to give better service. Greater ef- 
fort is being devoted to industrial 
supplies and among the new lines 
added are Wadsworth meter serv- 
ice and industrial switches, Ed- 
wards telephone equipment, and 


Trico fuses. 
* * * 


Northland Issues Catalog 

The Northland Electric Supply 
Co., Minneapolis, distributors for 
Kennedy sets, issued the first of 
October a price book containing 
one hundred pages of radio and 
electrical supplies. 

The cover of this price book is 
of gold covered stock printed in 
purple to harmonize with the color 
used by Kennedy. 








When our photographer visited the Sackett Electric Co., 
eral of the salesmen were out of town. 


second group. 








éz 


Columbus, O., 


ates 


sev- 
I To make up for this, we present a 
Left to right: G. A. Sackett, president; Donna K. Nance; Lois 
E. Scott, and Marie A. Mueller, secretary-treasurer. 
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QUALITY s PARAMOUNT! 








Economy Fuse & Mfg. Company 
CHICAGO, U.S. A. 


£0 
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The order and stock crews of N. 


H. Bragg & Sons, 


25a 


74 Broad St., Bangor, 


Me., with Howard Libbey, purchasing agent, Stan Palmer, credit manager, and 


D2 ae 


Eames, sales manager in the background. 


This old mill supply house 


has recently taken on the distribution of Silver radio in northern and eastern 


Maine and is doing a splendid job. 


N. E. L. A. to Meet in 
San Francisco 

Announcement has been made 
from the headquarters of the Na- 
tional Electric Light Association, 
that the fifty-third convention of 
the Association will be held in San 
Francisco from Monday, June 16, 
1930, to Friday, June 20. The con- 
vention will be held in the munici- 
pal auditorium. Consideration is 
being given to holding an exhibi- 
tion of electrical machinery, equip- 
ment and appliances in connection 
with the convention. As this will 
involve the erection of a temporary 
structure for housing the exhibit, 
final decision on this point prob- 
ably will not be made for several 
weeks. 





Delinquent Accounts 

The accompanying tabulation 
shows the number of delinquent 
accounts, the total amounts and 
the average amounts as reported 
to the National Electrical Credit 
Association by member manufac- 
turers and wholesalers through 
its various divisions, for Septem- 
ber, 1929, as compared with the 
same month the previous year. 
Also these figures are shown for 
the first 9 months’ period of 1928 
and 1929. 


Beeman Becomes Manager 
of Syracuse Branch 


Thomas J. Beeman has been ap- 
pointed manager of the Syracuse 
branch of the John S. Maxson Co., 
Homer, N. Y. Prior to his latest 
activity, Tom was for a year with 
the Cash Electric Supply Co., of 
Syracuse and before that he was 
with the Robertson-Cataract Elec- 
tric Co. It will also be remem- 
bered that he was one of the win- 
ners of THE JOBBER’S SALESMAN 
summer sales contest a couple of 
years ago. 

Edward J. Fahey has also joined 
the Syracuse staff of the company 
as store salesman. He was with 
the Cash Electric Supply Co., and 
prior to that he was employed by 
the Cuddy Electric Supply Co., 
and the Syracuse Electric Supply 
Co. 


ale 
7K 


General Electric Opens 
Branch at Sioux City 


The General Electric Supply 
Corp. has established a_ branch 
house at Sioux City, Ia., which 
will operate in* connection with 
the Omaha house. C. W. Clark 
has been appointed local manager. 
Among the members of the Sioux 
City staff is D. V. Cushman, for- 
merly with the company’s branch 
at St. Paul. Mr. Cushman’s head- 
quarters will be at Sioux Falls, S. 
Dakota. 


COMPARATIVE STATEMENT OF PAST DUE ACCOUNTS REPORTED 
SEPTEMBER 30, 1929 
NUMBER OF ACCOUNTS REPORTED 


September 
1929 


Division 1928 


% % 
Increase Increase 
or or 
Decrease Decrease 


9 months 
1928 1929 


— 85 % —15.4 % 
— 6.6 % —13.6 % 


New York 245 224 
Middle & Southern Atlantic. 197 184 
New England 91 —42.7 % 1194 1224 +25 % 
Central 618 .16% 6897 5654 —18. % 


1220 1117 —84% 12486 —14.9 % 
TOTAL AMOUNTS REPORTED 
% % 
Increase Increase 
or or 
Decrease Decrease 
+6. % $ +29.7 % 


—39.2 % 
—38.1 % 
+11 % 


— 89 % $1,564,035 $1,548,888 
AMOUNTS 

September 9 

1928 1929 1928 
DEB WTA ons. s pe end ie i ec ee $138 $161 $1298 
Middle & Southern Atlantic 76 1150 
New England 125 1105 
Central 108 1059 


s 2669 2258 
For many years it has been cus- 1726 1489 
tomary for the Association to hold 
a convention on the Pacific Coast 
once every five years, having met 
in San Francisco in 1925, in Pasa- 
dena in 1920, and again in San 
1915 during the 


10623 


9 months 
1928 1929 
383,942 $ 494,356 


September 
1928 1929 
$ 33,904 $ 36,063 


Francisco in ae 

T 7 2 Ivision 

World Fair. Near, anh 

Middle & Southern 
Atlantic 

New England 

Central 


7% 
1% 
3 % 


— .96% 


14,069 
11,335 
66,592 


219,580 
146,359 
814,154 


201,861 8 
171,455 +17 
681,216 —16 


Pacific N.E.W.A. to Convene 
at Del Monte 

The Pacific Division of the Na- 
tional Electrical Wholesalers As- 
sociation will hold its annual con- 
vention at Hotel Del Monte, Del 
Monte, Calif., January 31 and Feb- 
bruary 1, 1930. 





$140,637 $128,059 

AVERAGE 
months 

1929 

$1749 

1226 

1274 

1076 


Division 














“Sunset Brand” 


SELF-IDENTIFIED 


Contractors everywhere speed the work and are assured of accuracy always 


whe they use Collyer Sunset Brand ‘“SELF-IDENTIFIED” Colored 
X ite... No testing—No tagging is ever necessary. .. . The right hook-up 
»'S efl-cted from the start. Made in a dozen different colors with extra 


| finish, for easy pulling. . . . Start selling this complete and profitable 
line WwW 


'‘COLLYER INSULATED WIRE CO., P 


» SMor 


Mail this Coupon Today! 


FREE SAMPLES 


COLLYER INSULATED WIRE CoO., 
PAWTUCKET, R. I. 

Gentlemen: Please send me without obligation wu: 
my part, free samples of COLLYER Sunset Brand 
“SELF-IDENTIFIED” Colored Wire. 


Name 
OC eee 
i ciritticchcaetiiaccintaieiiin’ 


AWTUCKET, R. I. 








PROVIDENCE 


W €OLOREE 


ORDS 


Providence flexible cords 
are furnished in all con- 
structions, with cotton or 
rayon braids, or with hard 
service rubber jacket. 








| 





The convenient package 
shown, illustrates the com- 
pact way in which these 
cords are packed, making 
them easy to handle and 
: eliminating waste. 
Mes _ ai —— Stocks are carried 
2am | at the mill and in 
warehouses in 
principal cities 
throughout the 
. country assuring 
. Ss you of prompt 
| es delivery service 
_— at all times. 
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“What is your favorite golf club in 
Cleveland, George?” asked James Sid- 
way, vice-president and general man- 
ager of the Erner Electric Co. “The 
niblick, boss, the niblick,” replied his 
salesman, George W. Betke, very 
sadly. “The way I get in those bunk- 
ers is terrible.” Don’t get the idea 
that George is a little fellow—Mr. 
Sidway happened to be standing a step 
above. 








Belmont Activities 

The Belmont Corp., of Minne- 
apolis and St. Paul had at the 
Radio Show, Sept. 23, what was 
said to be the largest, most ex- 
pensive exhibit ever shown by a 
single concern. The exhibit cov- 
ered 3,600 square feet or the equiv- 
alent of ten ordinary booths. The 
investment of merchandise shown, 
rental, etc., exceeded over $11,- 
000. The Belmont Corporation ex- 
hibited at this show the new Sil- 
ver radio, manufactured by the 
Silver-Marshall Co.; the new Apex 
line, manufactured by the U. S. 
Radio & Television Corp.; the 
Colonial radio, manufactured by 
the Colonial Radio Co., and the 
new Sonora line manufactured by 
the Sonora Phonograph Co. A 
very satisfactory business was en- 
joyed at and after the show. 

The corporation now has 15 
salesmen. The total personnel of 
The Belmont Corporation numbers 
forty-three. The latest additions 
to the sales force are: R. W. Seg- 
erstrom, territory salesman; L. S. 
Pierce, country; L. D. Price, 
country, and Mr. Fuller, a city 
and country salesman. 

The Belmont Corporation now 
solicits business in five states. It 
has been necessary to add another 
%,000 square feet of floor space to 
its offices, giving a total now, of 
21,000 square feet. 
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It is just in the midst of one 
of the largest radio campaigns 
ever conducted by any radio job- 
ber in the Northwest. The results 
are highly satisfactory. An _ ex- 
tensive appliance campaign is be- 
ing planned to begin November 1 
and to continue through the holi- 
days. 


Kuhlemeyer Wins McGraw 
Award 

The contractor-dealers’ medal 
and purse for 1929 given under 
the James H. McGraw Award was 
presented to John Kuhlemeyer, a 
member of the contractor-dealer 
group of the Electric Association 
of Chicago, at the meeting of the 


Association of Electragists at 
Swampscott, Mass. The award was 
given in recognition of Mr. Kuhle 
meyer’s outstanding services to the 
contractor-dealer branch of the 
electrical industry through his 
practical leadership in promoting 
sales economies and his personal 
guidance to the contractors in 
many cities in establishing better 
methods of estimating and cost- 
keeping and generally healthier 
competition. rae 
Nichols Electric Has New 
Address 
The Nichols Electric Co., Day- 
ton, O., moved to its new location 
at 226 and 228 West Fifth St. 





wy 


Parlor 


9:30 


ee 
2:00 


8:30 





Tentative Outline Of Program For 
Cleveland Convention National 
Electrical Wholesalers Association 

NOVEMBER 11 to 15, 1029 


Monday, November 11th 
10:30 A.M.—Meeting of Executive Committee 
2:30 P.M.—Meeting of Executive Committee—Parlor “H” 
8:00 P.M.—Meeting of Gen. Chm. and Vice-Chm. of Wiring Supplies 
Division—Parlor “L” 
Meeting of Gen. Chm. and Vice-Chm. of Outside Construc- 
tion Materials Division—Parlor “M” 
Meeting of Gen. Chm. and Vice-Chm. of Lamps & Lighting 
Division—Parlor “S” 
Meeting of Gen. Chm. and Vice-Chm. of Power Apparatus 
& Associated Lines Division—Parlor “T” 
Meeting of Gen. Chm. and Vice-Chm. of Radio Division— 


Meeting of Gen. Chm. and Vice-Chm. of Merchandising 
Division—Parlor “Y” 
Tuesday, November 12th 
A.M.—Meeting of Wiring Supplies Division—Parlor “H” 
Meeting of Outside Construction Materials Division—‘R” 
Meeting of Power Apparatus & Associated Lines Division 


P.M.—Meeting of Lamps & Lighting Division—‘*R” 
Meeting of Merchandising Division—‘N” 
Meeting of Radio Division—‘H” 
P.M.—Meeting of Executive Committee—‘H” 
Wednesday, November 13th 
A.M.—Opening session of Convention (For members)—Ball Room 


10:45 
Chairman’s Address 
Officers’ Reports, Etc. 
2:00 P.M.—Executive session for members—Ball Room 
Report of Lamps & Lighting Division 
Report of Power Apparatus & Associated 
Report of Outside Construction Materials 
Report of Radio Division 
Thursday, November 14th 
10:00 A.M.—Executive session for members—Ball Room 
Report of Merchandising Division 
Report of Wiring Supplies Division 
2:00 P.M.—Executive session for members—Ball Room 
“Necessity and Value 
Wholesalers”—Paper by C. J. 
C. J. Litscher Elec. Co., Grand Rapids 
Committee Reports 
7:00 P.M.—Wholesalers’ and manufacturers’ dinner 


Friday, November 15th 
A.M.—Final session for members. 


Parlor “H” 





Lines Div 
Division 


of Sales Analysis to Electrical 


Litscher, President of 
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Prize Winners in August Contest 








Twenty-five Dollar Prizes Will Be Given by THE JOBBER’S 
SALESMAN to the Men Listed Below —The Result of the 
August “Summer Sales Prize Contest” 


PRODUCTS OF 

American Flyer Mfg. Co. 
Anaconda Wire & Cable Co. 
Appleton Elec. Co. 

Arrow Elec. Co. 

Benjamin Elec. Mfg. Co._-. 
Bond Elec. Corp. 

S. Buchsbaum & Co. 
Bussmann Mfg. Co. 

C. W. Carter Mfg. Co. 
Clements Mfg. Co. 


Colt’s Patent Fire Arms Mfg. Co. 


Crescent Ins. Wire & Cable Co. 
Cutler-Hammer, Inc. 

Eastern Tube & Tool Co._- 

Erie Malleable Iron Co.__-- 
Hamilton-Beach Mfg. Co._--- 
Hubbard & Co. 


Harvey Hubbell, Inc._-..-.-.--.---- 


Ideal Commutator Dresser Co.-_-__- 


Inland Glass Works, Inc.___- 
Jefferson Elec. Co. 

Kester Solder Co. 

Metal Ware Corp. 

Multiple Selling Corp.___.. 


National Carbon Co., Inc._____---_---___- 


Proctor & Schwartz Elec. Co.___-___- 


Radio-Victor Corp. of America 
Square D Co. 
Steel City Elec. Co. 


Sylvania Products Co. 


Triangle Conduit Co., Inc._________- 


Trumbull Elec. Mfg. Co. 
U. S. Elec. Mfg. Corp. 
Wadsworth Elec. Mfg. Co.___- 


WINNER 


_Howard T. Ross 


Hart S. Anderson 


Frank A. Dierker 


_C. E. Butler, Jr. 


..._E. F. Daily 


__.....Hugh S. Latimer 
.---J. R. Havey 
On: G. F. Slocum 


_.Cleophase A. Pariseau 


___...John Dunn 
i Jeo” CO. Scott 


..Chas. H. Rogers___. 


___....M. S. Bitterman 
eee Dave E. Love___- 
nema G. F. Brackett 
_....John H. Stassen 
eels. W. Gorenson._ 
<2. Spey... 
_......---- Howard Holiday--. 
eee eee 
ee! 8S eee 


oa A I cis diintliichetiiocinceeiit 
is Tey. OE ci ctiecasiioase 


_Jos. J. C. Devantery 


wee, FF. Heeger... 


..... A, F. Geugle_... 


me | eee 


pee ee | 
es eR ee 
eee: A ee 
ee 
ee 
ee ae 
__E. Gelbman 


COMPANY 


Commercial Elec. Sup. Co., Detroit. 
Electric Sup. Co., Inc., St. Paul. 

Glasco Elec. Co., St. Louis. 

Glasco Elec. Co., St. Louis. 

W. T. McCullough Elec. Co., Pittsburgh. 
Listenwalter & Gough, Los Angeles. 
Terry-Durin Co., Cedar Rapids, Ia. 
Doubleday-Hill Elec. Co., Pittsburgh. 
Sager Elec’l. Sup. Co., Lynn, Mass. 

Sager Elec’l. Sup. Co., Lynn, Mass. 
Glasco Elec. Co., St. Louis. 

Michigan Chandelier Co., Detroit. 

Elec. Appliance Co., Chicago. 

Michigan Chandelier Co., Detroit. 

P. & A. Elec. Sup. Co., Mansfield, O. 
Great Northern Elec. Appliance Co., St. Paul. 
General Elec. Sup. Corp., Salt Lake City. 


Elec. Appliance Co., Chicago. 


__F. D. Lawrence Elec. Co., Cincinnati. 


F. D. Lawrence Elec. Co., Cincinnati. 


Elec. Sales Co., Canton, O. 


Allen Elec. Co., Cleveland. 
Commercial Elec. Sup. Co., Detroit. 
Tidewater Elec. Co., Inc., New York. 


Manhattan Elec’l. Sup. Co., Inc., Chicago. 


__ Allen Elec. Co., Cleveland. 


C. J. Litscher Elec. Co., Grand Rapids, Mich. 
H. M. Hopkins Elec. Co., Detroit. 

Alpha Elec. Co., Inc., New York. 

Barrett Elec’l. Sup. Co., St. Louis. 

Ensign Elec. Co., Minneapolis. 


__Elee. Sales Co., Canton, O. 


Frankelite Co., Cleveland. 
General Light Sup. Co., Detroit. 
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ONSIDER floodlighting as a market. In application, it 
ranges from great office buildings to filling stations and 
from huge construction projects to playgrounds. Whether 
Type L-29 250 Watts its purpose is spectacular publicity or the provision of safety 
THE NEW LINE of G-E floodlights and convenience, business men everywhere recognize its 
has many self-selling features of con- 
struction. Among them are: all-copper value. 
capil alee eskaraiies tanen , — ; 
anda new and simplified focusing Commercial buildings, water towers, and smokestacks, fill- 
mechanism. A request will bring ° P e . 
complete Pesci atc the ing stations and real estate projects, these alone make up a big 
Bulletin GEA-161- market for floodlights. And incidentally, this big market is 
nearer the jobbers’ salesmen than to any other organized 
selling group. Keep floodlighting in mind. Sell projectors, 
cable, conduit, and wiring devices on the same order. With 
G-E equipment, you can offer the advice of G-E lighting 
specialists. It is available without charge. 
710-52 


JOIN US IN THE GENERAL ELECTRIC HOUR, BROADCAST EVERY SATURDAY AT 9 P.M., E.S.T. ON A NATION-WIDE N.B.C NE TWORK 


~ GENERAL ELECTRIC 


GENERAL ELECTRIC COMPANY, SCHENECTADY, SALES OFFICES IN PRINCIPAL CITIES 
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of Rosse M. 
Gilson, Inc., Oakland, Calif., are, from 
left to right: Victor Perl, Wally Ahn- 


These three graces 


strom, and Walter Etzkom. Walter 
just came back from the Los Angeles 
branch to which he was transferred 
last year. It is said that Walter re- 
turned because he didn’t want to take 
some movie hero’s job away. 





Electric Association of Chi- 
cago Holds Banquet 

Amid a blaze of colored lights, 
flashing upon exhibits which re- 
produced every stage of electric 
power history from Edison’s inven- 
tion to the construction of the 
great generating stations of today, 
the Electric Association of Chi- 
cago celebrated its fourth annual 
dinner at the Palmer House, on 
Tuesday night, October 22. 

Twelve hundred guests heard 
M. S. Sloan, president of the New 
York Edison company, predict 
that electricity’s job in civilization 
will grow until practically every 
task of humanity will be performed 
by the magic, invisible current. 
Then he warned that public dis- 
trust of the industry must be 
abated. 

“Today, it is literally true that 
we live by and through electric- 
ity,’ Mr. Sloan said. “The use of 
this energy has completely infiltrat- 
ed our social and industrial scheme 
of things. In the fifty years since 
Edison made his lamp, we have 
traveled far and the future of elec- 
tricity is almost beyond the bounds 
of imagination. 

“America requires each year 
more power in more places for 
more uses. Electrical requirements 
may be expected to continue and 


increase indefinitely. There are 
communities and farms yet un- 
reached by electric lines. There 


are factories not electrified. There 
are highways to be lighted for the 
promotion of safety. There is air- 
way lighting and the electrification 
of airports. There is electrifica- 


tion of railroads. 
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“The industry is at present in a 
period of rapid and momentous 
changes in its financial and operat- 
ing organization. Mergers have 
taken place on a considerable scale. 
This integration seems to us of 
the industry a natural, logical and 
inevitable development but these 
changes are misunderstood in 
many quarters. They are regarded 
as manifestations of a power trust 
which is gobbling up the country. 
“It is said that they are being 
used to create vast, ill-gotten for- 
tunes, and that there is no protec- 
tion for the public because the 
system of regulation of utilities 
has broken down. 
“This situation of doubt and dis- 


trust is unwholesome and_un- 
healthy. It is one which should 
be abated. It is too frequently 


assumed that the interests of the 
power and light companies and of 
the public are antagonistic in this 
situation. Nothing could be fur- 
ther from the fact. No business 
needs the support, cooperation and 
good-will of the public for its suc- 
cessful development more than 
does the power and light indus 
try.” 

George A. Hughes of the Edison 
Electric Appliance Co., Chicago, 
acted as toastmaster, and Samuel 
Insull introduced the speaker of 
the evening. 


st- ste 


Bart Murray Advanced 

Bart L. Murray has been placed 
in charge of the radio service de- 
partment at the Electric Supplies 
Distributing Co., San Diego, Calif. 


Developing Lighting Equip- 
ment Sales 
(Continued from Page 12) 
offers and sells certain manufac- 
turers’ products. The general 
salesman cannot create a specific 
demand,—he can only try to meet 
it. He can book orders for light- 
ing equipment, it is true, but such 
orders include material which has 


already been specifically desig- 
nated. The house securing these 
orders, as a rule, either has a 


“good price” or to use common 
parlance “gets the break.” 

The wholesaler who is really in- 
terested in developing sales of 
lighting equipment can force “the 


breaks” in his favor quite often. 
To properly function he must car- 
ry a representative and complete 
stock of those lighting lines he of- 
fers and sells. Orders taken for 
standard items which must be held 
on “back order” bring a definite 
loss of prestige and good will, “In 
stock, immediate shipment” as the 
answer to the question—‘When 
can you ship?” books many orders 
which would otherwise be lost. 

With the wholesaler carrying a 
proper stock, the manufacturer be- 
comes vitally interested, because, 
if such a stock does not move, the 
manufacturer fails to secure repeat 
orders and his production sched- 
ule is upset. To prevent this con- 
dition, the leading manufacturers 
of lighting equipment have their 
own sales organizations, made up 
of specialists trained in the proper 
application of his particular 
product. 

The wholesaler should also be 
able to assist in originating speci- 
fications when such opportunity 
presents. Here is the wholesaler’s 
greatest chance for service, and 
this particular service means im- 
mediate recognition from the buy- 
ing trade—the wholesaler “profits 
most who serves best.” Thus the 
wholesaler stocks and sells, and 
the manufacturer assists the move- 
ment in volume by selling through 
his outlets. 

The wholesaler can only service 
the demand which the manufac- 








Part of the inside staff of the elec- 
trical supply department of The Syra 


cuse Supply Co., Syracuse. This com- 
pany covers a large territory in central 
New York state. From left to right 
they are: B. J. Spencer, lamp depart- 
ment; D. G. Geyer, manager of the 
electrical department; H. A. Schwarz, 
service manager, and W. A. Aumock, 
electric store manager. 
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WIRES + LEAD AND STEEL TAPED CABLES» FLEXIBLE CORDS AND CABLES 


COVERED 


BU a8 


INET WIRE AND COILS 


* MAC 


AND CABLE 
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For the most modern house 
in the newest development; 
for rewiring old homes in 
cities or on farms; in cel- 
lars, home laundries, two- 
car garages; in small apart- 
ment houses, stores, and of- 
fices in residential districts. 

Every extension of power 
lines opens more jobs for 
RomeX! 

RomeX advantages mean 


more profits for the con- 
tractor and lower cost for 
the home owner! Jobs can 
be finished faster, for 
RomexX is lighter to handle, 
easier to fish through small 
spaces, and needs fewer 
fittings. 

Sell RomeX! 

It will prove far more 
satisfactory both for you 
and your customers. 


ROME WIRE COMPANY, Rome, New York 


Division of General Cable Corporation 


2920-R 


ROME WIRE 
























18 THE JOBBER’SI]}SALESMAN 








FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE WHOLESALER IS THE MOST IMPORTANT MAN IN THE INDUSTRY. 





Bert 


Our photographer ran across 
Firnhaber in Rockford, Ill., and stood 


him right up against the wall. Bert 
represents Julius Andrae & Sons Co,, 
Milwaukee, Wis. 





turer has created and assist to 
originate specifications by having 
his own lighting specialist, and 
building his sales volume of light- 
ing equipment around this man. 
The degree of success in building 
a volume of lighting sales will de- 
pend on the plan around which 
his whole organization activities 
are evolved. 

As the manufacturer of lighting 
equipment employs a trained spe- 
cialist, so must the wholesaler 
employ a specialist, such a com- 
affording the greatest 
possibilities in cooperating and 
coordinating mutual interests. 

The wholesaler’s lighting spe- 
cialist need not necessarily be a 
graduate engineer, but he must be 
trained in the elementary princi- 
ples of correct lighting applica- 


bination 


tions. He must have some 
knowledge of the basic underlying 
principles involved, and which 


control the designing engineers 
who develop, and the illuminating 
engineers who interpret the cor- 
rect application of any lighting 
product. Otherwise, the whole- 
saler’s specialist’s view-point will 
quickly be distorted by the influ- 
ences reflected from the sales talk 
manufacturers’ repre- 
sentatives. Such representations 
may or may not be based on good 
engineering. 

For various reasons, the whole- 
saler may be handling equipment 
of competing manufacturers but of 
similar application. Where this 
condition obtains, the wholesaler’s 
lighting man must be sufficiently 
well posted to be able to offer the 


of various 





best of his various lines for the 
particular application involved, 
and use his knowledge and experi- 
ence in so doing. Obviously, the 
wholesaler’s general salesman has 
not the experience nor the knowl- 
edge to do this successfully. 

It being clear that the whole- 
saler’s regular salesmen are not 
properly fitted to secure the great- 
est possible lighting sales volume, 
and that there should be a lighting 
specialist on the sales staff, the 
question naturally arises—where 
to find a man with such training? 
In most cases he may be found 
within the organization. Going 
outside of the wholesaler’s own 
group for such a man should be 
the exception. 

Such wholesalers of electrical 
merchandise as are being consid- 
ered in this article make up a 
group most all of which represent 
some Mazda lamp division. As 
lighting equipment is of no value 
without the light source and the 
output of the lamp must be con- 
trolled and properly re-directed by 
the lighting equipment, it is read- 
ily plain that knowledge of a com- 
bination of both the light source 
itself, as well as the equipment is 
very desirable. 

A wholesaler’s lamp specialist 
will be much more productive if 
he knows how to make a selection 
from the available lamps which 
best suits his customer’s require- 
ments. Likewise, the lighting spe- 
cialist’s work will be more effec- 
tive if he knows lamps and their 
respective characteristics. 

It should be obvious the whole- 
saler can educate the man selected 
to be trained as a lighting spe- 
cialist.. The Mazda lamp division 
represented will welcome the op- 
portunity of instructing the new 
pupil in the elementary principles 
and correct applications of both 
lamps and standard equipment. 

The lighting specialist’s sphere 
of activity is bounded only by the 
policy of the house and his own 
initiative. His activity will be 
augmented by the work of all spe- 
cialists of manufacturers repre- 
sented. As soon as the factory 
man finds a centering of lighting 
responsibility in the wholesaler’s 
organization, he starts to cultivate 
that individual and the bond of 
mutual interest is greatly 





strengthened. This results in 
closer contacts. 

The ideal plan for the whole- 
saler therefore, is to hold his 
lighting specialist responsible for 
lighting equipment sales, support- 
ing him with the active coopera- 
tion of the entire organization in 
reporting all prospects. The gen- 
eral salesmen take orders where 
they can. All questions involving 
special knowledge of design or ap- 
plication are referred to the light- 
ing specialist. He should have 
initiative, sales and executive abili- 
ty. Under supervision of the sales 
manager, prospects may be fol- 
lowed by organized effort. These 
methods will enable the whole- 
saler to handle both special and 
everyday lighting jobs to the best 
advantage. 

The lighting specialist can also 
readily secure the invaluable co- 
operation of the lighting service 
department of the local central sta- 
tion, which in any. city large 
enough to justify a wholesaler, 
carries a considerable prestige and 
whose cooperation will greatly 
assist in building sales volume. 

The cooperation offered to, and 
urged upon the wholesaler from 
his lamp company extends from 
the lamp works’ representative 
through the district lighting en- 
gineer to the engineers at head- 
quarters. All are available, and 
eager to serve the wholesaler who 
calls for their help and advice, 
based on years of experience of 
recognized experts who are the 
leaders in the field of applied light- 


ing. 








These two shining faces belong to 
none other than Lawrence Neuburger, 
(left) manager of the electrical depart- 
ment of the Interstate Electric Co., 
Birmingham, Ala., and Joseph Esko- 
vich, manager of that company’s radio 
department. 
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OLIVER 7% MATERIALS 


APPROVED AND ACCEPTED SINCE 1 











cientifically 


Designed 


Jor all uses / 


All Oliver Pole Line Materials have a 
neat balance between utility and sim- 
plicity of design and ease of installation. 


The stresses and strains to which every 
part is subjected in service have all been 
accurately calculated to a nicety by Oliver 
Pole Line engineers who have spent years 
in studying practical pole line problems. 


Simplicity of design has been the dom- 
inating keystone of their efforts. They 
have eliminated many useless or ineffi- 
cient gimcracks and substituted a simple 
standardized line of pole line material 
that covers every practical need and every 
construction specification. 


Andinadditiontocorrectscientific design 
there is the exclusive double dip gal- 
vanizing process which adds years of 
extra service—one of the many features 
of Oliver equipment that make it so widely 
preferredthroughouttheelectricindustry. 


OLIVER IRON AND STEEL 
CORPORATION 


PITTSBURGH PENNA. 
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Missouri River Club Meets 

The Missouri River Club held 
its Fall meeting at the Elms Ho- 
tel, Excelsior Springs, Mo., on Oc- 
tober 10 and 11. There were 
approximately 55 men_ present, 
representing in equal proportions 
the wholesalers and the manufac- 
turers. 

The meeting was called to order 
by Riley De Lano, after which he 
introduced the first speaker of the 
day, Dudley S. Young, sales en- 
gineer for the Anaconda Wire & 
Cable Co. Mr. Young talked on 
“Copper, from Mine to Consum- 
er,” and gave those present a most 
intimate view of the activities of 
the mining industry. 

Mr. De Lano then read a paper 
giving the highlights on_ the 
N. E. W. A. executive committee 
meeting held at Niagara Falls, 
September 26 and 27. His paper 
aroused considerable interest and 
his report on the committee meet- 
ing should prove instrumental in 
securing additional attendance 
from the Missouri Valley at the 
November convention of the N. E. 
W. A. 

Following Mr. De Lano was 
Luther E. Reid who presented a 
paper on “The High Cost of Dis- 
tribution” which is given in anoth- 
er section of this issue of THE 
JOBBER’S SALESMAN. 

The afternoon was devoted to a 
golf tournament which was run 
under the able direction of Walter 
Blue and John Todd. A rather 
tricky course, well soaked with 
rain did not improve the average 
of the scores reported. Clarence 
Harlow of Benjamin had the dis- 
tinction of driving a beautiful ball 
straight down the fairway only to 
have it smack a tree and return to 
the tee. There was also some dis- 
cussion about the score turned in 
by F. D. Phillips, but one of the 
manufacturer’s men who undoubt- 
edly has Phillips’ name on the list 
of prospects verified the score of 
139 and it was accepted, not, how- 
ever, without some misgivings on 
the part of Walter who felt that it 
should have been 140. Those who 
did get into the blind bogey had 
their names plucked from a derby 
hat, for the purpose of determin- 
ing the winners, after which W. H. 
Rainier, Radiotron specialist of 
the Radio-Victor Corporation of 





America, gave a splendid talk on 
“The Radio Tube Situation and 
Some Facts in Connection with 
Same.” Mr. Rainier concluded his 
remarks by showing a moving pic- 
ture entitled “Man Made Miracles” 
which covered the making of a 
Radiotron from raw material to 
finished product. 

On the second day, Thomas L. 
Gaukel, St. Louis district manager 
of the United States Chamber of 
Commerce, talked on the subject 
of “The Development of Commer- 
cial Aviation in the United States.” 
During the course of his talk he 
gave some interesting facts on 
airport lighting and announced 
that more detailed information was 
available in booklet form from the 
United States Chamber of Com- 
merce. 

F. D. Phillips, sales manager of 
the Commercial Electrical Supply 
Co., St. Louis, spoke on “Radio 
Distribution Through the Electri- 
cal Jobber.” Mr. Phillips brought 
out most convincing arguments 
in favor of the employment of ra- 
dio specialists. 

This concluded the business ses- 
sion with the exception of the 
election of officers for the Spring, 
1930, meeting. A. E. Durin of the 
Terry-Durin Co., Cedar Rapids, 
Ia., was elected chairman and 
A. C. Ruble of the McGraw Elec- 
tric Co., Omaha, was elected sec- 
retary. 

The actual play for the jobber 
trophy was postponed until the 
Spring meeting due to heavy 
rains, so the prizes prepared for 
golfers were awarded by means of 
the hat, before mentioned, which 
was again borrowed for the occa- 
sion. Riley De Lano, who, inci- 


dentally, together with George 
Corrau, deserves praise for the 
manner in which the program was 
prepared and the meeting han- 
dled, landed the first prize for job- 
bers—a set of matched irons. 
Clarence Harlow secured a similar 
prize in the manufacturers’ section. 

After the awarding of prizes a 
few hardy souls played golf while 
the rest of the group contented 
themselves with armchair discus- 
sions until departing trains broke 
up the gathering. 





* #*e * 


The High Cost of Distribution 
(Continued from Page 11) 

be done. What I am about to 

suggest might seem like a dream 

of a dreamer, but it is something 

to think about. 

I believe the manufacturer 
could help work this out for us 
with our co-operation and _finan- 
cial support. Many of the manu- 
facturers have men in the field 
helping the wholesaler with the 
dealer. Why not let the manu- 
facturer increase the number of 
his salesmen and send them out 
among the dealers, to educate the 
dealers about his products, how 
to display, and how to sell, with 
the wholesalers sharing in the ex- 
pense? 

This would afford a higher type 
of salesmanship; put men in the 
field that are real educators, and 
their service could be made of 
tremendous merchandising value 
to each dealer. . 

The wholesalers could have a 
disarmament meeting to reduce 
the number of salesmen-barrages 
against the dealers that are tak- 
ing up the dealer’s valuable time 





3 





Main St., Bangor, Me. 


The home of the new branch of the General Electric Supply Corp., 600 
This new structure was built to specification and is 


a completely equipped model supply station. It is said that it is the first of its 


kind. 


The building is equipped with modern material handling and _ storing 


devices and covers an area of 6,000 sq. ft. The roof is of cement floor con- 


struction permitting the addition of another story. 
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The heading gives you the big selling point about the 
Levolier Switch. Talk this point and increase your sales! 


The Levolier Fixture Switch might well be called 
y 4 “the little giant of switches.” It is the smallest Six Amp. 
Pull Switch made, yet easily takes the knockout smash 
of switching a 500 Watt Gas Filled Lamp. 


Two switches selected at random from each day’s pro- 
duction are tested by switching on and off repeatedly, 
one after the other in succession, a series of twelve 500 
Watt Gas Filled Lamps. By the time the last lamp is 
reached, the first lamp has cooled. This process is re- 
peated for thousands of makes and breaks. Under this 
tremendous wear and tear the little switch stands up and 
does its work. 


The Levolier Fixture Switch is equally adaptable for 
conduit box, canopy, ceiling pan or office fixture instal- 
lations. It is easy to install and requires no extra wiring, 
as all that is necessary is to cut one leg of the circuit 
and attach the two ends to the terminals of the switch. 


Send for your copy of the new McGill Catalog. 
It contains a lot of ideas that will help you sell 


more McGill electrical specialties. 
Put! Socket — » 
racket kets 
cand Puisces 1 MANUFACTURING CO. 
Conduit Box Switches ~ ° ° e ° 
Link Switches Electrical Specialties of Quality 
ESTABLISHED 1904 


VALPARAISO - INDIANA 





Wire Lamp Guards 
Portable Lamp Guards 
Wall Guards 
Coloring Fluid 
Soldering Fluxes 
Lamp Changers 























Twi-Lite Clusters 
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and continually annoying him and 
rendering little service. At this 
little disarmament conference of 
the wholesalers, it could be as- 
certained just how many sales- 
men, if any, each territory would 


require from the wholesaler. It 
might be that the manufacturer 
could render all the service nec- 


essary, reducing each wholesaler’s 
expense from 50 per cent to 75 
per cent on cost of selling some 
items. This suggestion is not a 
scheme to beat any salesman out 
of a job, but that we might find 
something better for him as the 
average salesman’s job is slipping 
and there is really no place for 
the mediocre salesman. In this 
modern whirl of keen business 
methods, we can undoubtedly find 
a place that would better the con- 
dition of the average traveling 
man. We would be doing the 
traveling man a favor rather than 
an injury. It would be much 
better to find a place for our 
salesmen than to reduce their 
salaries or commissions to starva- 
tion prices, as has been done in 
many other lines. Even by 
reducing the salaries, we find the 
wholesalers passing out in the 
drug, hardware, grocery, millinery, 
dry goods, and many other lines. 
Our combination of co-operation 
in salesmen is nothing more than 
is being done by some of the big 
mergers and chain stores. 

Another way of eliminating ex- 
pense has been mentioned here 
before, that of sending out one 
uniform catalog showing all the 
manufacturers’ lines; then each 
house could simply send out re- 
vised discount sheets applying to 
the lines it carried in such a cata- 
log. There has been a great 
duplication of monthly sales bulle- 
tins in the past. Naturally a 
great many of them had to go 
to the waste basket, regardless of 
the enormous expense to the 
wholesaler. 

We all have good credit facili- 
ties, both national and _ local. 
Eagerness for business is causing 
the houses to allow credits be- 
yond reasonable terms. Our own 
experience is that dealers that 
were paying in 30 days are now 
forcing us to give them 60 to 90 
days. This means we must bor- 
row money at a high rate of in- 


so 





terest and loan it to the merchant 
with no interest. This is a bad 
policy indeed, and will ultimately 
work a hardship on the merchant 
that practices it, by forcing the 
wholesaler to add a higher profit 
to take care of the interest. 

Another condition in cities is 
the high cost of trucking—each 
wholesaler trying to outdo the 
other, and in many instances forc- 
ing trucking service onto the 
the dealer, instead of educating 
the dealer, who has his own truck, 
to call at the shipping-room door 
for his goods. The dealer in the 
city has considerable advantage in 
that he has the wholesaler’s ware- 
house and clerk service at his dis- 
posal, and does not have to pay 
freight and express and do his 
trucking from depot, like the deal- 
er in the country town. This city 
trucking could be practically eli- 
minated. We in our own city 
very seldom make a delivery for 
a dealer. 

There are several channels of 
national scope working to reduce 
the cost of distribution; namely, 
The National Standardization and 
Simplification Committee, The 
National Department of Com- 
merce. The United States Census 
for 1930 will experiment, for the 
first time, with what the Secre- 
tary of Commerce has called an 
entirely new kind of census never 
before taken in any country. This 
census will be a census of dis- 
tribution. In addition to the usual 
data regarding births, deaths, mar- 
riage, divorces, taxes, wealth, and 
so on, the government investiga- 
tors will collect information as to 
the methods and channels through 
which the American public buys 
the enormous total of seventy bil- 
lion dollars’ worth of goods each 
year. 

It is a curious gap which sepa- 
rates the two halves of our knowl- 


edge of trade in the United 
States. We have on the one hand 
excellent data concerning the 


production of all kinds of com- 
modities. We have on the other 
hand accurate information as to 
the purchasing power of the pub- 
lic. But of the tortuous channels 
between production and consump- 
tion we know practically nothing. 

Nor does the fact need stress- 
ing that some knowledge of these 


channels is of great importance to 
the purchaser of goods. For, as 
the Secretary of Commerce has 
pointed out, there is a very con- 
siderable mystery that needs to 
be explained. In the same years 
that American production methods 
have become an eighth wonder of 
the world, with the physical out- 
put per man employed in manu- 
facturing plants increasing by 
fifty per cent and the cost of pro- 
duction constantly decreasing, the 
costs of distribution have been 
steadily mounting higher and 
higher—and the man who pays 
the bill is the ultimate consumer. 

This new census will attempt 
to discover how products move in 
distribution, what the effect of 
the mad scramble for new mar- 
kets has been, what wasteful 
processes have developed, how the 
chain stores and mail-order houses 
enter into the situation, what it 
costs to sell, deliver, and collect 
for individual products, and what 
these particular services will add 
to the cost of distribution. 

The resulting information not 
only ought to be of interest both 
to business men and to heads of 
families; it should enable us to 








The Wetmore Savage Electric Sup- 
ply Co. has opened a new branch at 
175 Broad St., Bangor, Me. The build- 
ing occupied has five floors and a base- 
ment giving 11,700 sq. ft. of useful! 
floor space exclusive of the basement. 


This building has been completely 
equipped with modern material han 
dling and storing devices. A_ large 
supply of pole and line hardware, con- 
duit, wiring supplies, fixtures and ap- 
pliances are stocked. George Libby 
is manager of the new branch and 


E. C. Flaherty is assistant manager 
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“There’s Nothing 
Like It!” 


Slip one of these unit blocks in your pocket — and, 
after you’ve broached the subject of 


ee, a Nublade Switches 


far gs en _——— like it to help you “stage” your Are standard in 

talk. Nothing like it to catch your customer’s interest. Nothing 

like it to focus his attention on the features of the switch you want 30, 60, 100, 200, 400 and 600 amp. 
him to use for general industrial installations. 250 volt A.C. or D.C. 

600 volt A.C. 


He can see things better than he can hear them. And you can sell 
him quicker with this little demonstrator than without it. Try it. 
2, 3, 4and 5 pole types 
Single Throw Quick Break 


If you haven’t got one of these Nublade unit block assemblies, 
please let us know — we'll be glad to supply you. 
Externally Operated Outside Lockoft 


CoLt’s PATENT FirE ARMS MFG. Co. 
ELECTRICAL DIVISION @ 


HARtTFoRD, Connecticut, U.S. A. 


33eBhe se NEW YORK ¢ BOSTON + PHILADELPHIA + CHICAGO + 6AN FRANCISCO 


COMING! The most revolutionary ad- 

vance in industrial switch design is soon 

to make its appearance. Watch for an 
nouncement by Colt 
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WADSWORTH 


Channel Banking Type Switches 


Noted for: 
—EASE OF WIRING AND INSTALLATION 





O CONDUIT, Lock Nuts, Nipples, or Bushings 
needed, and no separate troughs or lids between 
switches. Eliminating all disagreeable work and worry. 


Jobbers and their salesmen will solve their selling 
problems and build up a profitable repeat volume with 
Wadsworth Channel Banking Type Switches. 


Have your Contractor customer give Wadsworth—One 
Trial—and his own practical experience will prove more 
about Wadsworth Channel Banking Type Switches than 
anything we can say. 









TRICMFGG INC. 


ntucky. 


he WADSWORT 
Covington 








‘‘There is a Wadsworth Switch for Every Installation’’ 

















| was the Western Electric at that 


do something about our processes 
of distribution more helpful than 
mere ranting about the iniquities 
of the “middleman.” The present 
condition reminds one of what 
Mark Twain said about the 
weather: “Everybody talks about 
the weather, but there is nothing 
ever done about it.” 

We can reduce the cost of dis- 
tribution through standardization 
and simplification of stock, and 
the elimination of slow-moving 
articles. We saw where simplifi- 
cation and standardization were 
masterfully dealt with when Her- 
bert Hoover was Secretary of 
Commerce. 

The Department of Commerce, in 
its statistics on a wholesale hard- 
ware merchant found he was han- 
dling 12,000 items, and, by allocat- 
ing costs to individual commodi- 
ties, this merchant found that on 
about half of the 12,000 items he 
was carrying he was losing money. 
He found that a large proportion 
of his customers were buying in 
such small quantities that under 
| such conditions they were a liabil- 
ity to him rather than an asset. 
He reduced the number of com- 
modities from 12,000 to about 
6,500, reduced the number of deal- 
ers from about 1,400 to 700, and 
made large reductions in the num- 
ber of firms from whom he bought 
goods. Through these drastic 
changes in his methods, he reduced 
his sales territory about one-third, 
his sales volume about one-third, 
but on the basis of three years’ op- 
erations he had increased his dol- 


| lar profits by about 35 per cent. 


A bulletin from the United 
States Department of Commerce 
describes how a certain wholesale 
grocery house located in the Cen- 
tral West made a survey in 1927 
that reduced its selling expense, 
warehouse expense, delivery ex- 
pense, and raised its office, credit, 
and administration expense, and 
saves about 1% on that process. It 
goes on to show how this grocery 
house was able to reduce its inven- 
tory and increase its rate of turn- 
over, eliminating the slow-movers. 
This house increased its turn-over 
from 9.46 to 11.6. 

Some time ago the Department 
of Commerce tabulated results of 
the Graybar survey, possibly it 
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LIGHT WITH STERLING SPELLS SUCCESS 

















Sterling Equipment is fine in quality, 
and dependable in service. Those rare 
qualities that are always associated with 
the good name “Sterling” are visibly 
manifest in all Sterling products. That 
is why you are assured of SUCCESS- 
FUL LIGHTING on every installation 
where Sterling equipment is used. 





The World’s larg- 
est office building 
is just one of the 
many striking ex- 
amples of success- 
ful lighting accom- 
plished with 
Sterling FLOOD- 
O-LITES No. 
5240. 























> {REFLECTOR | ZA, 
& ILLUMINATING CO. 


Manufacturers and Engineers 
1401-1417 WEST JACKSON BLV’D. CHICAGO, U.S.A. 


REPRESENTATIVES IN ALL PRINCIPAL CITIES 
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Installed in the engineering machine shop of the plant 
of the Gabriel Snubber Mfg. Co., Cleveland, Ohio, result 
in an average illumination of 18 foot candles, These 
are standard 20” ABolite Glass-Steel diffusers with 
white glass globes using 300 Watt clear lamps. The 
units are spaced 10’ x 12’ centers, mounted 12’ above 
the floor. 

For office and any industrial lighting problems where 
some ceiling-reflected illumination is necessary, this 
Glass-Steel unit has become a favorite because its 
porcelain enameled steel reflector directs the light over 
a given area and the glass bow! diffuses the light into 
a soft, clear glow. 

= ABolite Reflectors have the heavy round beaded 
edge. 


The ABolite Reflector Co. 
2114 Terminal Tower 
Cleveland, Ohio 


Please send complete data and sales information on ABolite Glass-Steel Reflectors ; 
also Complete Catalog No. 180. 


Name... 


NS Sree 











NS 2 0G) TY 








time, showing the losses on small 
orders in the electric business and 
much other valuable information. 
The members of this club remem- 
ber a paper from the Graybar 
company on this survey. 

If we will all fill in the question- 
naires sent us by the Department 
of Commerce, we will get a survey 
of some of the electrical wholesale 
firms that have only one store. 

Operating as a great national re- 
search laboratory, the Bureau of 
Standards is constantly in touch 
with producers and consumers all 
over the United States. Its work is 
such that it is the natural focal 
point in this country for investiga- 
tional work in the many lines that 
its organization covers. There are 
two major groups in the Bureau’s 
organization. One deals with re- 
search and testing and the other 
with simplification and commercial 
standardization. The second group 
co-operates with American indus- 
try in eliminating existing avoid- 
able waste through the application 
of the principles of simplified prac- 


.tice and standardization. 


Summary 
Summarizing the suggestions 
contained herein for lowering the 
cost of distribution and thereby 
giving us a chance for a profit: 

1. Apply information from the 
Bureau of Standards. 

2. Apply information from the 
Department of Commerce. 

3. Standardize and simplify. 

4. Reduce our inventory by 
eliminating some of the slow 
movers. 

Use a uniform catalog. 

6. Have closer co-operation of 
the credit men, eliminating 
long credits and losses from 
bad accounts. 

%. Standardize limit of credit 
for each dealer. 

8. Reduce the scope of terri- 
tory. 

9. Reduce number of travel- 
ing men by co-operation 
with manufacturer. 

10. Hold a disarmament meet- 
ing of wholesalers to elimi- 
nate the multiplication of 
traveling the same territory 
to sell the same lines. 

Finally—Gabriel would blow his 
horn and we would hear the angels 
sing: “Peace on earth, and profit 
to the sons of men.” 


> Ot 
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* cane 


IGHT-rope walkers tread almost a hairline 
path. Every step is accurate to the nth 
In these 
days of strenuous competition, electrical whole- 


degree. What a sense of balance! 
salers and jobbers, too, must possess a keen sense 
of balance. The path of success’does not permit 
of unbalanced buying and unbalanced stocks. 
Turnover must be quick. Stock must be modern. 


Just as it takes an innate sense, coupled with 
years of experience, for a tight-rope walker to 
perfect his act—just as years of experience 
enable the electrical dealer to balance his pur- 
chases for the greatest turnover and profit—so 
has time and experience brought to Westinghouse 
the fact that electrical and mechanical balance 
is essential in electrical equipment. 


Balance! Can there be any better definition of 
that characteristic something which makes West- 
inghouse electrical equipment a leader in the 
field? Of that unseen something which en- 
ables dealers to move it rapidly and profitably? 


WESTINGHOUSE ELECTRIC & MFG. COMPANY 
EAST PITTSBURGH PENNSYLVANIA 


SALES OFFICES AND SERVICE SHOPS IN ALL PRINCIPAL CITIES 


_ Westinghouse 


T 30859 











MOTORS 
FOR EVERY 
PURPOSE 


CARBON 
BREAKERS 





7 | SAFETY 
r SWITCHES 

Ly 

Es 





COMMERCIAL! 
LIGHTING 
EQUIPMENT 
















APPLIANCES 
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LOOMFE 


MADE BY THE “ORIGINATORS” 


‘‘Loomflex’’ is a product of the organiza- 

Pettey Wists Dida tion that first produced loom, and has back 
seller Wiring Materials of it all the skill and experience that only the 
“originators’’ could impart to this product. 


‘“‘Loomflex’’ is the choice of contractors for 
all types of work where loom is required. 
They know they can depend upon its qual- 
ity, strength and ability to ‘‘stand up.’’ 
‘‘Loomflex’’, together with ‘‘Xduct’’ and 
‘“‘Electroduct” Rigid Conduit, ‘‘Red Seal” 
A. B.C. Cable, ‘‘Red Seal’’ Metallic Flexible 
Conduit, ‘‘Loomflex Cable’’, non-metallic 
sheathed cable, Boxes and Fittings afford a 
complete line of ‘‘Better Wiring Materials’ 
RED SEAL” offering iow sales resistance. 

Concentrate your efforts on quality prod- 
ucts and build volume sales with handsome 


profits. 
kt me Write today for complete information. 
“ELECTRODUCT” 
vee eens AMERICAN CIRGUIAR 


a LOOM CO) 


: 90 WEST SIANEWAYORK 








FLEXIBLE METALLIC CONDUIT 












Branches in all 
Principal Cities 
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At the 


iia tee eee AN PS eeeeeeeee 
HOTEL 





( ) N the Following Pages 

is Presented an Exhibit 
of Electrical Products Ar- 
ranged for the Sem1-Annual 
Convention of the National 
Electrical Wholesalers Asso- 
clation at the Cleveland 


Hotel, Cleveland, Ohio. 
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What bid 


C-H Catalog 7921 Outlet Box type Re- 
ceptacles are ideal for garage and similar 
installations. The duplex type particu- 
larly hag se gy double convenience for 
trouble light, battery charger, etc. In- 
cluded are the same one-piece, double 
grip, smooth-plugging contacts and other 
features found inthe famous C-H 7920 
standard receptacle. Single type has 31, 
or 4 inch steel box cover plate. Duplex 
has 4 inch plate. Approved by the Un- 
derwriters. 





a 


C-H Catalog 7665 3-wire Flush Recep- 
tacles are in keeping with the latest 
trend inwiring. The base is made of un- 
breakable, heat-proof Thermoplax — 
the clips of heavy phosphor bronze as- 
suring positive contact and long life. 
The staked bindingscrews never loosen 
—and are large in size for strength and 
wiring convenience. C-H 3-wire Flush 
Receptacles meet Underwriters’ re- 
quirements. 


v 


*-CONVERIENE ES 
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ave You making for 
the Future. 


Complete Wiring ‘Today Brings 


New Contracts Tomorrow 





HAT are the secrets for 

success in the electrical 
business ... in any business? What 
makes the kind of reputation that 
“stands up” under stiff competi- 
tion .. . that always gets its share, 
and more, of the wiring business? 

Good management... sure! 
Proper buying . . . of course! First 
class workmanship—necessarily! 
But there’s one more—an impor- 
tant one—especially for you, the 
electrical contractor —It might 
be called Service, but that doesn’t 
cover it—so let’s call it “The busi- 
ness of telling your customers, what they should 
have in their wiring work—not what they think 
is sufficient.” 

You know, most of your prospects are unin- 
formed—or maybe they just don’t care—when it 
comes to complete electric wiring. Yet they do 
appreciate and will accept, suggestions from an 
expert—from you. They gain by receiving a bet- 
ter job—you increase your profit. 

Suggest plenty of duplex outlets for future needs 





not only in the living room but the 
playroom, bedrooms, attic, recre- 
ation room, thruout the basement 
etc.—Suggest lights for all closets, 
dark spaces, etc. — Suggest the use 
of three-way switches wherever 
they will save steps or add conveni- 
ence—the use of duplex recep- 
tacles in the garage, for battery 
charger, trouble light, etc. — Sug- 
gest the use of door switches in 
closets—heavy duty receptacles for 
laundry, etc. 

In fact, there’s opportunity for 
you to make suggestions for every 
room in the house, always bearing in mind those 
new electrical — your customers will buy 
during the life of the home and will want to con- 
nect easily, conveniently. 

The C-H Line of Wiring Devices increases 
lighting convenience in every corner of the 
house . . . and there is a C-H Device for every 
need. C-H quality—backed by 30 years’ experi- 
ence—is your guarantee of satisfactory perform- 
ance. Your jobber has them. 


CUTLER-HAMMER, Inc. 


Pioneer Manufacturers of Electrical Apparatus 


1286 St. Paul Avenue 





MILWAUKEE, WISCONSIN 








CUTLER, HAMMER 


MODERN WIRING 








C-H Catalog 7920 Duplex Receptacles 





& 


wv 





NECESSITIES 





ie 
C-H Catalog 7281 “Rubber-Mount- 
ed” Toggle Switch. The mech- 
anism —“full-floating” on two re- 
silient rubber cushions—is extremely 


«re small and shallow—designed for 
asy handling and quick wiring. Par- 

«llel slots are polarized. Contacts are 
eavy one-piece phosphor bronze 
loubled to insure firm contact at all 
‘mes regardless of length of service 
ind to prevent stubbing. Approved by 
\e Underwriters. 


a e ca % e i 


> 
) 





simple. No screws, and but one unit. 
No metal connections to transmit 
sound. Short, stubby contact blades 
are heavy to prevent “bounce” and 
pitting. Heat-proof, crack-proof 
Thermoplax case protects mecha- 
nism from all foreign material. Single 
pole, double pole, 3-way and 4-way 
types. Approved by Underwriters. 


v 
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 Hon‘simple addition § 
picks for you 
the right safety switch 


Selecting the right safety switch for the difficult 
job is simple if you will list the advantages of 
other switches—and compare them with the ad- 
vantages of the C-H ‘“‘Mill Duty” Current Breaker. 
This easy problem in ‘addition’ proves that the 
Current Breaker has a// the advantages of other 
switches ... plus some no other switch possesses. 






Double make and double break contacts reduce 
arcing ... which is further smothered between 
porcelain arc blankets. Contact life is prolonged 
greatly, because contactors are quick make and 
quick break also... to eliminate slow-burning 










and fusing of contacts. 






The blades are flexibly mounted and self-align- 
ing to assure perfect contact always. The hinge 
parts, screws and bushings carry no current. The 
switch may be operated positively even if spring 
is accidentally broken. Cover and mechanism inter- 
lock for safety, yet switch may be tested with the 
cover open. The box is smaller than ordinary but 
easy to wire and switch may be dismounted from 
the front without removing the box. 














The construction of this switch is unusually 
rugged .. . for extra durability. The design and 
performance is guaranteed by Cutler-Hammer. 
Complete information may be had from your elec- 
trical supply jobber ... or from Cutler-Hammer, 
Inc., direct. ~ 


CUTLER-HAMMER, Inc. 
Trumbull-V anderpoel Electric Mfg. Co., Subsidiary 
1308 St. Paul Avenue 
MILWAUKEE, WISCONSIN 
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Soap WA) a haa le Ad 


Selling the Customer for You 


Advertising for the C-H Safety Switch Line is appearing in 
Mill and Factory Illustrated, Riveriesd World, Factory and In- 
dustrial Management, and Industrial Engineering. This advertise- 
ment appears in the November issues of the above magazines. 

Another campaign to the electrical contractor appears in 
Electrical a Electrical Record, and Wiring for Profit. 





FEATURES 
of C-H “Mill 
Duty” Cur- 
rent Breaker 
Bulletin 4101 


— | of 


them self-align- 
ing. 

6. Quick make 
and quick break. 
7. Interlocked 
cover and mech- 


: fx anism. Can be 
= peop ae I poi mon 5:13 5 tested by manual 
use of arc blanket That : Ng, release when cov- 
reduce arcing to " er ts open. 
minimum. 8. Mill clip 
2. All parts remov- construction. 
able from front fF 1 : 9. Insulated 
without remov- f r ball handle. 
ing switch box. 10. Best ser- 
3. Switch oper- vice with min- 
ates manually imum main- 
should spring be tenance. Easy, 
broken. quick repair. 
4. Hinge parts do not carry current. 11. In6 sizes, from 30 to 600 amperes, 
5. Flexible mounting of blades makes 125 to 600 volts. 


Features of C-H “Standard 
Duty” Type C Switch 
Bulletin 4131 


Features of C-H “Industrial 
Duty” Type A Switch 
Bulletin 4111 1. Quick make—quick break. Minimum 
; arcing. Slow burning of contacts elim- 
1. Quick make and quick break fea- inated. 
tures similar to Current Breaker Type. 2. Molded base—less breakage—better 
2. Cover interlocks as in Current insulating —and smaller box, without 
Breaker Type. cramping wiring space. 
3. Capacity to 2000 amperes, 600 volts. 3. Type “C” construction, plus. 
4. Milled clip construction. 4. In 30 to 400 amps., up to 600 volts. 





AMMER 


UTLER 


High Quality Safety Sw Switches for Every Service 


(9920-R ) 
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150 Dealers 


in Chicago and Suburbs 
Feature Hamilton Beach 
Vacuum Cleaners 








Hamilton Beach 
Demo-Display 

















Hamilton Beach 
Super Demo-Display 


The price reduction from $62.50 to $39.50 and an “over 
the counter” selling plan have resulted in tremendous in- 
creases in the sales of Hamilton Beach cleaners. 

150 dealers in Chicago and suburbs now are featuring Ham- > aoe Yan th 
ilton Beach cleaners with the Hamilton Beach demo-display 
and are enjoying maximum sales. / Hamilton -By ach 
In New York and suburbs 95 dealers are featuring Hamil- f . OW ~ SOREPING - BEAT 
ton Beach cleaners. In Cincinnati 61 dealers are increasing 
their sales with the demo-display. Thousands of others 
throughout the United States are reaping profits on Hamilton 
Beach cleaners in excess of their greatest expectations. € 


Now A Bigger Dealer Profit 


Elimination of the tremendous expense of factory trained 
canvassers and supervisors made it possible to reduce the 
price and allow the dealer a much larger profit. Through 
“over the counter” selling, large sales commissions are un- 
necessary and dealers net many more dollars, even with a 
lower selling price and a smaller investment. 


Other Sales Assistance 


Unprecedented sales co-operation now is being offered to 
Hamilton Beach Dealers. A super demo-display which brings W as $62.50 
a maximum of store sales is furnished at one-half cost. — 
Advertising is appearing nationally in newspapers, each ad 


carrying names of dealers with Hamilton Beach demo-dis- 
plays. There is also a co-operative advertising plan. Other Re ow xe 50 
sales stimulators have been arranged—a factory direct mail mee 


service to consumers (free to dealers)—window displays— 
postcard mailings—salesmanship course for clerks, etc. Denver and West $41.°° 


Sales Plan Free 


The complete sales plan is explained in our 24-page book, 
“9 Proven Ways to Sell Cleaners.” This book, discounts, 
etc., will be mailed upon request. 


Hamilton Beach 


- aah aa anata ia ea tannin Se dele A 


Mail This Coupon Now for Hamilton Beach Sales Plan 




















Motor-driven 
porte 









: 
a 
HAMILTON BEACH MFG. CO., - 
C-9038 H. B. Bldg., Racine, Wis. : 
Without obligation, please send your 24-page booklet, “9 Proven Ways to Sell # 
Cleaners.”’ ! 
| Pre TT Terre Tr ee eer ee To er eee : 
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New Window Displays 


Featuring Lower Prices 








Other 
Hamilton 
Beach 
Appliances 


x<i"P Home Motor 


vv 4 m 
tric. Attached in- 
1929 


stantly. 
Advertising Cam- 
paign in 6 National Magazines. 


Price $18.50. (Denv 
extra.) 


Electric Drink Mixer 


Beautiful new color 


1929. Fully chromium- 


plated and many 
new features. 
$22.00. (Denver 


West 50c extra.) Colors 


$1.50 extra. 


akes any sewing 
achine an elec- 


er and West 50c 


s for 


other 
Price 
and 





Power Motor 


Complete with buf- 
fing i 

wheels. Retails at 
$25.00. (Denver and 


West 


and grinding 


50c, additional.) 


Jewelers Lathe Motor 


Radio manufac- 
turers and others 
use this motor for 
coil winding and 
other jobs. It is 
indispensable to 
the Jeweler. 


ait 


Prices $18.50 and $25.00. (Denver 
and West 50c additional.) 


Vacuum Cleaners 


The sales of Hamil- 
ton Beach Motor- 
Driven Beating 
Brush Vacuum 
Cleaners (as illus- 
trated) have __in- 
creased tremen- 
dously Since the 
price was reduced 
from $62.50 to $39.50. 
(Denver and West 
$41.00) The 1929 
Fall newspaper 
campaign with 
dealers’ names will 
be read in 5,300,000 
homes, 

> The latest addi- 
tion to the Hamil- 
ton Beach line is 
the Straight-Air 
Cleaner selling for 


$29.50. (Denver and 


West $31.00.) 


































and Circulars 









































New, 8-color window displays 
and attractive circulars, featuring 
price reductions on Hamilton 
Beach appliances are now avail- 
able to dealers FREE of charge. 
This sales making material, as 
well as the new, lower prices be- 
low, should help you to increase 
your dealers’ Hamilton Beach 
sales. Vibrators 


No. 3 Hair Dryer, formerly Priced to 
$14.25 without stand, is now Sell 
$12.75 (stand $1.25 extra). The The public interest in exercising 


* ‘ ? machines has greatly increased the 

No. 2 Professional Size Hair Dry- — demand for Hamilton Beach Vi- 
: brators which provide the same 

er, was $22.50 and is NOW $16.50. muscle and _ tissue * stimulation. 
A 7 ; New low prices place Hamilton 

The following price reductions Beach Vibrators within reach of 


° everyone. Their use relieves 
have been made on Hamilton headaches, rheumatism, lumbago, 


= . fatigue, nervousness, cramps, etc., 
Beach Vibrators: Type D was in addition to their being effective 


$16.50, now $13.50; Type F was for facial massage and scalp in- 


vigoration. Hamilton Beach Vi- 
$18.50, now $13.50; Type A was brators are nationally advertised 


in Physical Culture, Popular Me- 


$19.50, now $16.50; Type C was chanics and Motion Picture Mag- 
$28.50, now $19.75. azines. 





Hair Dryers in Color 


@=y- 1? ~*~ To satisfy the public’s taste for color, 
+ ott , ~ Hamilton Beach Hair Dryers are now 
> 4 /*% we offered in old rose, orchid, robin’s-egg 
Cau iful . blue and ivory. Hamilton Beach Hair 

. Dryers are made to dry hair in a few 


minutes and simultaneously keep the 
hair luxuriant and alive. They provide 
both warm and cool air. Advertising to 
over 6,000,000 readers in Motion Pic- 
ture, True Story, Better Homes and 
Gardens, Photoplay, Good Housekeep- 
ing and Normal Instructor and Primary 
Plans, is proving effective in building 
increased sales volume. 


Hamilton Beach 





Mail This Coupon for Sales Stimulating Plans 


HAMILTON BEACH MFG. CO., 
Dept. DV-9038, Racine, Wis. 


r 
i 
' 
' 
: 
: 
' 
' Without obligation, please send descriptive folders of Vibrators and Hair Dryers 
- and your plan for st'mulating sales. 
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When switches are led 


and take 
all tricks 


play 


Three strong favorites among 
the Trumbull Motor Starting 
Switch Line are: 


(1.) “TM” type, manually op- 
erated, with thermostatic over- 
load protection. 


(2.) Magnetic, “across the 
line” type. 


(3.) Combined Magnetic and 
Manual Disconnect Switches, in 
one cabinet with Thermostatic 
overload protection. 


These switches, like all Trum- 
bull products, are built to do 
more than ordinary duty. The 
contacts are of the double-break 
type, quick break, with least 
arcing. Thermal Overload Re- 
lays are extremely simple, com- 
pact and accurate for the rating 
specified. To change the rating 
of the switch, it is only neces- 
sary to replace the relays or 
heaters with others of the de- 
sired rating. 


After opening on an overload, 
there is nothing to renew, but 
when the trouble is cleared, the 
switch is simply closed again. 


Wiring is exceptionally easy in 
Trumbull Switches. They suit 
the industrial plant man, because 
of their accuracy and reliability. 
They suit the contractor because 
of their easy wiring features. 
He is proud to include Trumbull 
switches on the finest job. 
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you can't bea 


And Plenty To Back Them U. 


Trumbull Type “T. T.” (Thermostatic 
Tumbler) Motor Starting Switch Trumbull Type “A” 
Safety Switches 




















A very small, single 
pole, Motor Starter Heavy duty switches with 
a t 11; f a Trumbull Type “A” mill- 
controling frac ed clip construction. 
tional Hi. P. Single . 3 and a Pole, 30-1200 
Amps. 
Phase Motors. Q. M. & Q. B. 30-600 
This switch pro- a. eee ” 
‘ ‘ : nly -12 
vides thermostatic Amps. , 
overload protection. pl ig 
: : s equi 1 
Nothing to renew when Switch trips “Snuf-Arcs.” | 


on overload. Simply throw Switch 
“on” after Thermal Element cools. 
Made from 2 to 6 Amps. capacity. 
Each switch is accurately calibrated 
before leaving factory. 

Switch is fool proof—cannot be held 
“on” against an overload. 

Overload characteristics are such that 
it will protect the motor against any 
possibility of damage from over-heat- 


ing. Pree Poise 
° : nly ogigses omy 
Trumbull Type “C” Switches ee gin 
Equipped with Trumbull Type “C” bent ap oe 
up clips. 


2, 3 and 4 Pole, Q. B. 30-400 Amps. 
Can be furnished with knockouts in top 


end or with shutter for use with meters. And in addition to these 


FLEX-A-POWER 
“The convenience Outlet for Power in Industry” 


Permits the power leads to be brought to every machine in 
the plant even those on temporary locations, and changes as 
often as required with the greatest convenience and the least 
cost. Appeals to every Industrial Plant man. It is to- 
morrow's way, available today. It will pay you to install 


Flex-A-Power. 








Write for Full Details. 


Copy of Catalogue No. 14 listing the entire Trumbull line 
will be sent upon request. 














THETRUMBULL ELEeTRicMrc.ComPANY 


Plai 





NEW YORK CHICAGO 
BOSTON PHI SAN FRANCISCO 
1002 Statler Bida. 591-519 06. ST. 595 Mission St. 


ATLANTA 
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fs 


That the Peirce Electroweld 
Secondary Rack, the latest re- 
finement in its field, is the 
Strongest Rack for its weight 
ever produced, is just one more 
Hubbard Engineering Achieve- 
ment brought to a successful 
climax after much hard study 
and many tests. 


As the PIONEERS in Pole 
Line Hardware and throughout 
the past decades, the names 
Hubbard and Peirce have be- 
come synonymous with Qual- 
ity and Integrity. 


Hubbard Hardware and Peirce 
Specialties are sold 100% 
through the Jobber 





No.3848 
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No. 3920—Peirce Wedge Grip Service 
Brackets for anchoring Multiple Conduc- 
tor Service Cables, round or flat styles to 


Wood, Masonry or Secondary Racks. 


No. 402—Peirce Solderless Service Con- 
nectors save time in making Secondary 
Service Connections. 

No. 190—Peirce Wireholder—A_ perma- 
nent method of attaching Secondaries. 
Metal in Tension—Porcelain in Compres- 
sion. 

No. 164—Peirce Split Type Lamp Lead 
Insulator—allows easy access to lamp leads 
for replacement or repair. Parts cannot 
drop loose. 


No. 8358—Peirce Adjustable Pole Bands 


for attaching all types of Pole Line Hard- 
ware to Tubular Steel or Concrete Poles. 


Hubbar 


PITTSBURGH ”“ OAKLAND, CAL.“ CHICAGO 
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A Big Market- 


Sell your discriminating 
customers Jighting 
effects for filling stations 


Legitimate avenues of distribution of the HERWIG line 
among electrical contractors include filling stations and 
greasing palaces. HERWIG is standard equipment for 
these installations and many oil companies specify 
HERWIG CAST-METAL OUTDOOR LIGHTING 
FIXTURES ... You sell the fixtures and your contrac- 
tor-customer gets the installation . . . You can’t help 
making money if you get the HERWIG sales story now 
and start pushing this profitable and complete line... 
Quality and design are always a step ahead and prices 
are strictly in line. 














Our new Catalog No. 30 will soon be off the pres 
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Provides the greatest sales opportunity of the day 
ea you and your contractor-dealer friends. Outdoor light- 
ing is in demand everywhere and there is a Herwig § 
unit to meet every new requirement—Apartment Build- 
ings, Bungalows, Country Clubs, Garages, Filling Sta- 
tions, Greasing Palaces, Churches, Public Buildings, 
Residences and Warehouses. We back you up and help & 
you sell, providing you with helpful suggestions that 
your customers appreciate. Write for catalog and sales 


ammunition on this most profitable business for jobber 
salesmen. 











_f} 
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€W SQUARE D products 


Meter Service Breakers, 


... Narrow Panelboards and Com- 

bination Fuse Cabinets ... Outstand- 

ing in Quality and Value ... Good 
Items to “Push”! 


« A 


+ 


cy 
 } 
Dai 
Be, 
st 
yt 
, 


ee & & € Ze €.e 
‘ * * " 


A—Narrow panelboard with door closed, showing 
spring catch-lock and chromium-plated hardware. 


C—Square D Combination Fuse Cabinet No. 39912, 
surface mounting type, with 60-amp. branch, and eight 
30-amp. branches. 


E—New Square D Meter Service Breaker, open—show- 
ing circuit breaker sealed to prevent tampering. It can 


be easily and quickly wired. 








B—Square D’s new, narrow panelboard with four plug- 
fuse sections—safety door open. 


D—The pull-out plug which features the new Square 
D Combination Fuse Cabinets. It is a Bakelite plug 
with ring, to which are attached 60-amp. fuses. Pulling 
it out causes instant disconnect. 


F—Closed view of Meter Service Breaker, showing 
front-operating, insulated handle that may be locked in 
“off” position. 
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Narrow panelboards . . . combination fuse cabinets .. . 


INCE its beginning, the Square D Company has kept pace with .. . 
the needs of the electrical industry. Consequently, Square D has always been among the first 
to place on the electrical wholesalers’ shelves products that fulfilled these needs. Never has 
there been a Square D product that fell short of the highest quality standards. Square D has 
kept faith with jobbers. 


Of unusual importance to electrical wholesalers are three Square D products introduced within recent months. 
and, most recently, meter service breakers. 


and even anticipated 
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that are EASY fo sell / 


*? 


Only 12 inches wide over-all, and possessing not only all the advantages of the Square D standard panel- 
boards, but in addition, features provided in no other narrow panelboard made, the Square D narrow 
panelboard has been a “best-seller” since the day it was introduced. 


Square D’s new Combination Fuse Cabinets are equipped with strong-jawed pull-out plugs. These pull- 
out plugs exert a 12-lb. pull, snapping in and taking hold tightly, exerting powerful pressure on the fuse 
holder, resulting in greater contact and safety. They snap out, thus providing instant disconnect. 











BRANCH 
OFFICES 


Atlanta 
Boston 
Buffalo 
Chicago 
Dallas 


Denver 
Detroit 


Houston 





Baltimore 


Cincinnati 
Cleveland 


SQU 


Davenport 


Grand Rapids 
Indianapolis 


Jobbers will be extremely 
interested in the newest 
Square D product ...a 
meter service breaker that 
is sure to sell rapidly. 
It does away with the 
troubles that plug fuses 
always present. It is con- 
structed so the operator 
can never receive a shock. 
Its handle may be locked 
in the “off” position. It is 
a boon to central stations, 
as well as to home-owners, 
since it practically elimi- 
nates “fuse blow-out” 
service calls. 


Complete information, in- 
cluding prices, onall Square 
D products, is immediately 
available to all electrical 
wholesalers, at the three 
Square D factories or at 
any one of the 28 branch 
offices. We shall be pleased 
to serve you. 


Square D Makes 





a 


COMPLETE Line of 


- Electrical Control 
Equipment 
At the Switch and Panelboard 
Division, Detroit 


Industrial Safety Switches 
Meter Service Switches 


SQUARE-Duct 
Panelboards - Both Lighting and 


lower 
Fuse Cabinets 
Outdoor Meter Boxes 


At the Industrial Controller Division. 
Milwaukee 


Automatic Starters 


Compensators, Both Automatic and 


Hand-Operated 
Regulators 
Motor Circuit Switches 
netic Contactors 
Switches 
Disconnect Switches 
t Switches 
At the Porcelain Division. 
Peru, Indiana 
Porcelain Insulators 
Special Porcelain Products 


SQUARE D COMPANY, DETROIT, U. S. A. 
Factories at: Detroit, Mich., Peru, ind., and Milwaukee, Wis. 
SQUARE D COMPANY, LTD., CANADA, WALKERVILLE, ONTARIO 
BRANCH OFFICES: Toronto, Montreal 






Ln 


Oo 
ELECTRICAL [-C) EQUIPMENT 








BRANCH 

OFFICES 
Kansas City 
Little Rock 
Los Angeles 
Milwaukee 
Minneapolis 
New York 
Philadelphia 
Pittsburgh 
Portland 
Richmond 
San Francisco 
St. Louis 
Seattle 
Syracuse 


(154) 
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health —carbon ultra-violet ray lamp 
relief—special infra-red bulb 


warmth —an electric heater 





Comfort—Emergency sick room lamp 


These features are made possible by con- Each one of these accessories can be 
struction which allows for insertion of quickly attached or removed, making this 
carbons—a cure-ray bulb, a heater ele- lamp universal. Special resistance type 
ment, or an ordinary house bulb light. with improved automatie control. 


i SO) a = 


75 


Wevesber, 1029 THE JOBBER’S SALESMAN 


FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE WHOLESALER IS THE MOST IMPORTANT MAN IN THE INDUSTRY 

















Here is an unusual model which will reduce sales resistance, 

one that will merit the approval and enthusiasm of the con- 
sumer. Its unique features place it in a class by itself. 
Mechanically it is fool-proof. Service is eliminated. The re- 
flector and top piece are made of polished aluminum with the 
balance in nickel plate and aluminum finish base. All neces- 3 
sary precautions have been incorpo- CO ee 
rated in this lamp including a guard 
and screen with carbon covering at 
top. This eliminates any possibility 
of danger to children or adults. Each 
lamp is fully equipped as enumerated 
on the preceding page ... Retails for 
only $49.50. This is a real customer 
buy. Stock moves fast and turnover 
is rapid. Handsome profits for jobber 
salesmen and steady repeat business. 
Write today for attractive descriptive 
bulletins for customer distribution. 
Two other beautiful models trans- 
former controlled, in colors, and nat- 
ural wood at $69.50 and $89.50. 








PFLEGER MANUFACTURING CO, 


547 FLORIDA ST. MILWAUKEE WIS. 


ALTH LAMPS 
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The Preside 


HE Vice-President, General Manager, Sales Manager 
and Auditor listen. The balance sheet has been 


under discussion. 


“Here we are with a big annual sales volume and 
practically no net profit. I’m convinced that we are 
operating with a minimum overhead so that can’t be the 
reason for the insignificant profit. I think it is in the 
lines we handle,—not that we should drop a lot of them 
but we should concentrate on the ones that pay us the 
most profit. We must build up our volume on special- 
ties if we are to remain in the picture as a jobber. True, 
we perform a function for the manufacturer of standard 
commodities like conduit wire, pole line material, porce- 
Our op- 


portunity lies in specialties—it is specialties we must sell, 


lain, etc., but our profit margin is not there. 


not merely catalog. I believe we should put on two or 
three men to sell specialties alone and don’t let them be 


bothered with the general catalog stuff. We have enough 


BELIEF THAT THE SALESMAN OF THE WHOLESALER IS THE MOST IMPORTANT MAN IN THE INDUSTRY. 


A. Shriber photo 


nt speaks— 


order takers. We need specialty salesmen. 
sales volume will mean something at the end of the 
year—We'll make a profit—and after all—that is what 
we are in business for. 


Then our 


“Speaking of specialties, I think the best specialty we 
have in the house is the Hammond Synchronous Clock. 
I use one at home and that, together with a survey | 
have made, are the reasons for my statement. You can 
sell Hammond Clocks to every dealer on our list. Ham- 
mond is doing a good job of advertising in Collier's 
and Time. They use all the trade magazines. They 
supply us with real dealer helps. They have the line. 
But it is up to us — Let us not treat is as just another 
catalog item — No — Put on several men to concentrate 
on Hammond Clocks. Use their envelope stuffers — let 
our dealers know that we are Hammond distributors. 
Sell Hammond Clocks — because the volume is there, 
and don’t forget — it’s a high profit line.” 





IM AA 4 Ni ON D 


~E LE LTta&..% 


~ CLOCKS=~— 
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The Ravenswood Q 73 
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‘Give an Electric Clock” 


HAT is the message that Hammond adver- 
tising will carry into millions of homes this 
An ideal gift idea at any time is the 
Hammond Synchronous Electric Clock. Everyone 
appreciates the exact to the second accuracy of 
this all-electric clock. No winding, regulating or 


season. 


other attention is necessary. 


Electrical dealers all over the country are in- 
terested in Hammond Electric Clocks. Their 
response to advertisements in the leading electrical 
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S 
SPE Ate, 








trade journals has proven the demand for this new 
way of telling time. Right now while the market 
is expanding is the opportunity for the jobber’s 
salesman. An interesting profit margin... a 
complete line of electric clocks for the home, store 
or office . . . a national demand and a widespread 
advertising campaign these are the factors 
that should cause you to investigate the Hammond 
Clock line. Address your inquiry to The Ham- 
mond Clock Company, 4117 Ravenswood Avenue, 
Chicago, Illinois, for further information. 


IM] \ Xd Xd ON ID 
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WORTH AIMING AT 





WA 








New Ideal 
Fixture “Uni- 
versal” Wire 
Connector. Es- 
pecially de- 
signed for 
all fixture 
joints. 


ONE size to sell 
ONE size to stock 





One size fits 
all common 
wiring joints, 
small motor 
taps, outlet 
boxes, etc. 
Special large 
size for gen- 
eral indus- 
trial use. Spe- 
cial small size 
for fixture 
wiring joints in shallow canopies and 
appliances. 


Used wherever there are wiring joints. 


















Approved by Underwriters’ Laboratories 





































ONE size to use 


No more grounds from pierced taped 





joints. 
Solderless UNIVERSAL WIRE CONNECTOR SFutty Patented 
Tapeless Patent No. 1,700,985, Feb. 5, 1929 


SELL TO 


Contractors—10,000 to 75,000 Connectors used in one office uses 5,000 Connectors each month. 
building alone. F , : , 
yuliding Industrials—Use thousands in new construction, installing and 


a manufacturer contracted for 3,000,000 changing lights, electrical instruments, motors, machinery, oa 


Electric Appliance Mfgrs.—A small appliance manufacturer Radio Market—Wherever joints are made. 
No Leading Contractors Having Once Used “Ideals” Have Ever Gone 


Back to Solder and Tape, because they can bid lower on wiring con- 
tracts and make more profit! 
IDEAL | ci mete 2 


**Bowlus”’ Boring 


Machine 





Wherever you _ sell 
fuses, there’s _— 
“e ” * * ket for these handy 

E-Z”’ Wire Stripper pullers. 
Long wanted and needed by One should be in 
half million electrical work- every fuse b 0 x— 





Contractors have ers. Volume sales! Worth which means not one 
A while _ protits! Electrical —but many sales to 

found that this ma- workers have been buying a company. Every 
these on sight because one electrician needs one 


chine enables them to 


=e squeeze on _ the handle in his pocket. 
under-bid; and it is clamps the wire, cuts the in- They are also used 
sulation and strips the wire. for many other jobs 


sold at a price they’re 
ready to pay. Big 
Profit, Big Volume 
and Quick Turn-over 
for you. We special- 
ize in equipment that 
is wanted—low sales 
resistance—high _ vol- 
ume. 


and new uses are 
constantly coming up. 
Four handy sizes to 
meet any 


Combination Blower ment. Te 
and Suction Cleaner 


Used for blowing, spraying and vac- 
uum cleaning. Air velocity 210 miles 
per hour. Operates from A. C. or 
AW D. C. light socket or power circuit. 
Attachments available for all clean- 
ing purposes. 


Write Today for Circulars and Catalog Sheets 


/IDEAL COMMUTATOR DRESSER CO., 1047 Park Ave., Sycamore, III. 
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NATIONAL 


APPLIANCE CO. > re 











JACKSON, MICH. 
DIVISION OF REYNOLDS SPRING CO. 










A JOBBERS 
FLOODLIGHT 


ee 


Is an exceptionall 
100% weatherproof 
mersed in water. 
Shell is of heavy no 
lenses are of special 
supplied in either stipplé 
The reflector is poraletll 
blum, a chromium base alloy 
never rust nor corrode, providing 
mirrog-reflecting surface ... no 
minishing radiance due to dimmi 
reflecting surface. 
The lens ring is also of special de 
. a heavy white metal casting, not 
stamping, with provision for both ex- 
ternal and internal gaskets, assuring a 
positively weather-tight fit for the 
lens. The lenses, themselves, are ce- 
mented into a molded recess in the 
ring. This lens rings, or door, is 
mounted to the shell by a slide- 
type hinge and is securely and 
tightly locked into position by 
four hinge locking lugs, 
equipped with wing nuts, 
giving a moisture-proof fit 
under pressure, yet mak- 
ing the lens easily and 
quickly accessible for 
dusting or relamping 
without use of tools. 






















Reynolite products provide 
your customers with quality 
of the highest degree. . . 
Indestructible construction, 
attractive designs and luxu- 
rious finish of molded Bake- 
lite. A fast selling line for 
Jobber Salesmen everywhere. 
Write for catalog and de- 
scriptive folders for custom- 
er distribution. Reynolite is 
the Pioneer manufacturer of 
Bakelite switch plates and 
electrical devices. 


ow Lower Prices 


WRITE FOR PRICE SHEET NO. 90 


MNOLITE 


ite Division 


PRING CO. 


MICH. 
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SIMPLE 
TuBE TESTS 


That Are Boosting Business 
for Arcturus Dealers 































2 eamabeccomesen has always been the 
most convincing way to sell a quality product. 

You demonstrate sets and speakers ...and sales 
Sat follow. 


. ; Why not demonstrate tubes—one of the most 
There’s no question about 
Arcturus’ 7-second action 


ce cpt te A a important and profitable items you carry? 

i Last month we suggested this ‘‘Scientific Selec- 
tion” idea to Arcturus Dealers. We illustrated 
three easy tube tests in our national advertising 
. .. Showed the same tests in our trade paper ad- 
vertising .. . distributed window and counter dis- 
plays to the trade. Thousands of Arcturus Dealers 
adopted this test idea. 

Now dealers everywhere report increasing Arc- 
turus sales. And every Arcturus sale means better 
business, for Arcturus performance cuts service 
calls and keeps your customers satisfied. 

Try these simple tests in your own store. Con- 
vince yourself and your customers of Arcturus 
quality. You can boost your business by pushing 
Arcturus Blue Radio Tubes . . . the tubes that sell 
on proved performance, not sales talk. 


i a 


ARCTURUS RADIO TUBE COMPANY 
Newark, N. J. 
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_a p Step > 
with Americas 
beautiful Buildings 


Beautiful buildings make perfect settings 
for quality electrical installations; they 
complement the artistic and practical work 
of architects and builders. 





Mohawk Rigid Conduit has the approval of con- 
tractors; it is made heavy; impervious to acids; 
durable as the building. Tough enamel; smooth, 
glossy finish. Pipe bends so easily, you hardly 
realize it is steel. And, clean even threads that 
make work a joy. 


Mohawk Conduit may be had in either Indian 
Black (enamel) or Indian White (galvanized). 





MOHAWK CONDUIT CO., INC. 


COHOES, NEW YORK 
BRANCH OFFICES: NEW YORK — CHICAGO — PHILADELPHIA — BOSTON 
INDIANAPOLIS — NORFOLK — MINNEAPOLIS — DENVER — SEATTLE 
LOS ANGELES — SALT LAKE CITY — SAN FRANCISCO — PORTLAND. ORE. 
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Switch ena 


In Twelve Colors 


Harmonize or contrast with any 
scheme of decoration in the most 
luxurious dwelling. No longer 
are such details ignored. Every- 
thing must contribute to the 
beauty of Madame’s surroundings. 
She is a ready customer who dis- 
regards the slightly higher price 
which allows you a much 
higher profit. 


- . f f ‘ 
\) Switch Plate Creations hy 


IryUCHSBAUM 


S. BUCHSBAUM & COMPANY 


159 N. State St., Chicago, Illinois 


akers of “Fine Jewelry 





for Forty Years 
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Multi Reflectors are made of 
the finest porcelain enameled 
steel. All standard shapes and 
sizes. All reflector sockets are 
adjustable to suit ceiling 
heights and lamp sizes. 
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Made by the manufacturers 
of Multi commercial lighting 
fixtures, the famous Newgard 
line of weatherproof recepta- 
cles, Multi bushings, cartridge 
fuse cutouts, clips, lugs and 
cover sockets. 


MULTI 


REFLECTORS 


with adjustable sockets 


Never was there a time when all the ele- 
ments of good lighting were of greater in- 





Multi Reflectors are 
proof against r u st, 
dust, smoke, vapor or 
fumes. 





terest to the public and particularly to the 
trade, than this year, the Golden Jubilee 
year of the incandescent lamp. Not only 
for practical purposes, but for decorative 
and beautifying buildings and grounds. 
Multi Steel Reflectors are made in such a 
wide variety as to meet every purpose. 
Industrial, Floodlighting, street lighting 
and commercial units, all designed to ac- 
commodate various sizes of lamps and to 
give the exact distribution of light desired. 


AND, Sold Only Through Jobbers. 








Multi Productsare 
sold through jobbers 


exclusively. 








MULTI ELECTRICAL MFG. CO. 


1840 West Fourteenth Street 





‘ CHICAGO, ILL. 
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Pr" eee 


GALVANIZED CONDUIT 
The Standard 


in 
salvanized 
Conduit 























Here’s the Test 


INC coating double the Under- 
writers’ requirements; withstands 
four one-minute dips of a copper sul- 
phate test. Needs no fancy coating on 
top of zinc. Famous for Easy Fishing. 
Your trade will like Pittsburgh Stand- Enamel Coating 


PITTSBURGH ard. : Makes Fishing 
STANDARD Easy 


ITH Pitts- 

burgh Stand- 

ard, the wires slip 

through the Con- 

duit like enameled 

La lines whiz along 

a fish pole. The 

inside coating of 

all Pittsburgh 

Standard Conduit 

° e is a Special Black 

Enamel (pure 

Linseed Oil and 

ISBURGH Gilsonite) baked 
on. 


















It makes wire 
fishing easy. 














ENAMELED METALS CO. 


PITT 7BURGH, PA. 
a 
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Your Customers Can Get a Sand Car FREE a 


—with the Purchase of American Flyer Trains and Equipme 


SATURDA 








Y NEC wah IS 
as Ld ew . ; il, a, 


~~ | { ' 


ihe ranait + 

Bit iL JUL 
URCHASERS, on Saturday, December 7th, 
of an American Flyer Wide Gauge train 
or equipment amounting to $25.00 or more 
will be sent by us, parcel post prepaid, a No. 
4017 14-inch double-truck enameled Sand Car 
equipped with automatic couplers as illustrated 

above. (This car retails for $3.50). 

Purchasers buying an American Flyer Nar- 
row Gauge train, or equipment amounting to 
$10.00 or more, will be sent by us, parcel post 
prepaid, a double truck lithographed Sand 
Car No. 1116. (This car retails for 90c). 

The purchaser on this date will merely mail 
to our factory not later than Tuesday, Decem- 
ber 10th your sales slip showing catalog num- 
ber of American Flyer train or equipment pur- 
chased and the amount of the sale. On receipt 
of the sales slip, American Flyer Co. will send 
the proper Sand Car, as the amount of sale in- 
dicates, direct to the Purchaser FREE, POST- 
PAID. You are relieved from all detail work 
in this campaign. 

This Free-Sand-Car-Offer will be nationally 
advertised in the leading adult and juvenile 
publications as well as in the larger city news- 


66 oy 








—m™ s , & & =. 6 7 r= —, 
C P ; ‘ A Ni > | Yy & > ; 


papers. We believe this campaign will create a 
real demand for American Flyer trains several 
weeks before the usual last-minute rush for 
trains and every purchaser buying an outfit on 
Saturday, December 7th, will be an individual 
advertisement to neighbors and others, who, 
attracted by this purchase, will also want an 
American Flyer train in their family. 

This offer will help you sell extra cars, track 
and locomotives to complete a second train 
system for many of the boys who get a Free- 
Sand-Car, and in stimulating demand it will 
instill the thought of two train sets for each 
buyer. 

Be sure to include additional No. 4017 and 
No. 1116 Sand Cars in your stock orders. You 
willneedthem for windowandcounter displays. 


Write for Free-Sand-Car-Offer Window 
Streamers, newspaper mats and also a 
copy of our “Merchandising Tie-Ups” 
book today. It explains in detail the 
service we have to offer. While you may 
not be able to use all of the services, you 
4 most assuredly will find some of them 
profitable. 





Factory Office: 66 Sales Offices: 

2219. £3 200 Fifth Avenue 
aot Han mecicant{yer tse 
‘hi ee —— ee ranstormers El aims Me © 309 ain so 20 gg } 24 California Street 

Chicago, Tlinois LPALISTOF. Aci WW) bain San Francisco, California 






AMERICAN FLYER MFG. COMPANY 


Manufacturers of Miniature Railway Trains, Airplanes and General Distributors of Structo Toys 


cmemeeeiieienmmienattindmeial 
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plants are installing THOMPSON 
4 SERVICING HANGERS...... 
They eliminate hazard and prevent acci- 
Gent 65. Dust and dirt steal one half 
the light. In order to get lighting eff- 
ciency the reflectors of overhead lamps 
must be kept clean..... The Thompson 
Servicing Hanger answers the problem 
of accessibility. 


A New and Better Way 


—~No Climbing 
< The Lamp Comes Down 


| ~\VERYWHERE big_ industrial 


Away from the electric circuit for easy 
and speedy cleaning . . . The Thompson 
Servicing Hanger fills a long felt want 
in industry. Championed by lighting 
engineers and safety experts... . Sell 
your customers the right equipment for 
more and better lighting. Don’t over- 
look this profitable and fast selling 
necessity any longer. Send today for 
new 32-page Catalog B-29 just issued. 


The Thompson Electric Co. 
Cleveland, Ohio, U.S.A. 


Handled by 
Leading, Supply Jobbers 


Thompson 


ICING HANGER 
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GENERAL UTILITY OUTLET 


10 Amperes, 250 Volts; 15 Amperes, 125 Volts 
Approved by Underwriters Laboratories 


A rigid, compact unit, of most attractive appearance. The 
connector snaps in and out of the spring yoke. There is a 
large head screw for ground wire when required. The ter- 
minals are particularly accessible. Total height 24%4”; di- 
ameter of body 1%”; diameter of plate 21”. Sold at a price 
which outranks competition. 


“The Cheapest and Most Practical Box” 


CATALOG No. 9000 
con- STANDARD PACKAGE 50 





A complete unit, 


sisting of box body, cable ' : 
connector, convenience List Price $1.00 Each 
outlet and flush plate. 


TRE RATTAN MANUFACTORING Co. 


New Haven, Conn. 





oe @ small electy; 
Operate from either the eae aia 
e€ cur- 


rent through 
= oe a toy transformer or from dry 
List Prices 

Aeroplane with 
alance 

4. Dirigible 
si yee 

; eroplane with H 
ap Dirigible with Slee 

. 25. evolving Beacon 


WRITE FOR DISCOUNT 
Honeoye Falls, N. z 


General Sales Agents 


JJATHEWAY & COMPANY’ 


L2. 


Counter 


gar 
r 


225 Varick Street, New York City 

A general sales organization—Representing nationally: 
0 The Rattan Manufacturing Co. [) Clifton Conduit Co. be ithaa uso h Fs 
OA. E. Rittenhouse Co. 
Gentlemen: 
Please sen 
complete infor- Street 
mation on com- 
SI GENO GO ecciiese cesses 


r RU 
SS 





d Name 
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Just a few KONDU fittings, 
to give an idea of the wide 
variety. The line is complete— 
there’s a KONDU for every 
standard electrical requirement 


Write for the 
Konbuw Catalog 


teenie peer 


SS RN I oh ronments 
Pech Be ay 
) ase. 


* seTHE FITTINGS 
cost US LESS THAN NOTHING 


—by saving us labor and time amounting 
to much more than the cost.’’ 





T wasn’t a very big installation of At any rate, KONDU will give you— 
conduit— only about 400 outlets. (1) A quicker job— 


But read how a splendid saving (2) At far lower cost; 


was made, because they used KONDU (3) With more accurate align- 
Threadless Fittings. This user writes: ment of conduit— perma- 
nently rigid; 

“It is a pleasure to inform (4) And it’s much easier to 
you that our savings on this in- make changes when need- 
stallation, by using KONDU ed. 
instead of other fittings, ran Besides which, there are many other 
better than 50%. We were advantages that you get with the origi- 
more than pleased with the nal threadless fitting— seasoned and 
results. KONDU fittings were perfected by an unequalled experi- 
much easier to align and ence— KONDU. 
produced a more satisfactory 


ERIE MALLEABLE IRON COMPANY 
Kondu Division 
600 West 12th Street, ERIE, PA. 
Canadian Representative: 
Kondu Manufacturing Co., Ltd., Preston, Ont. 


installation.” 


On your next installation of conduit, 
perhaps you can make as good a saving. 





FIRST CAN BE TAKEN 
IN THE FIELD OF OUT OF THE LINE 
THREADLESS ANYWHERE 
FITTINGS— AT ANY TIME 





hs KOND U INSTEAD OF a THREAD” 
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The new plant of the RUNDLE MFG. CO., 
Camden, N. J. 


Manufacturers of Plumbers’ Enameled Ware 


Architects and Engineers— 
A. A. Wickland and Co., Inc., Chicago, IIl. 


Electrical Contractor—Beatty & Walton 
Merchantville, N. J. 


It was a simple matter for the Rundle Mfg. Co. 
es —, on — their new plant in Keen buyers of renewable fuses and particular 
amden, N. J., wit engineers know that the powder-packed elements 


y : R | C and other outstanding factors in TRICO Renew- 


able Fuses save money, abolish grief, and prevent 
fh waste. 

Money-Saving TRICO Factors 

Renewable No Premature Blowings 


. "9 No Unnecessary Shutdowns 
; No Oxidized Contacts 
No Charred Casings 





= 12 Takemeeeatesete 





Copper-to-Copper Contacts 
ao ‘ie Reduced Watt Loss 
They’re “‘Powder-Packed Time Lag 


Because the performance of TRICO Renew- — , 

able Fuses in their Milwaukee plant is so a oe sitesi 

highly efficient and so dependable, the Rundle makes of renewable fu 

Mfg. Co. just naturally followed suit in their 

Camden plant. Free Samples on Request Fv Mr 


Laboratories 


TRICO FUSE MFG. CO., 1004 McKinley Ave., Milwaukee, Wis. 











FUSES — FUSE PULLERS 


EPL ER 
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PROVE SUPERIORITY OF — 


DETROIT 


INSULATED WIRE 





| OBBERS handling Detroit 


products are always sure of 







the utmost in co-operation 






from the manufacturer. De- 






troit Quality has ever been of 
the highest, the choice of dis- 


criminating users. Complete 








stocks always ready for ship- 










ment. 


Detroit products: 

Rubber covered wires and 
cables 

Rubber and lead encased wire 
and cables 

Steel taped parkway cables 

Trench cables—Lamp cords 

“Uniduct” armored cable 

Flexible metallic conduit 

Special voltage wires and 
cables 

Specification wires and cables 

Cotton and rayon 

flexible cords 



















Offices and stocks, 
Chicago 
Minneapolis 
Los Angeles 
Buffalo 
Philadelphia 
Pittsburgh 
St. Louis 
San Francisco 






















~ is 


Wine: C 


INSULATED © 
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Three “Over the Counter” Cleaners 


For the Jobbing Trade 


Here they are—three dependable Clements Vacuum Cleaners 
priced to meet the wide range of “over the counter” con- 
sumer demand. Clements cleaners are well known for 

There are no belts, gears 

or complicated mechanisms to get out of order, hence 
servicing is practically eliminated and jobber and 
dealer profits conserved. All have deep clean- 

ing power and dependability guaranteed by 
nineteen years of vacuum cleaner build- 



















ing 





( | ei BEARING 


JEWEL 


A straight suction electric cleaner em- 
bodying the new Clements method of 
“enclosed unit” construction which 
makes bearings dust-proof and working 
parts simpler. 


Clements-Jewel incorporates unusual 
Factors of Safety which eliminate re- 
pair risks:—ball bearings, air-cooled 
motor, 8-blade all aluminum fan, safe- 
guarded against the danger of caught 
strings, double the usual electrical safe- 
guards against “shorts” and “grounds”. 


This cleaner is equipped with the 
Clements Suction Control adjustment 
which adapts full efficiency to all rugs, 
regardless of nap length, to bare floors 
and to linoleums. 

A Floor Polisher is given free. 

More than 50% of the demand is for 
the “straight suction” type cleaner be- 
cause it has always been considered the 
simplest, the most dependable and the 
deepest cleaning. 


Re iiiticansecccancell $36.75 
7 pe. Attachments................ 


their lack of 


servicing risks. 


by Clements craftsmen. 


We have a plan which enables job- 


bers to merchandise one, two or 


all three of these cleaners at 
the same time, without 
confusion and without 
extra sales effort or 
expense. 


Write for 
details 








* » ™ ry ’ 
CYCLONE 
An electric cleaner, embodying 
Clements’ craftsmanship and 
Clements Factors of Safety de- 
signed to meet the demand for 
a quality cleaner at a low price. 
Retail Price ...................:01 $29.50 
4 pe. Attachments............ 


Write for details of our sales plan 


CLEMENTS MFG. CO., 625 Fulton St.,. CHICAGO 

















ROTOBRUSH 
A different type of revolving brush 
cleaner which enables you and your 
dealers to meet the demand for the re- 
volving brush—without servicing risks. 
All belts, gears and other complicated 
mechanisms are eliminated; full motor 
power is left free for the development 
of powerful suction necessary to 
thorough “airwash” rug and furniture 
fabric; with the Clements type brush, 
the use of attachments is as practical as 
with any straight suction cleaner. 
Clements-Rotobrush is ball bearing. It 
employs the “enclosed unit” construc- 
tion method. It incorporates the same 
Factors of Safety found on the Clem- 
ents-Jewel. Clements-Rotobrush 
really a revolving brush cleaner—with 
straight suction advantages. It is safe 
for the average jobber and dealer. 

Priced the same as Clements-Jewel, 
Clements-Rotobrush may be merchan- 
dised at the same time with that ma- 
chine, giving dealers a fair opportunity 
to accommodate a divided market. 


I iciiteiccisticnteniarncs $36.75 
7 pe. Attachments................ 


1S 
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foo 


ANTI-SHORT 
BUSHING 





A.BA! 


SAFE—Absolutepr. 
Grounds arg S 











HE new Ettco “DOUBLE ARMORED” 

cable with ANTI-SHORT BUSHING 

is the last word in ion for elec- 
trical contractors and building owners. . . . - 
Conductors are protected by ironed-on KRAFT 
ARMOR between conductors and steel... . . 
Steel armor of the strongest construction insures 
maximum grounding continuity full length of 
cable. .. . . Shorts simply cannot develop. . .. - 
All “guess work” is eliminated. SAFETY and 
extreme FLEXIBILITY make Ettco the stand- 


ard armored cable of practical contractors 
everywhere. 


Ettco Anti-Short Bushing 
which is split sleeve of 
ted insulating fibre, bushes 
cut end of armor and is 
additional insulation be- 
tween armor and conduc- 





Wr 
wr 


PRINT IN BINDIN 
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ARMORED ‘ 
BUSHED 
CABLE 


roof against 
Shorts 


























- — om el ak oe ee a Lead-covered A. B. C. Cable 
ree =e £ ; 4 ‘ yas The cable with an additional armor of lead over the 


bate > - conductors, for use in outdoor or underground wiring. 


Mom “ay egg fe 








Flexible Steel Conduit 


Made of heavily electro-galvanized steel and backed 
by Ettco skill and experience. No conduit of its 
kind is more flexible. Comes in all standard sizes. 








Non-metallic Sheathed Cable 


Double-sheathed non-metallic cable thoroughly im- 
pregnated with flame and moisture-proof compound. 
Extremely flexible and the ends easily stripped to 
speed up handling on the job. 











Non-metallic Flexible Conduit 


Made under the strict code of ETTCO quality. 
Thoroughly impregnated to make it vapor and water- 
proof. Flexible to the highest degree. 





BINDING | 
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“PATRQBE’ 
















No. 00 Non Adjustab 
Watetfight Floom Box. 








No. 360, Midg 


ceptacle, on Adjustable 


t Receptacle Floor 






JOBBER 
POLICY 







No. 120 Adjustable Water- 
tight Floor Box without re- 


ceptacle. op. 130, Adjustable Water- 


oor Box with T-slot 
recep installed at fac- 


tory. 











625 C@hduit Be Pr. 











5 ds 1%” 34” con 
52, 253, 254 Ga Ad- pn ly % 
ie Watertig Floor _— by ref@rsing movz 









Boxes. 







No. 25 djustable Water- 
tight FIé Box. Square 
Cover to ch Gang Box 
Covers. 








one” Fish Wire eae ' 







“Bull Dog’ Insul 
ports. 









wiman \Manufachiwing Co. 
1209-1215 Jefferson St., Latrobe, Pa. 
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Keeps the inner area DRY - - 
-- PREVENTS creeping moisture 


in wet weather 



























OTE the drip points for 
added efficiency HEM - 
INGRAY GLASS INSU- 
LATORS drain quickly. 
Their record of service has 
proved their stability and superior qual- 
ity. Great economies for the user are 
effected through standardization of 
manufacture. This helps jobber sales- 





men and is in line with our jobber co- 
operation in providing the best glass 
insulators on the market at the right 


price. 


Cat. No. 72 
Voltages—Test 


—Dry 64,000. 
Wet, 31,400. 
Line 10,000. 






Hemingray engineers _ al- 
ways are glad to be of serv- 
ice to your customers in 
solvin,, their glass insulator 
problems. Write today for 
catalog. 


HEMINGRAY GLASS CO. 


Muncie, Indiana 





HEMINGRAY 
GLASS INSULATORS 
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Guaranteed QUALITY. 


_..that reduces service calls / 


OW often the service calls 

that follow a sale overbal- 
ance the money the dealer has 
made on it. TRIAD Quality 
stops this dangerous leak in 
profits. When a dealer sells 
a TRIAD Tube he is sure of 


the satisfaction it will give— 





and sure also that it will still 
be giving the same trouble-free 
performance long months af- 
terward. TRIAD Quality is in- 
sured! A _ printed certificate, 
accompanying each tube, guar- 
antees a minimum of. six 


months’ perfect service—or a 





satisfactory adjustment will be 
made. TRIADS cut service 
calls toa minimum. They sell 
faster and easier. They assure 
customer satisfaction and dealer 


protection! 


TRIAD MANUFACTURING CO., INC. 
PAWTUCKET, R. I. 





~~, 








Jobbers — Write immediately for 


Tune in on the TRIADORS every IN SURED 
Friday evening, 8 to 8:30 P. M. 
Eastern Standard Time, over WJZ 
and associated NBC Stations. 
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Wheeler Lighting 


meets the demands 








Cael 


ye 


, 





of modern efficiency 















TRIAD Tube Plant 
equipped with 


Wheeler Reflectors 








Few products require greater accuracy In Wheeler Reflectors best upheld the 
manufacture than radio tubes. The infi- standards of Quality, Service and Dura- 
nite care necessary for their production bility by which their own products are 
requires, above all, light that is scientifi- | measured. This instance is typical of num- 
cally correct—to assure precision when — berless others throughout the country’s 
daylight fails. The engineers of the Triad industries where the superiority of 


Manufacturing Company, Pawtucket, Wheeler Lighting has been instantly 
Rhode Island, makers of Triad Radio 


Tubes, found in Wheeler Lighting 


Equipment the answer to 


recognized and preferred. At no 





obligation to you, Wheeler Engin- 
eers will gladly cooperate 
their illumination problems. in the solution of any diffi- 


The modern, patented fea- cult lighting problems which 





tures that characterize wheeler Durstach RLM. Reflectors. A you may encounter. 


new and modern development for 
Industrial Illumination. 


WHEELER REFLECTOR CO., BOSTON, MASS. 


NEW YORK ATLANTA CLEVELAND 


ales Offices: St. Louis, Indianapolis, Los Angeles, San Francisco, Seattle; In Canada: Canadian General Electric Co., Ltd 


a ER eee 
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iY Womans Home, ¥ 
Companioif > 
Ay. 
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AAMAS £REE LIGHTING 


CUA 


MAZDA LAMPS 





Decorative Christmas Tree Lights 


APPROVED BY SANTA CLAUS AND THE UNDERWRITERS 


Give a Thought to Safety 


WHEN CHRISTMAS COMES 





Propp products sold 
only 


Each year many casualties are caused during 
the Christmas season because chances are taken 
with decorative lights that are not up to standard. 


This hazard can be eliminated by recommend- 
ing for sale and use Propp branded light units. 


Their safety for use is indicated by having 
the full approval of the Underwriters. 


This message will be brought to the attention 
of the public numbering about 15,000,000 users 
all over the United States. 


_ This will be done by advertising in the out- 
standing national magazines, suburban railroads. 
street cars, subways and also thru the co-opera- 
tion of all good dealers and the electric light 
and power companies. 





Following is a list of publications in which our advertising will appear 


Collier’s Atlantic Monthly Hardware Retailer 
Liberty Harper’s Magazine Electrical South 
Scribner’s Modern Priscilla Hardware World 


thru jobbers, 
Manufacturers 


M. PROPP CO., INC.—524-528 Broadway, N. Y. 


Hardware Journal 
Electrical Record 


Jobber’s Salesman —_ Electrical Merchandising 





Buy thru your jobber 
—He gives you service 


Woman’s Home Companion 
Northwest Hardware Trade 
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RELIANCE 


Automatic 


Time Switch 


Tell your  contractor- 
customers that when 
they sella RELIANCE 
\utomatic Time 
Switch, they can forget 
it. We take full respon- 
ibility for the service. 
RELIANCE “No Serv- 
ce” Mechanism is built 
uggedly in every part 
vhere strains come and 


mbodies 15 new im- 


rovements. 
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INDUSTRY 





and turns on the lights over 
that sign when it gets dark? 


Who sees that the traffic warning signs are 

turned on at the cross roads? Who does the 

hundred and one odd jobs of turning on and off 

the many, many lights needed in this electric age * 
Reliance Automatic Time Switches are making many 
remote installations possible, as well as saving labor in 
keeping them in operation. More automatic machinery, 
more lights day and night, for safety, utility, merchan 
dising and beauty. ‘There are not enough able-bodied 
men available to turn on and off all the lights con- 
trolled by RELIANCE AUTOMATIC Time Switches. 
Jobber salesmen can sell RELIANCE AUTOMATIC 
TIME “SWITCHES to towns, counties, stores, rail 
roads, advertising companies and all others who use 
outdoor or display lighting requiring control, and RE 
LIANCE offers the most satisfactory automatic 


Liane EILIANCE 


Ufomaric Lighting (2, 


1907 Mead Street Racine, Wisconsin 


We also manufacture the Racine Automatic Time Switch. Ask for full 
particulars. 
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ALIPSE x 


KOC 





FOCALIPSI * FOCALIPSE x FOC 


The ANDERSON-PITT Focalipse Electric 
Heater is the only electric heater with its heat- 
ing element in focus. . . Controls heat rays uni- 
formly as shown in illustration, and is for use 
anywhere there is an electric outlet the same as 
the heat rays of the sunshine. Don’t overlook 
commercial applications, such as_ restaurant 
cashiers, cigar clerks, industrial plants, stenog- 
raphers. Focalipse Controlled Heat means the 
elimination of “how big a room will it heat?” 


New Sales Manual 
explains improvements 
in detail 


AND HELPS YOU SELL the idea of triple heating area. 
Something entirely new and as far ahead of the old type 


heaters as the a.c. radio is over the battery set. Get the All Heat Rays Ceenaaliaall 


sales story now. 


Window display illustrates the old and new way now ready. 









In addition to standard line 
ANDERSON - PITT  Focalipse 
Heaters also made in chromium 
plated reflector and finished in 
two tone colors red, blue, and 
green 


209-211 Goodrich 
ALIPSE * FOCALIPSE x KFOCALIPSE * FOCALIPSE * FOCALIPSE 


ALIPSE *® FOCALIPSE *® FOCALIPSE 


We Help You Sell the 


BEST HEATER 
on the Market 
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ASdTTV OOH 


a 


Uniformly As Illustrated 
The Focalipse element has ALL the 


wires facing the reflector. It is 
placed at the approximate focal 
plane to obtain complete radiation 
of all heat rays. 


ASdHITV OO QF ASdITVOOU 


ASdITV: 


* 


yOu 


ASdTTV 


lace - Kansas City, Mo. 
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Do you sell FA Panelboards? 


Of course your house supplies them, but do you actually sell them as a salesman 
should? It is not hard if you know @ Panelboards because your customers 
know them and only need your help in explaining them for the job they have 
on hand. They will produce an ever growing volume of business if you will 
study the @ catalog so as to know the specifications and the application of each 
type. @ Panelboards are standardized throughout, they are sectionally con- 
structed and sturdy enough to eliminate maintenance. Follow through on @ 
Panelboards and the staples will come too. 


Stock & Steel Cabinets Use ® Service 





Steel Cabinets are cut from one 
solid sheet of metal—accurately 
made in standardized sizes. They 
fit the panelboards whenever and 
wherever installed. The € stock 
proposition is a money making 
one. If you are not using it, ask 
your salesmanager to write now 
about it. 





There are thirty-one offices with 
capable panelboard men in each 
to help you to greater @ Panel- 
board sales. See the (& man—call 
him whenever needed—he wants 
to help. Send for your copy of 
the @® catalog now. 


Arank Adam 


ELECTRIC COMPANY 


— DISTRICT 


Atlanta, Ga. Chicago, III. Denver, Colo. 
Baltimore, Md. Cincinnati, Ohio Detroit, Mich. 
Boston, Mass. Cleveland, Ohio Jacksonville, Fla. 


Buffalo, N. Y. Dallas, Texas Kansas City, Mo. 


Memphis, Tenn. 


New Orleans, La. 


OFFICES — 


Los Angeles, Calif. New York City San Francisco, Calif 
Omaha, Neb. Seattle, Wash. 

Minneapolis, Minn. Philadelphia, Pa. Vancouver, B. C. 
Pittsburgh, Pa. Winnipeg, Man. 
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A RIDE TO PROFIT = 
JOBBER SALESMEN | 


The complete ESKIMO line of Home Conven- 


iences gives you just what you have wanted to sell 


your customers. 


They know ESKIMO quality 


and reliability and they know these fast sellers 


never come back with complaints. 


You build 


good will for your house and for your dealer 


friends when you sell them ESKIMO Home Con- 


veniences. 


that help you sell. 


ESKIMO 
HAIR DRYERS 
ESKIMO. Hair 


are fast selling. 


Dryers 
Every 
woman must have one 
and thousands are sold 
for professional use. 
Handsome 
enamel finish. List price, 
$6.00. West of Rockies, 
$7.00. 


nickel and 


Write today for attractive bulletins 


ESKIMO 
DRINK MIXERS 
The ESKIMO Kitchen Me- 


chanic is ideal for mixing 
drinks, mayonnaise, dressings. 
whipping cream, beating eggs. 
etc. Complete with adjustable 
stand and 7 ft. of cord, toggle 
switch and two-piece plug. 
List price, $7.00. West of 
Rockies, $8.00. 


UNITED ELECTRICAL ( 


MFG. CO. 








< ADRIAN 


MICHIGAN 
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ESKIMO 
Fruit Juice 
EXTRACTOR 


Fruit juices now are requisite 
in every family diet—prescribed 
by physicians. The ESKIMO 
gets all the juice—none is lost. 
Easiest to operate and clean. 
Sells complete with two-piece 
plug and six feet of cord for 
$15.00 list. Liberal discounts 
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STEEL CITY ANNOUNCE 
Their New 


No. 494 Service X-IT 








List price each 70c 


We have incorporated in 
this item real ideas and 
mechanical features that 
make it the simplest, neat- 
est and smallest conven- 
ience outlet ever offered to 
the trade, for use in Show 
Cases, Show Windows, 
Mantles, Baseboards, and 
wooden floors where it is 
not subjected to moisture 
or mechanical injury. It 
has only three parts: The 
cover plate, the receptacle 
and box body which is 
eo equipped with a cord grip 
Actual Size for holding the armored 

cable, that is a permanent 

poses and save your cus- 
has real merit. tomers time and money. 


Standard 
Package 50 


This outlet is being added 
to our well known Fullman 
Floor Box line with consid- 
erable pleasure on our part, 
because we feel it is the 
last word in convenience 





outlets of its type. It gives 
to the trade something they 
have long been looking for 
at a price that will appeal 
to the most exacting and 
most important of all, it 


To our friends and business associates— 
THE ELECTRICAL SUPPLY JOBBER... 


After thirty years of continuous performance; the manufacturing and distrib- 
uting through the Jobber of the well known quality line of Steel City products, 
we are very happy on this occasion to announce to our many friends, new 
and old, the placing on the market of an item that will without question be 
the leader in its field for several reasons. 








because it is being manu- 


The item has “‘it’’—which 


FIRST factured by Steel City and FOURTH will appeal to the trade 
there is no question about and make it a real seller. 
h lity. 
ieilacniaiicd FIFTH after installed it makes a 
it will be distributed thru very neat appearance and 
SECOND ithe Jobber, the same as all will be a real convenience 
Steel City products. outlet. 
THIRD it will carry a margin of SIXTH it will answer many pur- 


profit which will pay the 
distributor to stock it. 


poses and save your cus- 
tomers time and money. 


Remember this item and after you have finished at the Convention and get 


back to your desk, write for a sample. 


After you see this Service Exit, we 


are quite positive you will want to put in a stock, in order to be in position 
to offer this item to your customers, which will be doing them a service and 
at the same time make yourself some real profits. 


MANUFACTURED EXCLUSIVELY BY 





STEEL CITY ELECTRIC COMPANY 


PITTSBURGH PENNA. 
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RiGioBRivereD STEEL 




















The Perryman Ten. 
sion-Spring, another ex- 
clusive feature, allows 
for the uniform expan- 
sion and contraction of 
the filament due to tem- 
perature changes. 

These two outstanding 
exclusive features mean 
fewer replacements — 
greater net profits for 
, pf oe you. 


skyscraper stretches 


up with rigidity, flexible 





enough to defy the terrific 








v 


strain of wind, the two. 
Perryman bridges, top and | 
bottom, hold the grid, 


plate and filament always 





a 
~* 
~ 
- 
bead 
=~ 
~~ 
-” 
— 
- 
-= 
= 
- 





in permanent parallel 


alignment. 


oCeateeatacee 









a 






























This Double Bridge Con-| Easier sales renee 
% when you point out the’ | 

struction makes Perryman) Double Perryman | 
Tubes shock-proof against|~ Bridge and Tensi 
P , hh ia Spring to your ec 
all necessary handling in| DERRYMA ri leg 
shipping, in your store and -vNelle 
im your customer’s sets. _| R 






Another Jobber says 







“We consider Perryman Tube 
most satisfactory on the ma 
eluding none. Perryman Ty 
proving very uniform, very sé 
and the percentages of r 
very low. We are highl 


PERRYMAN ELECTRIC CO., Inc. represent the Perryman € 
: udson Blvd. North Bergen, N. J. 





















PERRYMAN 


RADIO TUBES 
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Quality Products 
na Tremendous New Market 


_ New and exclusive SUTTLE developments . . . The year’s sensation in the 
t j. The SUTTLE Clothes Washer, Clothes Dryer and Dish Washer 







va SUTTLE Quality Products are 5 capocially attractive at the mod- 


Manufacturing facilities have enabled us to produce them. 


es erate price which inventive genius, mechanical skill and SUTTLE 


aN 


















SUTTLE Electric Clothes Washer 


HE newest development in washing machine construction and op- 
eration. Electro-Magnetic principle more simple and dependable 
than Electric Motor. Impeller is isolated by metal screen, does not 
come in direct contact with wash. New washing principle forces water 
through fabric instead of swishing wash through water. Prevents 
wadding, twisting or tearing of fabric. Impeller gives 120 complete 


reversals of water a minute. Does an even- 
ings wash in a few minutes, with thor- 
oughness and gentleness—that dainty, 
more costly garments require. Highly pol- 
ished aluminum tub, distinctive in ap- 
pearance, light and portable. Aluminum 
extra thick for durability. Height 104 
in.—diameter 13 ¥ in. Used or stored in 
small space —operates from any light 
socket. Complete with 8 foot rubber 
coated, water proof cord. 


Retail Price 


520% 


The SUTTLE Electric Dish Washer 


DISH washer and dryer combined. Multiple action — Myriad 


torrents of hot splashing suds does the work quickly. Dual Pur- 








se—while rinse water drains, electric fan forces air current through 
red hot Electric coil. Hot dry air quickly dries contents. No unsan- 
itary dish towels or individual dishes to handle. 


No rough, red hands—keeps hands out 
of greasy dish water. Saves time, temper 
and china. 

Highly polished aluminum tub—shines 
like silver. Light in weight, extra thick 
aluminum insures durability, sanitary, 
will not rust or corrode. 

Sets securely on drain board—water 
drains directly into sink. Stores away 
easily under sink or in small space. 

22 inches long—13 inches wide at base— 
only 11 inches high. A child can easily 
lift and operate it. Complete with metal 
dish rack and 8 foot rubber coated, water 
proof cord, 


Retail Price $3900 


SUTTLE Electric Clothes Dryer 


UPPLIES an urgent household need with the most ingenious de- 
vice. Electric Fan at top forces swift air current through red hot 


Electric coil into drying chamber below. 


Hot Dry Air—Hundreds of cubic feet per minute circulated in drying 
chamber. Quickly replaces moisture. Drys out contents in a few 
minutes. Weighs only 3‘; pounds. Bag snaps onor off quickly. Entire 


outfit folds up and stores in small space. 


Removable curtain of durable material. 
Modernistic design, fast colors. Makes 
drying cabinet 84 inches wide and 22 
inches long at top—47 inches in height. 
Multiple hook accommodates 7 garment 
hangers. Generous drying capacity. 

The handiest thing for drying an even- 
ing’s wash— drying the hair—wet furs, 
overcoats, children’s clothing — bathing 
suits, diapers, etc. Has a hundred and 
one uses. Complete with wall bracket, 


Retail Price 


$15 








The SUTTLE Electric Exerciser 


f PROVIDES the correct principle of vibration. It’s the new and 
easy way to reduce fatty tissue. It’s a real health stimulant. Pro- 

vides most natural application of vibratory and massage principle. Its 

beneficial effects can be concentrated on any portion of the body. 


The only Exerciser that permits you to 
reduce and exercise as you relax. Will 
shake off superfluous chins, exercise the 
flabby, sagging muscles of the face and 
neck, making them firm and youthful 
again. 

Nothing to equal it on the market. Its 
size, shape and convenience of applica- 
tion makes it particularly useful in local- 
ized treatment. 


Sells itself with the first demonstration. 
The instant it is applied there is a notice- 
able stimulating effect. 


Retail Price $2) 500 


Distributors and Dealers —Write for Our Interesting Proposition 












SON E 


-_ | 







SUTTLE EQUIPMENT CO. 


400 N. Michigan Ave., Chicago 


<> 


NE Factory: Lawrenceville, Il. 











— < . 
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|Get Ready for Another 





~ 















res Period i7 


OW is the time to make the 

most of the cold weather pos- 
sibilities in the Ilg Electric Ventila- 
tor market. 


Winter is here! Temperatures are 
dropping and folks are staying more 
indoors — with heat turned on and 
doors and windows closed. 


And that means close, stuffy, un- 
healthful atmosphere — ‘the need of 
Ilg Ventilation for stores, offices, 
homes, factories and public buildings 
everywhere. 


entation So Jes 
“the ne Cold We ather Months 


Your harvest in this fertile field 
will be substantially increased if you 
and your sales organization recog- 
nize the fact that Ilg Electric Venti- 
lators sell every month in the year— 
winter is a peak period. 


And it will interest you to know 
that Ilg sales to the recognized job- 
bing trade for 1929 will exceed all 
previous figures — so make sure you 
are familiar with what is going on in 
the Ilg advertising and sales program 
during the cold weather months. 


‘Write for details — TODAY! 


ILG ELECTRIC VENTILATING CO. 


2854 NORTH CRAWFORD AVENUE 






Factories, Public Buildings, 
Theatres, Restaurants, Homes, etc. 


ey &? CHICAGO, ILLINOIS 


For Offices, Stores, 
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Get the 
TRAV- LER 


Christmas Proposition 





It mean puws-Pprorits fr Radio, 


Muste, Sporting and Oledtric Goods Dealers 


A Trav-Ler Portable Radio Receiver—no 
more practical, useful, or long-remembered 
gift was ever offered by any dealer to his 
Christmas season customers. For Dad—to 
be used in his library or office—for Mother— 
in her sewing room or sun parlor—for Sister 
—away at College or University—for Brother, 
for Aunt, Uncle or friend. Here is a gift peo- 
ple will buy, one you do not have to sell. 

Get the Trav-Ler Christmas proposition. 
Liberal discounts, special Holiday trade ad- 


vertising material. Quick turnover, PLUS 
PROFITS no other merchandise in your 
Christmas stock can equal. 

Write or wire today. Let us tell you about 
the new Trav-Ler Portable Radio Receivers 
for operation with either batteries, AC or 
DC current. Cash in with them during the 
Holiday season. 


TRAV-LER MANUFACTURING CORPORATION 


Factory and General Offices: 
1818 Washington Avenue , St. Louis, Mo. 
District Sales Offices: New York City, Chicago, Ill. 


AMERICA’S OLDEST AND LARGEST EXCLUSIVE MANUFACTURER OF PORTABLE KECEIVERS 


TRAY- LE R 


PQs TrA BLE HADI 


RECEIVE WNS 
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Sell Your 
Customers This 
Great Money-Making 
installation 


Practical adaptability to modern industrial use 
. . . where the piercing tones of a STERLING 
SIREN rise above all other sounds . . . means 
profitable new business for electrical contractors 
and volume = sales for 
Jobber Salesmen. 












More than 200 Uses for 
STERLING SIRENS 


Factories, mills and mines have found them the 
















most effective warning signals obtainable 
STERLING SIRENS guard moving machinery, 
cranes, etc., and protect human lives where 






switching and blasting is done In addition, they 






start men to work on time and keep them there 





until quitting time, also used as inter-mill signals, 







timing various operations and summoning em- 
ployes . . Municipalities also are prospects for 
your customers fire, burglar and holdup 





ilarms that excel old bell-ringing apparatus 


JOBBERS SALESMEN 
EVERYWHERE ARE 
CASHING IN BIG-- 


We have cataloged the increasing num- 
ber of uses for STERLING SIRENS in 


cluding advance traffic clearing systems, 
g 













fire alarms in schools, etc., and have a 







real sales story to give you that will 
help you sell your customers Write 





for this information today and _ start 






getting your share of this new and profit- 


ible business. 


ACT Now! 


S ’ ERLING : Mail Coupon Today 


> 










‘ ~ . 

' Gentlemen: Please send me Ster 
' <a . 
ling Siren Catalog, prices and 
: 

' 

' 


sales tips. 










- 









" * 


“STERLING SIRENS: 


- 
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Better Ventilation 
every month in the year 


Perhaps you have limited your fan sales to summer trade and have made money. 
But why stop there—Ventilation is just as necessary during the cold months as it is 
when the weather is warm. Every home, store, shop, factory, restaurant, hotel, 
theatre, apartment house, etc., is a prospect 
for better ventilation—either for additional 
equipment, replacements or an initial instal- 
lation. Are you and your dealers getting a 
share of this business? 


Bi year ’round profits 
.mgcnornsevw for you and your 
customers! 


metal panels. 

A complete 
line e a e e . 
from a single 
reliable source 


4 The Diehl fan line includes a size and type 
for every ventilating need. There is a de- 
cided advantage in being able to meet all 
requirements from a single line of fans not- 
able for salability, dependability and free- 
dom from trouble. Adequate stocks of 
Diehl fans are maintained at leading 
trade centers and a liberal guarantee 
4 protects dealer and jobber. Write 
for catalog and prices on the com- p 
4\\ plete line of Diehl Ventilating and //p 
A Exhaust Fans. ip 


Diehl Exhaust Fans 
with totally enclosed motors 
sizes 9” to 48” from stock. 

















DIEHL FANS 


DIEHL MANUFACTURING CO. 


electrical division of THE SINGER MEG. CO. 





ELIZABETHPORT NEW JERSEY 
Atlanta Columbus Philadelphia 
Boston Dallas Pittsburgh 


Chicago New York St. Louis 


(\ 





IP 
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TEE HEETE GLASS OW Mine 
LET INLAND HELP YOU BUILD 
GLASSWARE SALES 
















While builders are building buildings, you can The Chicago Civic Opera Building, Chicago 
be building bigger and better sales—lIlluminating Daily News Building, Woodlawn Hospital and 
Glassware Sales. Alamo National Bank Building shown in this page 

Inland’s peculiar knowledge of modern illumina- are several examples of recent Inland installa- 
tion for large buildings has greatly assisted dis- tions. Regardless of the type or size of the build- 
tributors and contractor dealers in securing recent ing, you will find suitable units in the Inland line. 
contracts in this field. Write for catalog and further information to— 

INLAND GLASS WORKS, INC. 
6101 W. 65th Street Chicago, Illinois 
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= beautiful 
... profitable 









W. also manufacture Waffle Irons, 
Sandwich Toasters, Heat Pads, Grills, 
Stoves, Curling Irons and Restaurant 
Appliances. 


Complete Catalogue Is Ready 


TOASTSWELL 


Appeal means sales, and Toastswell has the appeal of beauty and prac- 
ticability. To see it is to want it, and to try it is to be sold. Dealers 
who display it are good for big repeat business. 


Get your dealers to display the Toastswell, and you have started some- 
thing that will return profits to them, and to you. Only a short time 
until Christmas but we will handle any orders you send us till further 
notice! Send for sample today. The Utility Electric Company, 620-630 
Tower Grove Avenue, St. Louis, Mo. 
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Why Quibble? 


Show ’em Beaver FIRST 


and make a 
QUICK SALE! 


Yes sir, a quality line of electrical de- 
vices is nice to handle and that’s what the 
Beaver line is—QUALITY clear through. 
Offer the three numbers shown on this 
page to your trade. Watch how fast they 
move. The Christmas demand will be 



























No. F 7 Victory 
Gripall Heater 
Plug Made of 
Genuine Bakelite 
—Has Patented 
Gripall Contacts 
—List Price 50c 
each. 
















heavy this year—better stock generously 
and not be disappointed. Send today for 
prices, discounts and de- 
scriptions on the _ entire 
BEAVER line. If you 
don’t, you’ll be overlooking 
a safe bet. 








Manufacturing 
Company 







625-645 North Third St., 
Newark, N. J. 





_ Eanes REE 


No. T 1 New 4-way Table 
lap—Just the thing to help 
get more illumination for the 
Christmas Tree and to be 
useful in many other ways 

made of Genuine Bakelite, in 
‘attractive color combinations. 
List price $1.50. 




















No. B 8 Three Light 
Plural Socket. Made 
of Genuine’ Bakelite. 
Brown, black, or mar- 
velous color combina 
tions. List Price We 
each. 











No. J33—‘‘Finger 
Fitting’’ Handle 
Cap of Genuine 
Bakelite. Beautiful 
olor combinations. 
List price. 

25¢ each. 
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MAKE SALES QUICK 


with the ne 
ime 



































Vad; 











eal 


iene” 














HE adaptability of this line possessing 


grace of contour, beauty of design and 
delicacy of colors with Quad sterling quality 
of construction insures wide popularity and 
quick sales for alert jobbers. 


If not in your line have your house order a 
sample for delivery to you in your territory. 
This distinctive fixture with its many talking 
points sells on sight. 














it 








For home use appropriate in 
practically every room, es- 
pecially bedrooms, sun par- 
lors, halls, staircase wells and 
libraries. 


The Plug-in-Switch type 
either in white or colors is 
rapidly becoming the ac- 
cepted standard kitchen unit. 


Free descriptive circular on 
request. 








in COLORED 
VITREOUS 


ENAMEL 


attractive 
E, colors 


Nile Green, 
Orchid, 

Ivory, 
Turquoise Blue, 


White 





COLORS IN 
PASTELSHADES 


operating 
"2 styles 


Keyless, 
Pullsocket, 
Plug-in-Switch 





QUADRANGLE MANUFACTURING CO. Incorporated 
vy 26 SOUTH PEORIA STREET ~ 





CHICAGO 
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FARIES 


“THE UNIVERSAL LINE” 




































No. 3208H 


So called because of the Uni- 
versal appeal that FARIES prod- 
ucts have wherever shown. 
Modern designs, plus adapt- 
ability and convenience of the 
No. 8260 Slip-On shadeset FARIES lamps 
distinctly apart from the run- 
of-mill type. Wide range of 
shade styles instantly inter- 
changeable make the Verdalite, 
with the Slip-On shade a favor- 
ite with dealers. A FARIES 
Catalog under your arm will be 
a great help in your holiday bus- 
iness. Write for Catalog J-1] 
now. 





No. 3687 











Keep in mind the line of FARIES indus- 
trial shades and reflectors. Strictly in 
keeping with the high character of all 
Faries Products, and backed up by our 
well-known Jobber-Dealer policy, they 
are a potent factor in building your 
dealers’ business. Literature by return 
mail. Get informed! 


FARIES MANUFACTURING 
COMPANY 


DECATUR, ILL., U. S. A. 
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Meeting every new requirement made by the industry 
from time to time; constantly adding to our line of Armored 
wires and cables; maintaining complete stocks in our r 
Trenton plant and in principal cities throughout the 

country; all these combine to insure the owner and 


\ 














architect, jobber and contractor an unfailing source 


of supply of high grade wire and cable. 
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The NEW 


Benjamin Emblem 


Sign Reflector! 


For the Intensive 
of Emblem and  . 
Other Small Signs 











A new Gesign in small sign reflectors which 
solves in a remarkable way the problem of 
the intensive lighting of small circular signs. 


Easily installed in exactly the correct position 
with relation to the sign, so as to avoid spil- 
lage of light and glare over the edges of the sign. 


More effective illumination, more durable 
equipment, easier wiring and lower cost 
of installation. 


Easily Wired and Installed 


Conduit runs straight from bracket arm 
into reflector hood. Hood and socket 
locked to reflector by two holding screws. 
Less time for wiring and assembly of 
hood and socket. 





Benjamin Electric Mig. Co. 


General Offices and Factory 


DES PLAINES, (Chicago Suburb) ILLINOIS 


Divisional Offices and Warehouses 


247 W.7thStreet 111No.CanalStreet 148 Bryant Street 
New York Chieago San Francisco 





WRITE TODAY 
FOR DESCRIPTIVE 
BULLETIN! 











Lighting 
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FOR 
TRE 
HOME 


PRE ONLY. COMPLETE, PACKED, READY TO HANG 
UNIT ON FRE MARKET 
DESIGNED IN TRE MODERS 
STYLE 


CONSOLIDATED 


SSWARE DIVISION 


LAMP & GLASS COMPANY «. CORAOPOLIS, PA. 
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ATLANTA—Healey Bldg. 
BOSTON—80 Federal St. 
BUFFALO—Liberty Bank R'dg. 
CHICAGO—Conway Bldg. 
CINCINNATI—Union Trust Bldg. 
CLEVELAND—Union Trust Bldg. 
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The Fox Theatre, Los 
Angeles,Cal., where the ex- 
tensive system of electrical 
— is permanently pro- 
tected with Youngstown 







Architect- 
ARTHUR LAMB 
General Contractors 

McDONALD & KAHN 


Electrical Contractor 





Buckeye rigid steel conduit 


Reputation that Precedes You and Makes 


ALTA ELECTRIC CO. 


the Sale Easier 


HE jobber’s salesman who has the 

Youngstown Buckeye Conduit line in- 
variably finds that the “missionary” work 
has been done for him. All of his conduit 
prospects know about Youngstown Buckeye 
Conduit, either through advertising, by 
hearsay or through past experience. This 
makes his selling job easier; it gives him an 


easier entree, and enables him to devote ail 
of his time to closing the sale. 


That is just one of the reasons why sales- 
men have found that it pays to push 
Youngstown Buckeye Conduit. Another 
reason is that one sale inevitably leads to 
another, and builds up a steady, profitable, 
repeat volume of conduit business. 


THE YOUNGSTOWN SHEET AND TUBE COMPANY 


One of the oldest manufacturers of copper steel, under the well-known and established trade name “‘Copperoid”’ 


General Officese—YOUNGSTOWN, OHIO 


DISTRICT 
DALLAS— Magnolia Bldg. 
DENVER —Continental Oil Bldg. 
DETROIT —Fisher Bldg. 
KANSAS C'TY, MO.— 
Commerce Bldg. 
MEMPHIS—P. O. Box 462 


SALES 
MINNEAPOLIS —Andrus Bidg. 
NEW ORLEANS—Hibernia Bldg. v 
NEW YORK-—30 Church St. SEATTLE —Centrral Bldg. 
PHILADELPHIA— 


PITTSBURGH—Oliver Bldg. 


OFFICES 
SAN FRANCISCO— 
55 New Montgomery St. 


ST. LOUIS —Shell Bidg., 


Franklin Trust Bldg. 13th and Locust Sts. 


LONDON REPRESENTATIVE—The Youngstown Steel Products Co., 
ashwood House, Old Broad St., London, E. C. England 


YOUNGSTOWN’ 


GALVANIZED SHEETS PROTECT 


2tt- SAVE WITH STEEL 


INDUSTRY 


YOUNGSTOWN -— Stambaugh Bidg 
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Over 9,000 
CONTRA 


ARE INTERESTED 
IN THIS CAMPAIGN 
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Irs Up To Tue Josser 
HE KNOB & TUBE WIRING campaign, 
now in the third month is being conducted 

for the benefit of some 9,000 electrical contrac- 

tors whose business is made up almost entirely 
of urban and farm business. Only 10% of the 























It is common knowledge that KNOB & TUBE 
WIRING is a striking favorite with the farmer. 
Jobbers serving Rural Contractors will find the 
following sponsor manufacturers quite willing to 
cooperate in the exchange of any active inquiries 
produced in their territory. 


farms in the U. S. have “high line” service and 
even these are only utilizing electricity to the 
extent of 6% of its possible application. 
There is a potential farm business of over 
$1,000,000,000 in wiring and fixtures alone. The 
Electrical Supply Jobber will also play an im- 
portant part in the distribution of this business. 











' KNOB & TUBE WIRING 








Illinois Electric Porcelain Co. 
Macomb, Ill. 


Porcelain Produc 
Findlay, Ohio 





Knox Porcelain Corp. 


Knoxville, Tenn. 


ts, Inc. 





sy 








PERMANENCE 








DEPENDABLE — SAFE — ECONOMICAL 


PERMANENCE 
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> 
Fans 


You’ 


Be Enthusiastic 





about Selling 


the New 


EMERSON 


No floor screws, wires, rods or other 
supporting devices needed. 


‘ on 2 », Y | ¥ 
Electric KXERCISER 


Exclusive Selling Features Your Dealers Want 


WHEN you show this new exerciser 
and reducer to your dealers—just 
watch them take notice. 

They’ve never seen anything like it 
before. But they'll see quickly enough 
why the Emerson’s exclusive features 
mean bigger sales and profits for them. 


Just think over these points for a 
moment. A beautiful cabinet com- 
pletely enclosing all working parts. 
So compact it occupies only 1-1/9 
square feet of floor space. Light 


THE EMERSON ELECTRIC MFG. 
806 W. Washington Blvd., Chicago, III. 


Motors 


Ventilating Fans 


enough to be easily moved by handy 
carrying holes. Ready for use in five 
seconds. No floor screws, or other 
supports of any kind needed. Price 
$97.50 complete with hand grips and 
wide and narrow belts. 

You can be just as enthusiastic 
about the Emerson Electric Exerciser 
as you wish, because it has that built- 
in quality and dependability you have 
learned to know in selling Emerson 
motors, fans and ventilating equip- 
ment. It’s built to make good. 


COM PANY, 2018 Washington Ave., Saint Louis, Mo. 


50 Church Street, New York City 


Furnaee Fans 


j 
r 














ixereisers 








Unique drop-head design save 
Space. Simple, practical 


A handsome console when not 
in use. 
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— 


Nidlee "this Wea 


A new toaster ihe 


. a different toaster 
...a better toaster. . . introducing the 
new Proctor idea “toast tuned to your 
taste’... bringing forward a new prin- 
ciple that is taking the toaster market 
by storm. 

Sweepingaside old clockwork and spring 
toasters, the Proctor Automatic toasts to 
a light, medium or golden brown, cuts 
off the current automatically, signals that 
the toast is ready to eat or maintains it 


at serving temperature until removed. 


, \ & 


Holiday j paee ae 


The dial is set as easily as tuning in a 
nearby radio station. Thinnest slices, 
thickest sandwiches, filling and all, are 
easily accommodated on account of the 
horizontal position. 

The beauty, utility and fine workmanship 
recommend it on sight. The new idea of 
“tuned toast’ spreads like wildfire. The 
liberal margin encourages dealers to 
feature this item of quick turnover. Get 
this leader upon your shelves and get 
ready for holiday sales. 


THE PROCTOR & SCHWARTZ ELECTRIC COMPANY 
6612 Euclid Avenue, Cleveland, Ohio 
A DIVISION OF PROCTOR & SCHWARTZ, INC., PHILADELPHIA, PA. 
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Now! you can sell the 


product of 


HANGER 
SPECIALISTS 


Smart lines. . . . Modernistic in the 
extreme—the new AMCO Hang- 
ers harmonize with any glassware 
and blend with all color schemes— 
yet they are inexpensive. . . Easiest 
for jobber salesmen to sell because 
they are just what your customers 
want. 


Rich and massive 


the New GMD) Line 


indieteecee enaiaael 


of modernistic safety 
hanger equipment 








AMCO SAFETY HOLDERS 


Lock the glassware into position by simply 
placing the globe into fitter and closing the 
lever on holder. . . . SAFE and SPEEDY. 


Send for Catalog describing and illustrating values of our entire line 


ES SS SVE GonnnEG isco 


ART METAL COMPANY 
1800 E. 38th St., Cleveland, O. 


Name- - - - 


City 








Outstanding in charm with paramount quality, 
this new line of AMCO modernistic safety 
hanger equipment is a fast seller. Practical con- 
struction provides the much sought ease of 
installation and speeds turnover. . . . Liberal 
discounts and volume sales provide real profits 
for jobbers and their salesmen. We back you 
up and help you sell. Write today for attrac- 
tive descriptive folders for customer distribution. 


ART METAL 
COMPANY 








1800 E. 38th St. 


Cleveland, O. 





Address - 
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DOMINION 


ELECTRICAL MFG. CO. 


712-22 ONTARIO AVE.WEST, MINNEAPOLIS. MINN..U.S.A. 
Write Your Jobber or Us for Catalog No.69 Describing Complete Line. 


REAL VALUES a 
| PRADID SELLERS Dominion 
RIGHTLY PRICED Electrical Devices 


OFFER YOU 


SALABLE PROFITABLE 
APPLIANCES 


That are 


BEAUTIFUL AND EXCLUSIVE 
>) IN DESIGN 











- % 
xx. 


~~ 
. es 
—  % 








>. 
-@ s 











4 ROR epimaa emanate? Their very reasonable list guarantees you 
git lS ee oe QUICK TURN OVER 
i ee ag Your low net cost gives you 
= | =e BIG PROFITS 
= Our large new modern factory uses the 
Best Grade Materials, producing only the 
HIGHEST QUALITY MERCHANDISE 


New York City, Office 
Ben S. Loeb, Inc., Ground Floor, Fifth Ave. Bldg. 
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Models and Prices 


JUNIOR, Table Type 
at $69.50 
JUNIOR, Stand Type 
at $79.50 
DELUXE, Wall Type 
at $100.00 
DELUXE, Stand Type 
at $135.00 


Only ELECTRO- CISER 
can offer 12-degree over- 
lap on power strokes — 
which means smooth- 
est action of oscillator 
belts in any machine! 


LINCOLN 


CONNERSVILLE, 


Pass The Good Word Along About 
This New Profit-Maker! 


LIMACO ELECTRO-CISERS answer every demand 
for exercisers of proven quality at salable prices 
and with exclusive sales features. 


Unusual in beauty of design, ELECTRO-CISER 
JUNIOR (Stand Type illustrated above) success- 
fully competes with higher-priced units in good 
looks and performance ability. 


To those who want the utmost in every detail, 
offer ELECTRO-CISER DELUXE. 


Every Dealer appreciates the extra profits to be made 
with the right electrical exerciser! Send for our com- 
plete sales plan and interesting Jobber Proposition. 


MFG. 


INDIANA, U.S.A. 





<<ENT APPLIED Fopp 
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Build Dealer Good Will For Yourself! 


CO. 
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Finds Tube Trouble Instantly 


Sterling’s 
Dy VERY kind of tube— NEW TUBE TESTER 


§‘, including the new 
screen-grid—can be tested by 
Sterling’s new Tube Tester. 
No batteries are required— 
simply plug it into the light 
socket. 


The readings are easy to take 
and easy to understand. 
Anyone can use this new 
Sterling tester. It’s small in 
size, easily portable and com- 
pact enough for counter use. 
The initial cost is so low— 
the operating upkeep so neg- 
ligible, that no first-class serv- 
ice department can afford to 
be without one. Save your- 





olf cine endeeeydoeee The Sterling Tube-Tester 
ing the tubes in the sets you mee 

sell and service. “R-511 

This new Sterling Tube Price $35.00 Complete 


Tester is made by Sterling of 
Cleveland — makers of the 
Sterling B-eliminator, Ster- 


ling All-purpose Testers and 9 
the famous Sterling Concer- ter 


tone radio receiving sets. 





THE STERLING MANUFACTURING COMPANY, CLEVELAND, OHIO 
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SAFETY 





AFETY Switches are among 
the most common devices, 
practically every installation 
needs them. But contractors 
always are interested in MUR- 
RAY Safety Switches, because 
of their exclusive features, which 
lift them out of the class of the 
ordinary. They are the last 
word in development begun way 
back when, by the same organi- 
zation that makes them now. 


Safe—that goes without argu- 
ing. Easy to install, we have the 
contractor in mind all the time. 


PROFITABLE 
POPULAR 
MODERN 














SAWS SOR 5 8 ORS 





POPULAR 
PROFITABLE 
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---most knuckle room 


Popular, because of compact design and 
most knuckle room. Impossible to wire 
them wrong. Modern. We are constant- 
ly on the alert to keep MURRAY Safety 
Switches up to the last minute. Profitable 
and easy to sell. Write today for catalog 
giving details of this most complete line 
of safety switches. 


METROPOLITAN 
DEVICE CORPORATION 


1250 ATLANTIC AVE. 
BROOKLYN N.Y. 








i 
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INTRODUCING the 1930 Line 


, 


Gold Seal Appliances 














HE Gold Seal Electrical Company of Ohio 
Incorporated takes great pleasure in announc- 
ing its 1930 line of electrical appliances. The Gold 
Seal factories have recently been moved to Pough- 
keepsie where one of the most modern, up to date 
plants is daily turning out these fast moving, popu- 


lar household appliances. New plant engineers are ~ 


working day and night perfecting the Gold Seal 
line of appliances—making them modern, up to 
date, practical, useful and attractive. Every product 
of the Gold Seal line bears the unconditional, un- 
qualified guarantee of the Gold Seal Electrical 
Company of Ohio, Inc. They are mechanically and 
electrically perfect when they leave the Pough- 





This Gold Seal Heat Recording Waffle Iron makes 
watile baking no longer a hit or miss dish—it 
insures perfect, golden brown, crispy waffles that 
melt in one’s mouth. 

At just the precise moment that the batter should 
be poured on the iron, the Gold Seal perfected 
indicator swings to “BAKE”. All one does from 
then on is to watch the indicator! 


Ree Fae a ee oS $9.00 








keepsie factory, and most interesting of all, they 
are popularly priced. The entire line answers a long 
felt need the country over for quality merchandise 
at a really reasonable price. 

In addition to the products shown, the Gold Seal 
Company is offering a well balanced line, includ- 
ing Standard Waffle Iron similar to the heat- 
recording iron, but without the recording device, 
Four and Six Cup Percolators, Hand and Table 
Model Therapeutic Lamps, Soldering Iron, Marcel 
Waver, Curling Iron and Individual Curling Iron 
Heater. Each of these articles is representative of 
the entire line—each of them priced at figures that 
defy comparison for merchandise of this quality. 





Gold Seal One Pound Week End and Toy Iron— 
made in Mandarin Red, Canary Yellow, Delft Blue 
and Jade Green, with silk heater cords to match. 
Finished in vitreous enamel—guaranteed neither 
to discolor nor crack under heat. Each iron has a 
guaranteed element. 


Retail Price . $1.50 





Gold Seal Three Pound Pressing Iron—made in 
vitreous enamel with guaranteed element. Finished 
in Red, Yellow, Blue or Green. 


$3.00 


Retail.Price. .. . 
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of Fast Moving, Popular Priced 





Another typical Gold Seal 
triumph! The usual quality 
that marks the Gold Seal 
line makes this heater pop- 
ular with all. Don’t confuse 
this heater with its many 
imitations! 

Oversize 14 in. solid cop- 
per reflector, heavy cast iron 
base with attractive brown 
“Duco” finish, it is in good 
taste in any home. Shipped 
in individual cartons. 


Retail Price . $5.50 








The Gold Seal Revers- 
ible Toaster is a new 
and improved model of 
the famous Gold Seal 
Toaster that has been 
well known for years. It 
is a splendid design, of 
ruggedconstruction,and 
is one of the fastest sell- 
ing reversible toasters 
on the market. 


Retail Price . $3.85 





GOLD SEAL COFFEE PERCOLATORS are typical of 
the entire Gold Seal line. Made of the finest material, 
designed in the most modern manner, these percolators 
are more than popular with the discriminating housewife. 

The Gold Seal ‘“Certo-Perk” Coffee Percolator (Cold 
Water Type) is one of the finest on the market. Due to 
the famous Gold Seal element “Certo-Perk’’ usually found 
in only the most expensive percolators, percolation starts 
sooner and is more complete and thorough, giving each 
cup the full, fine flavor of the coffee itself. 

Gold Seal Percolators are also made in four and six cup 
sizes. Gold Seal “Certo-Perk” Coffee Percolator (Cold 
Water Type) capacity eight cups. 


Cn EEE; o> oS 





Gold Seal Heating Pads are of the finest pos- 
sible quality. Made with the special nichrone 
elements, covered with best grade asbestos, 
they are absolutely guaranteed—and con- 
form with the highest standards of safety. 
Every pad, made of soft, virgin wool has 
nine feet of silk heater cord and the three heat 
switch. Washable slip cover with each pad. 


Rite Pile. 3. Pea 


Gold Seal Utility Home 
Iron—for general house- 
hold purposes. This six 
pound Gold Seal su- 
perior utility pressing 
iron stands alone in its 
field—made of heavy fin- 
ished nickel withhandles 
in Red, Blue, Green or 
Black. Cords to match. 


Retail Price . $3.50 








Write or wire us today for interesting literature on the entire Gold Seal line of appli- 
ances, and for detailed information on the money making proposition being offered by 
the Gold Seal Company to substantial jobbers the country over. Jobbers in every section 
of the country are making money handling this popular, fast moving, profit making line. 
Getyourshare of the business that carrying Gold Seal Electrical Appliances guarantees you. 








GOLD SEAL ELECTRICAL COMPANY, of Ohio, Inc. 
250 Park Avenue 


New York City, N. Y. 
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Everything a Receptacle 
Should bew 


wand at the 
LOWEST PRICE 


It’s rugged—simple— compact— electrically 
right! Yet we know of no duplex receptacle 
that costs less. What more could any con- 
tractor ask? Even in shallow boxes, ample 
room for wiring is allowed. Large binding 
screws facilitate splices, without soldering. 
Then, in appearance, it is right up to the 
moment. Rich brown cold molded material, 
it blends in with the finest surroundings. 


Parallel slots only. (We are pioneers in this 
feature!) Now count up these features 
again; you agree, we are sure, that you never 
saw such a combination for so little money. 
You will want to carry Bridgeport Recep- 
tacles next year, by all means. Get particu- 
lars now as to prices and discounts. The 
coupon is the convenient way. Please use it. 


BRIDGEPORT ELECTRICAL 
MANUFACTURING CO. 


Bridgeport, Connecticut, U.S.A. 
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Be guided by a name that has meant absolute tube 
integrity for the past fourteen years. & The name 
is Cunningham —choice of the American home. 


E. T. CONNINGHAM, INC. 
NEW YORK CHICAGO SAN FRANCISCO DALLAS ATLANTA 


Manufactured and sold under rights, patents and inventions owned and/or controlled by Radio Corboration of America 
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IVANHO. 


























. ° . fe, ° Oy . | ° \ ° 
Industrial Lighting Equipment . Factories. Mills. Foundries. ete. 











rat jobbers’ salesmen recognize the amazing completeness of the 
IVANHOE line of lighting equipment and the marvelous opportunities that its variety 
and versatility open up to them for increasing volume and profits, is shown by the 
steadily growing sales of IVANHOE equipment throughout every section. Sold exclu- 
sively through distributors, IVANHOE Lighting Equipment merits the respect, loyalty 
and enthusiasm which these men consistently show towards it. Quality plus leadership 
in design, plus fair prices and fair policies build true friends. 


IVANHOE DIVISION OF THE MILLER COMPANY, 5716 Euelid Avenue, Cleveland, Ohio 
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N.E.W.A. Meets at 
Cleveland 
(Continued from Page 7) 

ing and adding to effective good 

will, involves three functional 

elements: headquarter’s organiza- 
tion; sales manager; salesmen. 
With the reports of the various 
divisions always of keen interest, 
with the activities of the new com- 

mittee set-up of paramount im- 

portance, with the credit plan ap- 

proaching a definite reality, and 
with the alertness of the Free 


Lance group always productive of | 
constructive ideas, it may be read- | 


ily gathered that the November 


meeting is one which is deserving | 


of the time and attention of every 
electrical wholesaler in the indus- 
try. 

* * * 


Klose Doing Good Radio Job | 


Although the L. R. Klose Elec- 
tric Co., Kalamazoo, Mich., only 
took on the Silver-Marshall radio 


line last May, the company already | 


employs three special radio sales- 
men and one service man, making 
all the territory. On Monday, Sep- 


tember 16, the Klose folks were | 


hosts to their Silver radio dealers. 
There were about 80 in attendance, 
some of whom came long distances 
to be in on the conference. 

L. R. Klose, president, attended 
the wholesalers’ meeting at French 
Lick in September. 

* ok x 

Herst Entertains Dealers 

Approximately 150 radio dealers 
from Chicago and the Chicago 
territory met in convention at the 
Hotel Graemere, that city, on Oc- 
tober 1, as guests of the Wm. 
Herst Co., Chicago Gulbransen 
distributors. The program of 
events included a tour of inspec- 
tion of the Gulbransen factory to 
acquaint dealers with the com- 
pany’s manufacturing facilities. 

* 


Salon New Feature at Star 
Electrical 

The addition of a new and very 
‘laborate modernistic salon has 
ist been completed by the Star 
lectrical Supply Co., Newark. An 
lectrically operated Burroughs 
tatement and bookkeeping ma- 
hine is one of the new time and 
ibor saving devices installed by 
his company. 
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KAYLINE 
ART-MODERNE 
CREATIONS 


O ENABLE you to keep pace with the 

constantly changing demands, we offer a 
number of unusual creations in art-mod- 
erne treatment that will satisfy the needs 
of the most exacting buyer. 


Characteristic of the many designs in the 
line is the moderately priced residential 
fixture illustrated above. Incorporating 
the fundamentally important elements of 
illuminating quality, mechanical prefec- 
tion and beauty, it provides just the 
right flood of soft, semi-indirect light 
necessary. 


Made of cast bronze, with Frostelle 
shades and embodying the usual Kay- 
line quality, it will lend itself grace- 
fully to the beauty and charm of most 
any modern home. 


All of our new art-moderne creations 
are outstandingly distinctive. Write 
for further details. 


Sold Through the Jobber 


THE BAXYLINE CG. 


602 Huron Road 
CLEVELAND, OHIO 


_Manufacturers of Lighting Equipment 


SINCE 1895 
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M. F. Flanagan Is Executive Secre- 

tary of the Radio Manufacturers 

Association. Because of His Work, 

He Has An Intimate Contact With 

the Industry and the Problems Which 
Confront It 
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ADIO 


In This, the Eleventh of a Series of 12 Messages 


by Prominent Radio Men, M. F. Flanagan Em- 

phasizes That the Exaltation of Co-Operative 

Effort for Common Good by the Radio Manufac- 

turers Association Has Been Responsible to a 

Great Degree For the Radio Industry Reaching 
Its Present High Standard 


, SHE radio industry in all its ram- 


ifications comes to a focal point 

in the Radio Manufacturers’ As- 
sociation. Here the complex lines 
reaching out from the manufacturers 
of receivers, parts and accessories to 
the jobbers, distributors and retailers 
come to a head. And here also that 
great common denominator, the pub- 
lic, is given its opportunity to influ- 
ence the trend of future policies 
within the industry. 

It is the one outstanding stabilizing 
force that keeps the industry on the 
track that leads to the destination of 
achievement with profit; it is the one 
source of authority that keeps one of 
the fastest moving industries in Amer- 
ican history on an even keel, and 
maintains a spirit of good-will be- 
tween every internal faction and the 
outside world; it is the fountainhead 
of inspiration for a group of men who 
have not only dedicated their lives to 
the service of radio, but in addition 
hundreds of millions of dollars. 


Were the R. M. A. not founded 
on a rock of constructiveness, it could 
never have builded as it has, nor com- 
manded the respect and participation 
of every leader in the field. 

Were the R. M. A. not fundamen- 
tally right in precept it could never 
have made those precepts the stand- 
ard that the radio world salutes to- 
day. 

But everything the R. M. A. has 
accomplished for its members, for the 
industry, for American business, and 
for the world in general, is overshad- 
owed by the mighty victory it won 
in exalting cooperative effort for the 
common good over individualistic 
opinion. 

It is this fusion of ability, time, 
genius, money, and ideas into a gi 
gantic effort in behalf of radio, that 
has lifted radio from a wild, harum- 
scarum hoodlum of business to a 
place of dignity and respect beside its 
older established brothers that consti- 
tute the backbone of America’s in- 
dustrial life. 
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Radio Wholesalers Association, Inc. 


Peter Sampson, Pres. 


J. Newcomb Blackman, Vice-Pres. 


Harold J. Wrape 
Hon. Chairman of Board, F.R.T.A. 
St. Louis Chicago 





Traffic Activities Successful 
NOTHER activity of the Ra- 
dio Wholesalers Associa- 
tion is coming to a very 
satisfactory completion. The traf- 
fic committee of the Radio Whole- 
salers Association in cooperating 
with the traffic department of the 
Radio Manufacturers Association 
have effected a freight rate reduc- 
tion on radio products that will 
aggregate well over $1,500,000.00 
annually. This new rate schedule 
effecting this enormous saving in 
the annual freight bill of every 
radio wholesaler and the entire 
industry will go into effect ap- 
proximately January 1, 1930. 

KF. E. Stern, chairman of the 
traffic committee, Hartford, Conn., 
has been actively at work with his 
committee in an attempt to save 
money for every radio wholesaler 
in their freight bills. During the 
past ninety days the traffic com- 
mittee have conducted a survey 
among all the members of the as- 
sociation requesting information 
on their carload shipments of ra 
dio products, their claims for 
damages, the amount of dunnage 
in cars, and many other interest- 
ing statements of the wholesalers’ 
traffic bills. The results of this 
survey made it apparent that the 
industry was being burdened with 
freight charges above normal. The 
traffic committee of the Radio 
Manufacturers Association had 
also made a comprehensive study 
among all of their members in- 
volving the amount of shipments, 
average loadings per car, value per 
pound, value per cubic feet of 
contents, etc. This information 
formed the basis of a request to 


Harry Alter, Treas. 
Chicago Chicago 


R. J. Mailhouse, Sec. 
New York New Haven 






The Information on this and the Following Pages has been Prepared N 
by H. G. Erstrom, Executive Secretary-Treasurer, by Authorization 
of the Board of Directors of the Radio Wholesalers Association 


On June 5, 1929 


the consolidated freight classifica- 
tions committee for the reduced 
rating on radio receiving sets, 
radios and phonographs, etc. 
The consolidated freight classifica- 
tions committee submitted a new 
or proposed rating to the repre- 
sentatives of the joint committees 
at a meeting held in Chicago on 
October 18. This revised docket 
effected a saving of approximately 
10% on all console receiving sets 
shipped in carloads and a savings 


Roy Thomas, Vice-Pres. 


Michael Ert, Pres. F.R.T.A. 


Los Angeles Milwaukee 
HOLESALERS 
A SSOCIATION Chas. Gomprecht, Vice-Pres. PF. Connell, Vice-Pres. 
. Philadelphia Indianapolis 
H. G. Erstrom 


Executive Sec.-Treas. 








ye 


averaging between 17-24% on 
table models and mixed carloads 
which includes radio receiving 
sets, console or box type, combi- 
nation talking machines and radio 
sets, talking machines electrically) 
amplified or otherwise, and talking 
machine records or record blanks. 
In addition the carriers have 
granted requests to the joint com- 
mittees for rate reductions to the 
Pacific Coast which became effec- 
tive September 15, 1929, affecting 








From left to right are: E. L. Sexton, store sales; H. E. Brinecombe, store 
sales; A. R. Gross, radio service manager; W. R. Ingalls, manager, radio de- 
partment; E. F. Manchester, manager of the electrical department, and F. C. 
Farbush, store sales, all of the Frank M. Brown Co., 8 Free St., Portland, Me. 
This company is now state agent for Earl, and Bremer-Tully radios, This 
year it has also separated its radio and electric departments and this plan 
has worked out very successfully. Among the electrical activities of the com 
pany has been the enlarging of the fixture department, and unusual sales ac- 
tivity in electric room heaters and water heaters, These boys have been doing 
a big job with “Speed Queen” washers in selling 110 a month. They have also 


sent a carload to Bangor to see how they go in that territory. 
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\\ Mighty Ponarch 
Ya of the Air 





= Majestic sets 
more than a thousand fac- 
tory inspections before the 
dealer gets it. That’s why it’s 
TROUBLE-FREE. Neither the 
dealer’s time nor profits are 


frittered away on servicing.”’ 


” Obra 


Vice President and Treasurer 


GRIGSBY-GRUNOW COMPANY,CHICAGO, U.S.A. 


World’s Largest Manufacturers of Complete Radio Receivers 


Makers of 
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The Crescent Electric Supply Co., Davenport, Ia., recently installed this 


handsome display room for radio and appliances. It has an extra door opening 


on the front entrance of the building. 


carloads from Buffalo and points 
west, with the estimated saving 
per car of about $200.00 or a total 
to the industry of $500,000.00 an- 
nually. 

Besides the reductions on car- 
load charges the consolidated 
freight classifications committee 
has reduced the L. C. L. rating 
from 1% times first class rate to 
114 times first class rate on table 
models. This represents an ad- 
ditional saving for every member 
of the radio industry. 

Illustrative of how wholesalers 
will greatly benefit by the new 
reduced rates, carloads of radio 
receiving sets, consoles, from New 
York to Chicago are now charged 
at approximately $249.00. Under 
the new rate the carload charge 
will be about $224.00. Savings 
between other points are estimated 
to run approximately as follows: 


From Chicago Present Rate New Rate 
Cincinnati $137.00 $124.00 
Buffalo 165.00 150.00 
St. Louis 135.00 120.00 
Minneapolis 150.00 135.00 
Denver 440.00 395.00 
Dallas 418.00 377.00 


On mixed carloads and table re- 
ceiving sets, the new reduced rates 
are expected to effect approximate 
savings: 


From Present New Per 

Chicago Rate Rate centage 
New York $298.00 $226.00 24% 
Cincinnati 165.00 130.00 21% 
Buffalo 200.00 157.00 21% 
St. Louis 160.00 27.00 21% 
Minneapolis 182.00 146.00 20% 
Denver 529.00 400.00 24% 
Dallas 502.00 412.00 18% 


The details of the new schedule 
agreed upon will become effective 
about January 1, 1930. The pres- 
ent ratings will be revised and 
have descriptions as follows: 


Radio receiving sets, console 
type, minimum weight 18,000 
pounds, second class rating, as 
against the present minimum of 
20,000 pounds. 

On box or table type of receiv- 
ing sets the minimum weight will 
be 24,000 pounds, at third class, 
instead of the present minimum 
of 20,000 pounds at second class. 
In addition to the above changes 
mixed carloads will be provided 
for which will include radio re- 
ceiving sets, console or box type, 
combined talking machines and 
radio sets, talking machines elec- 
trically amplified or otherwise, 
talking machine records or record 
blanks at minimum weight of 24,- 
000 pounds at third class rating. 
This supersedes the present 20,000 
pounds minimum second class, on 
radio receiving sets. 

This important information con- 
cerning the traffic rate which will 
be in effect approximately Jan. 1, 
1930, emphasizes need for coopera- 
tion between the members of the 
radio industry. It bespeaks of the 
close cooperation now existing be- 
tween the Radio Wholesalers As- 
sociation and the Radio Manufac- 
turers Association. The results of 
their joint activities will save 
every radio wholesaler money, al- 
most his membership dues for a 
period of several years. The ef- 
fect of this activity will be con- 
tinuous and will repay the savings 
due him for many years which 
could otherwise not have been se- 
cured. 

Radio wholesalers should com- 
municate with the Radio Whole- 


salers Association and assist this 
organization in carrying out addi- 
tional plans for helping the entire 
industry. The benefits that you 
have already secured, and will in 
the future secure, will more than 
compensate you for any time or 
money you may be called upon to 
expend. a de 
Radio Wholesalers Associa- 
tion Reorganizes Committees 

The officers and directors of the 
Radio Wholesalers Association, 
realize the serious necessity of ade 
quate activity on the part of quali- 
fied radio wholesalers to work out 
the ever increasing problems of 
the radio trade. With this thought 
in mind, the Board of Directors 
have reorganized the tube, set and 
furniture committees into sectional 
committees so that the subject 
matter might be more definitely 
and better handled. The new set 
up of the committee provides for a 
general chairman of each main 
committee and three vice-chair- 
men, one in charge of each section 
of the committee. Each chairman 
and the three vice-chairmen will 
be the four best posted men ob- 
tainable from within the Radio 
Wholesalers Association ranks on 
the subject the group in particular 
is handling. On problems affect- 
ing and requiring the general ac 
tivity of the entire committee, the 
chairman of the main committee 
will call in his vice-chairman for a 
discussion of the subjects. In this 
way, there will be no lack of co- 
ordination between the composite 
sections of the committees. 

It will be the function of each 
section to prepare frequent bulle- 
tins on the subject which they are 
handling to be sent out to all of 
the members of the executive of 
fices. These bulletins will dea! 
with some phase of the Committee 
activities and will be of value to 
the majority of our members. The 
three sections of each general com 
mittee will be: 1. trade relations: 
2. market study, and 3. better sell 
ing. 

It will be the duty of the trade 
relations section to contact with 
the suppliers whether the suppliers 
be individual companies or an oO! 
ganization of local or national! 
members. This section will stud) 
questions of cost, packing, han 
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QU RARELY SEE THEM ADVERTISED 
In the Bargain Counter Sales 












When radio tubes are selling at a fraction of their list— 
and advertised as such—Sylvania somehow is not 






among those present. 






It may be that the Sylvania Foresters have something 






to do with this, building so much buying interest 






through their twenty-five million listeners each week. 






Perhaps your Sylvania Jobbers are a little more partic- 






ular in their choice of dealers to represent them and 






Sylvania’s decent policy. 






In any case, this list-price virtue of Sylvania Tubes is 






'* worthy of attention by any dealer who carries radio 


merchandise. Don’t keep it a secret! 









SYLVANIA PRODUCTS COMPANY 
Emporium Pennsylvania 
{ The home of the Sylvania Foresters who are heard ] 






each week over WJZ, KDKA, KWK, KYW, WBZ, 
WBZA, WBT, WHAM, WJR, WLW, WREN, 
WRVA, KGRC, KPRC, WFAA, KFYR, WCCO, 
WHK. 


VO 


J RADIO TUBES © 


Licensed Under RCA Patents 
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Carton of 
four Eveready 
Raytheon B-H Tubes 


SELL NEW B-H 
RECTIFYING TUBES 
TO YOUR CUSTOMERS 

FOR THEIR 


Mp 
B ELIMINATORS 


eee @ 


EVEREADY 
RAYTHEON B-H 


MILLIONS of “B” eliminators 
have been sold in the past few 
years. The majority are espe- 
cially designed and built for 
the B-H tube... the original 
gaseous rectifying tube. When 
tube replacements are neces- 
sary,anew Eveready Raytheon 
B-H is the tube to use. Tell 
your customers what a great 
difference in reception a new 
rectifying tube will make. The 
replacement market for B-H 
tubes is enormous! 

Eveready Raytheon B-H 
Tubes come in handy cartons 
of four tubes each. Always 
keep at least one full carton 
out where customers Can see it 


NATIONAL CARBON CoO., Inc 
General Offices: New York, N. Y 


Branches: Chicago Kansas City 
New York San Francisco 
Unit of rer and Cerbon 


Union Carbide } 


* Corporation 


EVEREADY — 





RAYTHEON 


Trade-marks 
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dling, storage, discounts, coopera- 
tion, cutting out excess numbers 
in a line, in fact all matters of 
relationship with suppliers and 
others of a purchasing or buying 
nature where the joint opinion of 
the group would be of greater 
value than that of any individual. 

[t would be their further duty to 
study the mutual and moral rela- 


| tions that involves what is due a 


manufacturer from the wholesaler 


| and what is due a wholesaler from 


| the manufacturer. 


the 
means for retail sales. 


These mutual, 
moral relations will be built into a 
code of ethics affecting the par- 
ticular problem to which the Com- 
mittee is devoted. 

The trade relations section will 
be the contact between the whole- 
saler and his supplier on the com- 
modity to which it is devoting its 
attention. 

The market study section will 
be devoted to a simple, common- 
sense, obvious plan for the devel- 
opment of radio markets. It will 
be their duty to impart by means 
of frequent bulletining to the mem- 
bers their joint thoughts and re- 
sults on such important questions 
as these: 

Assembling 
information 
bers might 
goods. 

To make a study to determine 
what type of outlet or outlets are 
proper and most successful 


and disseminating 
as to where our mem- 
and should sell more 


To make a study as to how the 
seasonal sales curve in the radio 


business might be leveled out. 


To give consideration to the de- 
velopment of new fields for radio 
sales and how to cultivate them. 

In fact, it will be the duty of 
this section to study all types of 
existing outlets and to make such 
recommendations as to how the 
market for radio sales might be 
more profitably developed. 

The better selling section of 
every committee would be based 
on “job analysis.” Its three divi- 
sions would be: A. Headquarters 
Organizations—sales control; rec- 
ords; service as an aid to selling; 
credits with sales; 
dealers cooperation,—sales ; adver- 
tising, and display. 


B. 


coordinating 


Sales manager—handling 


| salesmen—selection; training, and 


rewards. 





C. Salesmen—educating; han 
dling; study of retailers—buying ; 
selling; store; advertising, and 
service. 

x ok Ox 


Federated Radio Trade Asso- 


ciation Changes Name 

At a meeting held on October 
23, at the Congress Hotel in Chi 
cago, the board of directors of the 
Federated Radio Trade Associa 
tion changed the name to the Na- 
tional Federation of Radio Asso- 
ciations. This is in order that the 
name will be more truly represen- 
tative of that portion of the indus 
try the association represents. 

“The National Federation 
Radio Associations is strictly as its 
name implies, a national group or 
federation of local, state and terri- 
torial radio associations through- 
out the United States. It is the 
purpose of the National Federa- 
tion of Radio Associations to 
watch legislation and to direct as- 
sociation activities in such a man- 
ner as to be to the best interests 
of the radio public and the radio 
industry in general,” stated Presi- 
dent Michael Ert of Milwaukee. 


Plans are being promoted for the 


ot 


examination and registration of 
radio service men in every locality. 
Henry L. Walker 
(Continued from Page 16) 
years. During that time he 


worked up to the position of pay 
ing teller, also substituting for 
many of the other positions. The 
assistant cashier, William T. De 
Graff, of the Detroit National 
3ank, became vice-president, and 
now holds that position with the 
First National. It is interesting 
to note that upon the. organizing 
of the Henry L. Walker Company. 
Mr. De Graff became a stockhold 
er and retains his holdings to this 
day. 

Although Mr. Walker’s entrance 
into the electrical industry was 
more or less accidental, it came as 
a result of his attracting the at 
tention of various business me! 
In 1891 he was asked if he woul 
become secretary-treasurer of 
small electrical manufacturing 
company, building electro-plating 
dynamos and doing constructio! 
work. Frank Mistersky, now Cit 
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EVEREADY 


RAYTHEON 
-PILLAR 


TUBES 


BRING OUT 
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THE BEST THAT'S [En 


IN ANY 





4-Pillar Screen Grid 
Eveready Raytheon Screen Grid Tube ER 224. 


RADIO RECEIVER The weight of the four large elements in this 


type of tube makes the exclusive Eveready Ray- 
theon 4-Pillar construction vitally important. 






THE GREATLY SUPERIOR performance of new 
Eveready Raytheon Tubes means the very best 







reception a radio receiver can give. People in all 






parts of the country report amazing results from 






their own receivers since installing these marvel- 





ous new tubes. Greater distance, more power, 






improved tone, quicker action! 






Put a new Eveready Raytheon Tube in each 
socket of a receiver—and note the vast improve- 
ment. Then examine one of these tubes. You can 
see that Eveready Raytheons are better because 
they are built stronger. Observe the solid, four- 
cornered glass stem at the base of the elements, 










supporting the four rigid pillars which hold the 









elements. Notice how the elements are anchored 
Note how 






at both sides as well as at the ends. 





\ 


RECEIVING TUBES OF ALL 
TYPES AND TUBES FOR 
TELEVISION 


EVEREADY RAYTHEONS come in every type, 
for A.C. and battery-operated receivers. Ever- 
eady Raytheon Kino-Lamps and Foto-Cells are 
used extensively in television and talking 
movies. The Eveready Raytheon B-H Recti- 
fying Tube is the original gaseous rectifier for 
which the great majority of all “B” power units 
are especially designed. 
























NATIONAL CARBON COMPANY, INC. 
General Offices: New York, N. Y. 


Branches: Chicago Kansas City New York 
San Francisco 
Unit of FLOLY and Carbon 
Union Carbide ‘oc +~Corporation 


EVEREADY 


RAYTHEON 


‘Trade-marks 








this 4-Pillar construction is braced still further 
by a stiff mica plate at the top. 







The jolts and jars all tubes receive in shipment 
cannot distort the elements in an Eveready Ray- 
theon. Handling these tubes and installing them 
cannot impair their performance. For the ele- 
ments are permanently held in their correct and 
accurate positions by the patented Eveready 
Raytheon 4-Pillar construction. 












No other radio tube is so strongly made. No 
other tube can give you all the advantages of this 
4-Pillar construction, for it is patented and ex- 
clusive with Eveready Raytheon. These fine tubes 
come to you in the same perfect condition as when 
they leave our laboratory test room. ., all their 
superlative performance intact. 

















Raytheon Pei dsa life trans- 
felts aon pictures television. 


rt for television 
spans Oo is t. rk with alleyetome. commercially 
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Electrician, was in charge of Mr. 
Walker’s construction work. This 
venture lasted only a couple of 
years, for various reasons, chief 
among which was the newness of 
the partners in an industry highly 
technical and full of pitfalls. So 
the firm was discontinued by Mr. 
\Walker, who did not rest until all 
indebtedness was paid and _ the 
slate wiped clean. 

Far from being through with 
the electrical business, our subject 
was just beginning. During the 
two years’ life of the manufactur- 
ing concern, he had gathered a 
working knowledge and had made 
many valuable contacts. Among 
the men with whom he had be- 
come intimate was M. B. Austin. 


Mr. Austin put his friend, 
Walker, in touch with Holmes, 
Booth and Hadens, Waterbury, 
Conn., also the Safety Insulated 
Wire and Cable Co., New York, 
with the result that he became 
agent for the lines of these com- 
panies. The next line was offered 
by Mr. Brooks of the American 
Circular Loom Co., who asked 
Walker to take the agency for the 
company’s products. Then along 
came “Pop” Boyer of the General 
Electric Co., in the Monadnock 
Building, Chicago. This gave him 
the sale in his territory of all 
G. I. screw base material. 

It is only fair to say that all 
these strong connections and 
friendships were the result of Mr. 
\Valker’s acquired reputation for 
sound ability and honest dealing. 
Likewise t hese associations 
brought him the realization that 
he had found his place in the in- 
dustry and crystallized his deter- 
mination to enter the wholesale 
clectrical business for himself on 

larger scale. 


\s plain Henry L. Walker, with | 


“Co.,” or titles of any sort, he 
ugurated his jobbing business 
the foot of Griswold Street— 
> was the exact address. 
long his souvenirs is his first 
ber stamp. He has cut the old 
‘ress out and inserted the pres- ! 
one, and uses the stamp now | 
then, just for fun. It is only 
of many interesting relics, 
h include catalogs, publica- 
(Turn to Page 156) 








IMPORTANT MAN IN THE INDUSTRY 


DE FOREST RADIO COMPANY 
JERSEY CITY, N. J. 


Branch Offices located in 
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New York 
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Minneapolis Seattle 

St. Louis Detroit 
Kansas City Dallas 
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New Radio Products, Illustrated 








Illustrated is a model of the 
new Grebe “Super-Synchrophase 
SK-4,” recently announced by 
A. H. Grebe & Co., Inc., Rich- 
mond Hill, L. I, N. Y. Utilizing 
only one audio transformer, the 
new receiver, it is stated, gains 
power in use of screen grid tubes 
and power detector. The new 
Grebe utilizes seven tubes: three 
screen grid, one power detector, 
two power push-pull, and one rec- 
tifier tube. The cabinet is a two- 
tone walnut veneer with burled 
maple overlays. 





Illustrated is one of the new 
Bosch radio models manufactured 
by the American Bosch Magneto 
Corp., Springfield, Mass. All the 
furniture models contain the new 
chassis engineered from the ground 
up to the screen-grid or four ele- 
ment tube. Three of these new 
tubes are employed in the radio 
frequency circuit which, it is 
claimed, greatly increases sensitiv- 
ity and selectivity. 











bForut 
~AUDION - 
-422- 





A new D. C. screen-grid audion 
tube No. 422, D. C., has been intro- 
duced by the DeForest Radio Co., 
Jersey City, N. J. It employs a 
special oxide-coated filament in 
place of the usual thoriated-tung- 
sten filament. The new filament is 
three times the diameter of the 
usual filament, and is said to op- 
erate at one-third the usual tem- 
perature. 








A new seven-tube radio receiv- 
ing set, console model, designated 
as Graybar No. 600, employing an 
improved super-heterodyne AC cir- 
cuit, has just been introduced by 
the Graybar Electric Co. This 
new receiver has all the charac- 
teristic advantages of the super- 
heterodyne circuit and _ includes 
among its other features use of 
the new UX-245 power audio tube. 
This tube provides similar volume 
to the UX-210. 





The Gulbransen Co., Chicago, 
has put out a new combination 
radio phonograph which combines 
all the features of the “Gulbran- 
sen nine-in-line” screen grid radio 
set, and has in addition a phono- 
graph compartment. It has a 
handsome walnut cabinet with 
French doors, a ten-inch dynamic 
speaker, a single illuminated dial 
and a local and long distance 
switch. Condensers and filters are 
synchronized to an extent that in 
“sain testing” there is only four 
millionths of a volt tolerance. A 
double primary circuit produces 
the same results on high waves as 
on low. The model illustrated 
employs five No. 26 tubes, one 
No. 24, two 45’s, and one type 80. 














The Marvin Radio Tube Corp., 
Irvington, N. J., is manufacturing 
the MY 227 detector tube for 
A. C. sets. This tube is guaran- 
teed to heat up in five seconds 
flat. 
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A Radiotron 
for every purpose 


RADIOTRON UX-201-A 


Detector Amplifier 


RADIOTRON UV-199 
Detector Amplifier 


RADIOTRON UX-199 


* Detector Amplifier 


RADIOTRON WD-11 


Detector Amplifier 


RADIOTRON WX-12 


Detector Amplifier 


RADIOTRON UX-200-A 


Detector Only 
RADIOTRON UX-120 
Power Amplifier 
RADIOTRON UX-222 


Sereentirid Radio 
Frequency Amplifier 


RADIOTRON UX-112-A 


Power Amplifier 
RADIOTRON UX-171-A 
Power Amplifier 
RADIOTRON UX-210 


Power Amplifier Oscillator 


RADIOTRON UY-224 


Screen Grid Radio 
Fregeent Amplifier 
. Heater) 


RADIOTRON UX-240 
Detector Amplifier for 
Resistance-coupled 

Amplification 


RADIOTRON UX-245 


Power Amplifier 


RADIOTRON UX-250 


Power Amplifier 


RADIOTRON UX-226 


Amplifier 
(A. ‘C. Filament) 


RADIOTRON UY-227 
i Detector Amplifier 
(A. C. Heater) 


RADIOTRON UX-280 
Full-Wave Rectifier 
RADIOTRON UX-281 
Half-Wave Rectifier 
RADIOTRON UX-874 
Voltage Regulator Tube 
RADIOTRON UV-876 
Ballast Tube 


RADIOTRON UV-886 
Ballast Tube 





The standard by 
which other vacuum 
tubes are rated 
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HOWARD 


President, HOWARD RADIO CO. Says: 








“Beeause we are preud of the performance of 
Howard receiving sets we call their purchasers” 
attention to the vital importance of their vacuum 
tubes. We urgently advise that RCA Radictrons 
be used in them throughout, for initial equipment 


and for replacement. In this way the finest re- 


dart by the leading makers of fue 
4 






5 woe saa TO wor eption. 


REA RADI OTRON 


RADIOTRON DIVISION 


TOR CORPORATION OF AMERICA NEW YORK ¢ 


‘as a ~ NT aT es 


~ Repeatet 


potieng fresh tisines oo 











Don’t make your ¢ustomers’ sets experimental 


stations for unproved vacuum tubes. Don’t sacri- 


fiee your customers’ good-will. Make sure that 
your customers come back year after vear 
by selling them the highest quality and most 
uniform vacuum tubes known in the radio art 
--- RCA Radiotrons. Your business suffers every 
It’s the 


surest way to breed complaints and shatter a 


time you sell an inferior vacuum tube. 


customer’s confidence in you. 
eause distorting hum, burn out power units and 


mar the performance of even the finest sets. 


Superior resources of research and manufacturing guarantee to 
RCA Radiotrons the finest possible quality in vacuum tubes. 
They are the standard of the industry ... 
manufacturer of fine radio instruments. Their tried, tested and 
proved performance backed by continuous advertising the year 


round makes RCA Radiotrons easiest to sell. 


RADIOTRON DIVISION —RADIO-VICTOR CORPORATION OF AMERICA 


For poor tubes 


endorsed by every 


La es 


The national magazine ad- 
vertisement reproduced at | 
_ 


ture of a leading 
manufacturer. 
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the left is one of the 1929 
Radiotron series, each of 
which carries the signa- 
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RCA RADIOTIRON 


RADIOTRONS ARE 


THE 


HEART 


OF YOUR 


RADIO SET 
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Fretz-Moon 








FRETZ-MOON TUBE CO., Inc., Butler, Pa. 





pecialization for years in 
the production of good 
conduit—the result, quality. 





RIGID 


CONDUIT 




















Manufacturers—Radio 


solder—or time wasted 


Tape 
with Ideal Universal Wire Con- 


nectors. They screw on like 


nuts, 

The demand has_ boosted 

'f ! our production into mil- 

es; lions. They’re used in some 

of the finest builings erect- 

ed today, and by hundreds of appliance 

and electrical machinery manufacturers 

and users. They enable contractors to 

underbid and manufacturers to lower 
their costs. 








Stripper. 
Volume sales! Elec- 
| workers buy on 

One squeeze on 
le clamps wire, 
insulation, strips 


Approved by Underwriters and Factory 
Mutual Laboratories. Fully patented. 





IDEAL COMMUTATOR DRESSER CO. 
1047 Park Ave., Sycamore, III. 
Please send further information regarding 
‘| Ideal Wire Connector 

Ideal ‘“‘Bowlus”’ Boring Machine 
(| Ideal “E-Z” Wire Stripper 
Name 


Address 


City... 








Unlimited Market—Contractors 





Boring 
enables 


Bowlus 
Machine 
contractors to 


underbid. Attrac- 
tive price. Big 
profit. sig vol- 
ume sales. Takes 
all the hard slow 
work out of bor- 
ing 











(Continued from Page 153) 


tions, folders and various samples 
of ancient devices. 

His business prospered, 
from the very first he took steps 
which ‘showed he was in the game 
to stay. Always a believer in or- 
ganization he joined what is now 
known as the National Electrical 
Wholesalers’ Association soon af 
ter it was formed—probably in the 
second year. Also, through his 
acquaintance with Frederick P. 
Vose, he became a member of the 
Electrical Credit Association and 
is the present Regional Director 
for Michigan. 

In 1902 Mr. Walker constructed 
a building at what is now 140-146 
E. Larned Street, moving his 
business there. This place is still 
owned by the Henry L. Walker 
Co., and is used at present as an 
auxiliary warehouse. The com- 
pany remained in these quarters 
until 1913. In that year the sup- 
ply business was moved to the 
present address, 27 East Jefferson 
Avenue, chiefly for the purpose 
of making the firm better known, 
and to be on the main thorough 
fare. 

In spite of the liquidation of his 
first manufacturing venture, Mr. 
Walker had learned enough about 
that branch to feel that it would 
prove a money maker under prop- 
er conditions. Perhaps he had a 
hankering to show the folks that 
he could promote a successful fac 
tory. At any rate he bought the 
old Proctor-Raymond Manufactur 
ing Co. in Buffalo and brought it 
to Detroit and put it to work at 
140 East Larned Street. Also he 
immediately built another large 
factory for the making of electric 
bells and for a long period the out 
put was 5,000 bells per day. Thus 
was his judgment vindicated and 
he had his factory after all. 

In the conduct of his jobbing 
business, Mr. Walker has always 
been conservative, never radical. 
being content with a_ stead) 
healthy growth, entirely devoid © 
ballyhoo and spectacular moves 
The company territory has re 
mained substantially the sam: 
southeastern Michigan. 

On the other hand, in additio 
to his early joining of the assoc 
ations, Mr. Walker has been qui 
to take up and push those thing 


and, 











November, 1929 





THE JOBBER’SMA)SALESMAN 

















VERY Saturday night at 8.30 

Eastern Standard Time (7:30 
Central Standard Time) over Sta- 
tion WJZ and Associated N.B.C. 
Stations, the Marvin Musicians are 
making prospects of millions of 
radio tube users for Marvin deal- 
ers. Consistent newspaper adver- 
tising and adequate display ma- 
terial assist in telling the story of 
Marvin ‘*Master-Built’’—the tubes 
that serve better and live longer. 
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“This Cabinet Makes Sales,”’ 


say Marvin Dealers 






ROM dealers everywhere comes the high- 
est praise for this new merchandising 
idea by Marvin. Introduced just a few short 
months ago, the Marvin Metal Display Cab- 
inet has already established itself as a suc- 
cessful sales-maker and an absolute stock 
control for Marvin dealers. 


Lithographed in full colors and sturdily con- 
structed of metal, this Marvin Cabinet immediately 
catches the eye and urges the customer to buy Marvin 
**Master-Built”? —the tubes that serve better and live 
longer. Placed on the end of the counter, back against 
the wall or featured in the window, this cabinet is always 
rendering good service and telling a story. 

Be guided by the experience of other successful dealers 
and put this Marvin Cabinet to work for you. It holds 
just about the right number of tubes you want to dis- 
play. You will find it will reduce the number of tubes 
you have to carry, simplify your inventory problems and 
increase your tube profits. It is free to all Marvin deal- 

ers. Ask your Marvin distributor or write to 

us for complete information. 


MARVIN RADIO TUBE CORPORATION 
Irvington, N. J. 
General Sales Office: 225 BROADWAY, NEW YORK 


MAIRVIN 


MASTE R~BUILT 
RADIO TUBES 
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United 
Artists’ 
Theatre, 
Detroit 


United Artists, 
Owner 


C. Howard Crane, 
Architect 


Charles Hopkins, 
Electrical Engineer 


Walbridge, 
Aldinnger Co., 
General Contractor 


Re 4g eres =r Iron City Engr. 
Co., 
Electrical 


Contractors 


| EVICES Boston, Mase. 

































Wied | JEBER)EPENDABLE cw 2: 
Thsonghont IR NG 80 Boylston St. 


pAY-BRITE 


SHOWCASE 
REFLECTORS | 


Number 80—for T 61 intermediate 
base lamp—Finish Statuary Bronze 
Plate. 





Number 90—for T 10 Standard base 
lamp—Finish Statuary Bronze Plate. | 








Number 96—for Standard lamp to 60 
watt—Finish Aluminum Spray. 








Number 121—for Standard lamp to 


100 watt—Finish Aluminum Spray. 





For complete data send for catalog 
number 8A. 


pAY-BRite 


Reflector Company 

















3825 Laclede Avenue St. Louis, Mo. 
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which showed promise along with 
the risks involved. His firm was 
a true radio pioneer, having han- 
dled this material since the early 
days of the old “Wireless Teleg- 
raphy.” With equal faith and 
courage he has lent his influence 
and energy to movements for the 
betterment of conditions in his in- 
dustry. With M. T. Green, Cres- 
cent Electric Co., and Waldso 
Turner, Electrical Warehouse, 
Inc., Mr. Walker worked hard for 
the Biddle Plan, Detroit’s credit 
reform. 

On April 21, 1902, Mr. Walker 
was married to Miss Alice Ives, 
member of another family of De- 
troit pioneers. Mrs. Walker’s 
grandfather was Albert Ives, of 
A. Ives and Sons, bankers. 

For recreation Mr. Walker likes 
gardening, touring, fishing and 
golf. His greatest thrill is watch- 
ing hard-fought sport contests, 
chiefly tennis. He belongs to the 
Detroit Boat Club, organized in 
1849, located on Belle Isle. He is 
also a member in the Grosse Point 
organization familiarly known as 
The Country Club, also the Old 
Club, at St. Clair Flats. 

Although, as stated, Mr. Walker 
has kept step with all progress in 
the industry and has even been 
away ahead on many things, there 
is no denying that his greatest 
pride is in having grown up with 
the business from its early orphan 
days to this time when it is in the 
front rank in providing efficiency, 
comfort and enlightenment for the 
public. 

Perhaps the understanding and 
judgment that his long experience 
has brought him will explain the 


| smoothness and harmony with 


which he manages his organiza- 
tion. The proof of this is con- 
tained in the fact that his people 
stay with him and are intensely 
loyal—not the kind of loyalty that 
comes from laxity and do-as-you- 
please policies, but the sort that 
exists in an efficient organization 
where each employee knows ex- 
actly where he stands at all times. 
Mr. Walker is interested in all 
phases of his business, but it is 
easily seen that radio is his partic- 
ular pet. He follows this depart- 
ment closely, believes in employ- 
ing specialists to handle it, and is 
thoroughly sold on its future. 
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ADLER-ROYAL 
Model No. 325 









ADLER-ROYAL 
Model No. 324 
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VERY effort has been exerted ...in 
research, engineering, construction 
and finish ... to make ADLER-ROYALS 
the best possible radio cabinets consis- 
tent with price. . . These efforts are being 
rewarded by the largest cabinet sales in 


ADLER-ROYAL’S history. 
Compare ADLER-ROYALS with any 


other cabinets selling at the same or 
higher prices ... then make your own 
decision. That’s all we ask. 

ADLER MANUFACTURING CO., Incorporated, LOUISVILLE 


AD LE Re cera 
ROYAL 


RADIO CABINETS 
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MANUFACTURERS 


NEWS 











Tom Endicott Manufacturing 
New Appliance Line 
Thomas H. Endicott, for three 
years general sales manager of the 
Zenith Radio Corp., is now vice- 
president and general sales mana- 





T. H. Endicott 


ver of the Suttle Equipment Co., 
\rigley Building, Chicago. 

Mr. Endicott’s lifetime experi 
ence has been in, or connected 
with, the electrical industry and he 
has a very wide acquaintance, par- 
ticularly in the wholesale distribu 
tion field. 

Jobbers, generally, will be inter- 
ested to know that this company 
is making a line of four electrical 
appliances that embody not only 
new electrical features but are also 
designed to bring all four of them 
into a new and lower price zone. 

The four appliances thus far 
brought into production are: a 
portable electrical clothes washer 
operating on a new simple prin- 
ciple and designed particularly for 
apartment dweller trade; a clothes 
dryer with electric hot air drying 
principle unlike anything else on 
the market; an electric dish-wash- 





er that meets the demand of a 


high grade machine and at the 
same time is really portable, and 
finally an electric health exerciser, 
portable and conveniently handled 
and following the vibratory prin- 
ciple, permitting of localized treat- 
ment at any part of the body. 
This line will be distributed 
through jobbers on a 100% policy. 
* * * 
Trumbull Appointments 
The Trumbull Electric Mfg. Co., 
Plainsville, Conn., announces the 
appointment of S. Bb. (Ben) Hall- 
berg as branch manager of the 
Chicago office, in place of M. L. 
Spaulding who resigned to assume 
the position of central district 
manager of the General Electric 
Supply Corp., Chicago. Mr. Hall- 
berg has been resident manager of 
the metropolitan Chicago district 
for many years and has a wide 
circle of acquaintances and friends. 
This company has also appoint- 
ed H. L. Wheeler manager of its 
New York district office to take 
the place of A. H. Bergendahl 
whose sudden death occurred in 
Richmond, Va., October 3. Mr. 
Wheeler has been with the Trum- 





bull Co. for many years and has 
represented them in the Maryland, 
Washington, D. C., and North 
Carolina district. 

Another appointment is that of 
Wm. F. Maquire as salesman in 
the metropolitan Chicago district. 
Mr. Maquire was formerly con- 
nected with the Wheeler Elevator 
Co. and has been acting as a man 
ufacturer’s agent for some time. 


* * x 


Montgomery Succeeds Pratt 

The Bryant Electric Co., Bridge- 
port, Conn., announces the ap- 
pointment of F. S. Montgomery as 
advertising manager to succeed 
E. I. Pratt, who recently resigned 
to become associated with the 
Curtis Flying Service, New York. 

Mr. Montgomery has an exten- 
sive background of both electrical 
and advertising experience. For 
six years he was advertising man- 
ager for the National Metal Mold- 
ing Co., Pittsburgh, manufactur- 
ers of electrical conduits and fit- 
tings, prior to which he had been 
district manager in charge of the 
southern territory for the same 
company. Later, he was for three 





oe 


The sales force of the Adler Mfg. 











Co., Louisville, Ky. First row, left to 


right: Brown; Greenfield; E. Hageman; Strauss; Leep; Heilman; Ewing, and 
Bakrow. Middle row: T. Hageman; Jones; Lipseg; Hagerty; Fay; J. Jacobs: 


R. Jacobs; Clark, and Bloom. Rear r« 





»w: Hill; Despres; Handel; Davies, and 


Meyer. Mr. Hill is no longer with the company. 
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Bryant “Superior Wiring Devices” are selected for the wonderfu! 
new talking pictures because of their reliable construction both 
electrically and mechanically, their careful manufacture and the 
high quality of the materials used. 


Various types of Bryant tumbler and rotary switches are stand- 
ard equipment of several manufacturers of sound motion pictures. 
Our switches are in constant use in hundreds of theatres through- 


ie ~ 


out the country. 


Our Engineering Department will be interested in assisting you in 
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We 


ff DEVICES 
/and THE “TALKIES”! 


specifying equipment to meet your demands. 


THE BRYANT ELECTRIC COMPANY 
BRIDGEPORT, CONN., U.S. A. 


New York 


Manufacturers of “Superior Wiring Devices” since 1888 


Philadelphia 


Chicago 


Manufacturers of Hemco Products 
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Royal Candelite—a new and 
beautiful unit, designed to meet 
the ever-growing popularity of 
Christmas Lighting. Makes ev- 
ery window radiate holiday 
cheer. Here is a fast selling 
item that will appeal instantly 
to your trade. Base and candles 
finished in Antique Ivory, Red 
or Green. Candles are decorated 
with natural drip effect. Base is 
24 inches long. Equipped with 
full length silk cord and 8 
MAZDA §flame-colored lamps. 
Sells complete ready to plug into 
the light socket. Can be used in 
practically all types of windows. 
Royal Candelites offer you a real 
chance to cash in on the holiday 
season; your trade merely dis- 
plays them on their counters or 
in their windows—and they sell 
themselves! Send coupon below 
a prices and complete informa- 
ion. 


Royal Electric Co. 


Chelsea Station, Boston, Mass. 


ROYAL 


ih Royal _ Glasstop 
GLASSTOP Fuses — with com- 
FUSE plete hexagon head 


on sizes of 15 am- 
peres and_ under. 
Allows new visibil- 
ity! New conven- 
ience! Simplifies 
question of fuse se- 
lection. Approved by 
Underwriters Labo- 
ratory, etc. 


HEXACON HEAD 





Gentlemen: 


Kindly forward me complete informa- 
tion and prices on [jRoyal Candelites 
_jRoyal Glasstop Fuses. 


peas Canetti nities 
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conduit 
and N. 

Boardman, Inc., after 
Bill looks 
Harry played a 


W. G. Campbell, 
sales, Central Tube Co., 
Boardman, H. F. 
a bad night in old Mexico. 
licked, but apparently 
few right numbers. 


years manager of the electrical 
catalog department of Wynkoop 
Hallenbeck Crawford Co., New 
York, and for the past five years 
has been vice-president and treas- 
urer of the Walter A. Allen Agen- 


manager, 


cy, Inc., of Hartford, Conn. 
* * * 
Clarence Collens Heads 
NEMA 


New officers were elected, a new 
managing director appointed and 
six trade practice conferences—the 


first in the electrical industry— 
were held under the auspices of 
the Federal Trade Commission 


during the third annual meeting of 
the National Electrical Manufac- 
turers Association at the Ward- 
man Park Hotel, Washington, 
I). C., the week of October 7. 
Clarence L.. Collens was elected 


to succeed Huntington B. Crouse 
as president of the Association. 


Mr. Collens is president of the 
Reliance Electric & Engineering 
Co., Cleveland. 
The following 
were the order of their 
seniority, given, being deter- 
mined by lot: S. L. Nicholson, 
\Vestinghouse, New York; C. H. 
Strawbridge, Goodman Mfg. Co., 
Chicago; W. E. Sprackling, Ana- 
conda Wire & Cable Co., New 
York; D. R. Bullen, General Elec- 
tric Co., Schenectady; Louis B. F. 
Raycroft, Electric Storage Battery 
Co., Philadelphia. R. H. Good- 
willie was re-elected treasurer. 
The following section chairmen 
were selected from the section 
council to serve on the board of 
governors for this fiscal year: 
I. A. Bennett, National Electric 
Products Corp.; H. T. Bussmann, 
Bussmann Mfg. Co.; P. G. Duryea, 


vice-presidents 
elected, 


as 








Cook Pottery Co.; C. A. Kurz, Jr., 
Kurz-Kasch Co.; H. J. Mauger, 
Edison Electric Appliance Co., 
Inc.; Arthur Miller, Ivanhoe Divi- 
sion, Miller Co.; D. H. Murphy, 
Wiremold Co.; C. L. Nicholson, 
2nd, Pass & Seymour, Inc.; J. P. 
‘Wright, Continental Diamond 
Fibre Co. 

A. W. Berresford was appointed 
managing director of NEMA, ef- 
fective at once, to succeed Alfred 

Waller, resigned. 

Ever since trade practice con- 
ferences were inaugurated by the 
l‘ederal Trade Commission NEMA 
sections have been very much in 
terested in their possibility as an 
instrument for the correction of 
unfair trade practices. Nine sec 
tions decided to try out the plan 
and six of them, namely: molded 
insulation; carbon; outlet box and 
conduit fittings; manufactured 
electrical mica; flexible cord and 
vulcanized fibre, officially went be- 


fore the commission, with their 
problems, in Washington. These 
trade practice conferences were 


provided for by Edgar A. McCul 
lach, chairman of the commission, 
who was very constructive in the 
advice he gave the sections to help 
them make their rules conform 
with the ideas of the commission. 


G. C. Breidert of the Ilg Electric 


Co., Chicago, spent his vacation in the 
“Land of the Lakes” region of Wis 
consin, Tiring of fishing, he instructed 
his guide to set some traps for timber 
wolves which were running the dee: 
every night. How successful the traps 
proved is shown in the above picture 
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Switch life depends 


upon switch contacts 


_. Lbs new contact spring 


which eliminates 





WITCH CONTACTS are the 
important parts of a toggle switch. 
They are the parts which should have 
most consideration in selecting a 
switch. For even though the function 
of the contacts is simply to make and 
break a circuit, the life of the switch 
depends upon the way this function is 
performed. 


The most frequent cause of switch fail- 
ure has been burning of contacts at 
the “make”. No switch contact spring 
could receive the enormous inrush of 
current at the instant of ‘“‘make”’ with- 
out burning. This trouble is particularly 
severe when a switch is used to control 
the now commonly used type‘‘C”’ lamp. 


Illustrated above is the new Hubbell 
Toggle Switch with a radically different 
contact spring, developed especially 
to overcome burning at the “make”. 
This mew contact spring is a notable 
achievement in toggle switch design. 
It positively overcomes burning at the 
“make”—even when in circuit with 
type “C” lamps. It guarantees the new 


Hubbell Toggle Switch freedom from- 


the chief switch trouble—burned and 
pitted contacts. 


Note the other worthwhile features in- 
corporated in the new line of Hubbell 
Shallow Flush Toggle Switches. Clip 
the right hand corner of this page to 
your letterhead for full details. 


Electrically and Mechanically 
Perfect in Design—‘'Approved”’ 


A radically new form of contact spring scien- 
tifically designed so that two different rates 
of vibration are set-up in the spring; one 
tending to counteract the other. Thus recoil 
is practically eliminated in the ends of the 
contact spring when the solid metal contact 
blade strikes between them. As a result, 
burning and pitting of the spring is prevented 
—even when in circuit with type “C” lamps. 


An automatic “kick off” prevents sticking of 
blades in contact. 


Commutator support is perfectly insulated. 


Commutator blades are rigidly riveted to 
carrier, insuring positive alinement. 


Spring arm is pivoted on around shaft, seated 
in a symmetrical bearing, facilitating faster, 
smoother action without wear. 


Operating mechanism is separate from the 
bridge and perfectly insulated. 


A solid bridge with ears lies in a recess 


HARVEY HUBBELL, INCORPORATED, BRIDGEPORT, CONNECTICUT 
Boston Mass., 176 Federal Street; Atlanta, Ga., H. C. Biglin, 138 Marietta Street; New York, 
N.Y., 122 E. 42nd Street; Chicago, IIl., 318 West Washington Street; Denver, Colo., T. H. 
Bodfish, 1109 Broadway; Philadelphia, Pa., Fifth Street, Phila. Bourse (Exhibition Dept.) 


burning at “make” 


must not be 


Overlooked 


across Bakelite cover—entirely insulated; 
perfect alinement and rigidity insured. 


Each wiring terminal is held by two screws. 


Bakelite case completely encloses mechanism. 


A complete line to meet any need — 


9801—Single Pole, 5 amps. 250 volts; 10 
amps. 125 volts 

9802—Double Pole, 10 amps. 250 volts 

9803—3-way, 5 amps. 250 volts; 10 amps. 
125 volts 

9804—4-way, 2 amps. 250 volts; 5 amps. 
125 volts 

9805—Single Pole, 20 amps. 250 volts 

9806—Double Pole, 20 amps. 250 volts 


Hubbell Screwless 
Plates of Bakelite 


Ask for a descrip- 
tion of these self- 
alining switch and 
outlet plates. You 
can obtain them in 
any color or finish 
to exactly match 
any background. 










Toggle Switches 





164 


THE JOBBER’SfA]}SALESMAN 








FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE WHOLESALER IS THE MOST IMPORTANT MAN IN THE INDUSTRY. 





New Electrical Products, Illustrated 











The A. E. Rittenhouse Co., 
Honeoye Falls, N. Y., Fas recent- 
ly placed on the market the Rit- 
tenhouse toy dirigible which oper- 
ates either from house current 
through a step-down transformer or 
from dry cell batteries. The com- 
plete outfit consists of dirigible 
and hangar for housing. The dir- 
igible is attached to the top of 
hangar by means of a spring steel 
rod which allows a “take off” 
from the “ground.” The dirigible 
rotates above the hangar when the 
current is turned on and makes 
a landing when the current is 
turned off. The toy electric aero- 
plane, “The Spirit of St. Louis,” 
is also manufactured by this com- 
pany. 








A new pit lighting unit has been 
designed by the Benjamin Electric 
Mfg. Co., Des Plaines, Ill. <A 
heavy cast-iron body and cover 
frame houses the lamp and reflec- 
tor. A brass wire guard protects 
the “Pyrex” heat-resisting glass 
cover from accidental breakage. 
The lighting reflector is of porce- 
lain enameled steel of a_ special 
trough shape design. It has a 
wide lateral distribution to build 
up illumination between units, and 
accommodates either 100 or 150- 
watt lamps. 





A “Master Healthizer” has been 
brought out by the Master Elec- 
tric Co., Dayton, O. The machine 
is a repulsion-induction type sup- 
plied for either A. C. or D. C. 
and odd frequencies. All the 
mechanism is completely enclosed 
and the motor is said to be non- 
stallable. The ‘“Healthizer” is a 
table type and is supported by an 
oval base with a felt pad. Four 
different kinds of finish are of- 
fered, ultra modern, multi-colored, 
tapestry and lacquer enamel. 





The latest addition to the line 
of “Eveready” flashlights, made by 
the National Carbon Co., Inc., 
New York, is the swivel head, 
focusing model. A beam from this 
flashlight can be directed through 
360 degrees, piercing the dark- 
ness for 300 feet. It can throw a 
broad beam for short focus work. 
It uses two standard “Eveready” 
unit cells, No. 950,and is equipped 
with a standard Eveready safety 
switch and a belt slip. All fittings 
are chromium plated. 











The change in the finish of the 
electric drink heater from nickel 
to chromium plate will not be ac- 
companied by an advance in prices 
according to the announcement 
made by the Hamilton Beach 
Manufacturing Co., Racine, Wis. 




















The Steel City Electric Co., Pittsburgh, has just placed on the market a new line of improved Campbell boxes, 


receptacles and plugs, for use where rugged construction is imperative. 
can also be furnished for flush mounting. 
with and without grounding features. 
when the plug is removed. Reading from left to right, they are: 
No. 1250; box and receptacle No. 1260; plug only No. 7103. 


These fittings are for surface mounting but 
They are available in 10 to 60 ampere capacity, two, three and four wire, 
The boxes are of the Campbell type with hinged lids that automatically close 
Box and receptacle No. 1240; box and receptacle 
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PLANNED in modern style for easy 
reference. Large type, clear tables, 
adequate illustrations. Presenting all 


new developments in wiring devices. 





Send Coupon for an early copy of this 





last word in catalog convenience and 





completeness. 
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SOCKETS 


AND 


WIRING 
DEVICES 








CATALOG 
No.24 
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BY ALL MEANS send me new Catalog 24, listing all your latest 
developments in wiring devices. 

Name 

Street and No. 


Town Stat, 
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New Electrical Products, Illustrated 








Illustrated is the “Na- 
tional” DR 130 home type 
floodlight recently devel- 
oped by the National Ap- 
pliance Co., Inc., Jackson, 
Mich. It is claimed the 
projector will operate 
completely immersed in 
water. The shell is of 
heavy, non-rusting hyblum 
metal. Made of special 
heat-resisting, polished 
glass, the lens are sup- 
plied in either stippled or 
beam control surface. The 
unit comes equipped with 
standard connector fittings 
and ample flexible conduit 
to guard against the pos- 
sibility of damage to con- 
ductor cable from wind or 
vibration. The mounting 
bracket is equipped with 
machine screws and plate 
for mounting on _ pipes, 
aerial masts or other 
round surfaces, and is al- 
so drilled for mounting on 
cornice trims, sides of 
buildings or any flat sur- 
face. 











The “three-in-one Wax-Vac,” one 
of the latest products brought out 
by the Westinghouse Electric & 
Mfg. Co., consists of the Westing- 


house “Super-Suction” vacuum 
cleaner, plus waxing and polishing 
attachments. The cleaner has a 


16-inch nozzle and a_ powerful 
suction. The “Wax-Vac” attach- 
ments are a sprayer and a hose 
for spraying liquid wax on the 
floor or linoleum, and a polisher 
which is attached to the cleaner 
nozzle. 





TILIA 
SOLE LEO Pa, 


XS 
2%, e 





The “Woodwin” genuine bake- 
lite weatherproof socket, produced 
by the C. D. Wood Electric Co., 
505 Broadway, New York, has a 
phosphor bronze center’ spring 
contact, and is furnished with 6 in. 
leads of No. 14 rubber covered 
wire. The socket is provided with 
double shadeholder rim, taking 
weatherproof shadeholder or 
“Loxon” lamp guard. 





The Proctor & Schwartz Electric 
Co., 6612 Euclid Ave., Cleveland, 
is producing a new “Tuned” toast- 
er, employing the Proctor prin- 
ciple of “tuned temperature con- 
trol” whereby the current input in 
the heating units is regulated by 
the toast itself. When the toast 
has reached the desired richness 
(as determined by the user) it cuts 
off the current and signals the op- 
erator that it is ready to be re- 
moved. Should the toast be left 
in the toaster with the switch “on,” 
the Proctor automatically main- 
tains the desired heat in the toast. 
Adjustment is not necessary for 
toasting slices or sandwiches of 
varying thicknesses. The upper 
and lower grids are horizontal and 
“floating.” There is no clockwork 
or springs. The handles are Bake- 
lite and the shell and tray are 
highly nickeled and polished. 














The Beaver Mfg. Co., Newark, 
N. J., offers the B-9 current tap. 
This socket is equipped with two 
pair of slots and one screw shell 
outlet. This device is constructed 
of brown bakelite. 











A new home-type sun lamp, de- 
veloped as a substitute for natur- 
al sunlight in aiding the mainte- 
nance of health, has been intro- 
duced by the merchandise de- 
partment of the General Electric 
Co., Bridgeport, Conn. The unit, 
which has an operating switch in 
the upright shaft, can be plugged 
into any convenience outlet, and 
can be rolled from room to room. 
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Ne HANKS CRAFT fine 


Stock them --- Show them -- 


| THE SATURDAY | 
POST 





N tthe Advertising 


Plus... 


Space in The Saturday Evening Post 
and metropolitan dailies is but one 
feature of the MHankscraft complete 
merchandising tieup. We provide at- 
tractive display material and literature, 
as well as mats for newspaper adver- 
tising. A special offer brings dealers 
free a beautiful eight color demon- 
Strator display, complete with table. 
All they do to get this is buy the mini- 
mum assortment at established package 
discounts, $44.14, net, F. O. B. Madi- 
son. Retail value, $70. Push this deal. 





Sell them J 


The high pressure national advertising campaign now 
appearing in the Saturday Evening Post and leading 
metropolitan dailies is making Hankscraft Egg Cookers 
and Fairy Warmers the sensations of the gift season. 


Everywhere dealers are reordering, reporting tremendous 
success from tie-ups with national advertising and use of 
the demonstrator display featuring the new gift package 
shown above. 


The Hankscraft Egg Cooker is the leading item of the line. 
But the Egg Service, complete with tray and egg cups, 
is establishing new sales records. So, too, are the Fairy 
Warmer and Egg-Ett, the individual egg cooker. 


There is still time for you to share in the added volume 
jobber’s salesmen everywhere are winning by featuring 
these sure-fire gift items. Get your working copy of 
our portfolio outlining complete campaign. 








he HANKSCRAFT Company * 


MADISON 
WISCONSIN 
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General Motors Enters 
Radio 
Alfred P. Sloan, Jr., president 
of General Motors Corp., and Da- 
Sarnoff, executive vice-presi- 





“It has a grip like its namesake” P i : 
America, have issued the following 


announcement: 
“As a result of negotiations dur- 
ing the past few weeks, General 
Motors Corporation has just con- 
cluded an agreement with the Ra- 
dio Corporation of America, Gen- 
eral Electric Company and West- 
inghouse Electric & Mfg. Co., un- 
der which it proposes to enter the 
radio business. 
“Not only do 
there great 


a 


that 
for 


we believe 
opportunity 





is a 





ness as an adjunct to the automo- 
bile, but the radio field in general 
is one that is closely related to the 
automobile and electric appliance 
business in which the General Mo- 
tors is engaged. 
“The Radio Corporation of 
'America will continue independ- 
ently, as heretofore, both as to the 
manufacture and distribution of its 
products, and the General Motors 









il 





Bull Dog 


Split Knobs 


REGISTERED 


Radio Corporation will develop its | 


business along separate lines. The 
Radio Corporation and the 
al Motors Corporation will cooper- 
ate to make the new arrangement 


a success.” 


“Trese are 


the safe, approved 
knobs for all types of 
residence wiring. They 
mean better jobs at no 
added cost. Bull Dog 
Split Knobs, together 
with Illinois Porcelain 
Tubes, Cleats and 
Solid Knobs form a 
complete line of stand- 
ard porcelain. 


Speaking for the General Mo- 
tors Corporation, Mr. Sloan said: 

“New Cadillac and LaSalle cars | 
have been designed for radio in- | 
stallation and thousands of instal- | 
lations have already been contract- | 
ed for by dealers. As quickly as 
possible the same facilities will be 
available for other 
eral Motors cars.” 











Reynolite Reduces Prices 
The Reynolite Division of the 
Reynolds Spring Co., Jackson, 
Mich., 
in prices on its line of Reynolite 
electrical bakelite products. 
a 


Breck Succeeds Frost 


Sold Through Wholesalers 


Illinois Electric Porcelain Co. 
Kolster Radio Corp., New York, 
that L. T. Breck, who has been 
sales manager of the organization 
for the past year, has been elected 
| vice-president in charge of the 


| 

| 

| eles er ~~ oe ae, . 
merc landising division to succeed 
| 

} 


Macomb, Illinois 








Major Herbert H. Frost. 


THAT THE SALESMAN OF THE WHOLESALER IS THE MOST IMPORTANT MAN IN THE INDUSTRY. 


dent of the Radio Corporation of | 


the development of the radio busi- | 


Gener- | 


makes of Gen- | 


has announced a reduction | 








Ae RR 
Are You 
Selling 


KIRKMAN 


MONEY -MAKERS 


Get our Catalog 
All types of 


SPECIAL 
FUSES 


RO 








Automobile Fuses, Ground 
Clamps, Open Link Fuses, 
Plug Fuses and Cartridge 
Fuses, all made by the origi- 
nators of the K-E Fuse Plug, 
in handy packages of five. 
The fast seller. 


| 





Announcement is made by the | 


KIRKMAN 


Engineering Corp. 
1 Dominick St. New York 
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7 HART &HEGEMAN DIVISION 
7 ARROW-HART & HEGEMAN ELECTRIC CO 





























2 a yi Hartford Conn. 
Brcited BOOK of the Wiring Device ang A 7 (Mw | want your NEW Catalog U’ 
—brings you all the newest devices with up-to-date ee : 
listings ols our old standbys in the H & H Line. Com- ; listing all aa latest developments ” 
plete, sondehie amply illustrated for guick finding of Ps switches and other wiring devices... 


what you want. Fill out and send in the corner 
Coupon for this bookful of every-day wiring-helps. a ee 


HART & HEGEMAN Division Ce ee ee 


HE ARROW-HART & HEGEMAN ELECTRIC CO. 
HARTFORD. CONN. MAKERS OF ELECTRIC SWITCHES SINCE 1890 Gown 
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NEON 
GLOW 
LAMPS 


enjoy 






long life 


OOPER HEWITT Neon Glow lamps have no fragile 

filament to burn out. Have useful average life of 
over 3,000 hours. They give distinctive light, consum- 
ing surprisingly little current—only 12 Watt. Fit standard 
sockets. Types available for 110 A. C. or 220 A. C. or 
1). C. lines. Make excellent test lamps, indicators, pilot 
lights and have other uses almost without limit. For 
interesting details, write: Cooper Hewitt Electric Co., 
891 Adams Street, Hoboken, N. J. 


COOPER HEWITT 


A General QB Electric 


Organization 408 © C. H. E. Co., 1929 




















FOR RENT 


{or sublease till 1931) 


CHOICE OFFICE SPACE 
IN CHICAGO 


Available immediately — approximately 3,000 
square feet of most desirable Loop office space 
in the central business district of the city of Chi- 
cago. Our present lease (made when rentals were 
much lower than they now are) does not expire 
until 1931 and we will rent or sublease the entire 
amount of space, or any part thereof to respon- 
sible tenants at a great reduction. For complete 
information 


Write Box 1313 


THE JOBBER’S SALESMAN 
520 N. Michigan Ave., Chicago 

















| cure a maximum volume. 
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Charles Newman, vice-president of 
the Roach-Appleton Electric Co., is 
now returned from New York and is 
to act as general sales manager. He 


| has been with Roach-Appleton as its 


eastern representative ever since it 
was organized in 1923. William Thea 
succeeds Mr. Newman as eastern rep- 
resentative and his office is at 45 
Murray St. Mr. Thea has been with 
Mr. Newman for some time. 





Steinle Still Sales Manager 
of Triad 

Harry H. Steinle is still vice- 
president and sales manager of the 
Triad Mfg. Co., Pawtucket, R. I., 
contrary to a recent publicity re- 
port. Samuel S. Sanford, who ac- 
cording to this report, was sales 
manager has been appointed sales 
engineer. His duties as sales en- 
gineer will take him into every 
state in the union. 

* * K 


Lamp Works Adopts “Step 
Ahead” Policy 

The National Lamp Works, 
Cleveland, has adopted a new sales 
policy called “The Step Ahead,” 
dove-tailing with the advanced 
standards of living anticipated 
from “Light’s Golden Jubilee.” In 
general, the plan is as follows: 

To convey to the public a 
knowledge of how light may ren- 
der a greater service. 

To direct its advertising, selling 
and merchandising forces to fea- 
ture specifically those lamps which 
give the greater lighting service. 

To provide the distributor with 
such help as to enable him to se- 












November, 1929 


THE soBBER’S{A)SALESMAN 





171 





FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE WHOLESALER IS THE MOST IMPORTANT MAN IN THE INDUSTRY. 








Trade Mark 


A-1 


WIRE CONNECTORS 


THE BETTER KIND 





A perfect joint every time plus 
simplicity and dependability. 


A joint which is safer, stronger 
and better mechanically and elec- 
trically. SRK’s embody everything 
necessary to make such joints. 
There is nothing more to ask for 
—and the job is done in a Jiffy. 1 
size for combinations of No. 14, 
No. 16 and No. 18, solid or 
stranded, up to 4 No. 14 and 2 No. 
18, or equivalent. 


Approved by Underwriters Labo- 


ratories and Factory Mutual, 
Laboratories. Samples upon re- 
quest. 


MILLIONS IN USE 
Pat. No. 1685293. Other patents pending. 
Manufactured by 


JIFFY WIRE CONNECTOR CO. 
HACKENSACK, N. J. 


General Sales Office 


G. Denn. Montgomery, Jr. 
522 Broadway, New York City 
Phone Canal 7533 
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A Shop Light 
That Sells and Brings 
Repeat Orders 


There’s nothing to get out of or- 
der on these mares Glade Shop 
Lights. They are oil, gasoline and 
rease-proof and have absolutely un- 
reakable sockets. 


JOBBERS—Glade Shop Lights are 
sold on the basis of a strict jobber 
ay | AO ear right to give you a 
andsome margin of profit and to 
meet competition. List Glade Shop 
Lights in your catalogs. Sheets, fold- 
ers and electros are ready for you. 
Send at once for attractive proposi- 
tion. Get the facts. 


Glade Manufacturing Co. 


1603 So. Michigan Ave. 
Chicago, U.S.A. 















| gess 


Agents will be urged to promote 
“Lamps to-live-by’” — displaying 
them in windows and stores, point- 
ing out their greater service to 
customers, and selling them out- 
side the store. 

The “Step Ahead” policy is in- 
tended, too, to bring a greater un- 
derstanding and increased use of 
light as a decorative medium. 

* * * 
Burgess Battery Switches 
Territories 


Effective October 1, the eastern | 


half of Missouri including St. 
Louis and Moberly and the south- 
ern half of Illinois including Har- 
risburg has gone under the super- 
vision of S. O. Vaughan who is 
at present in charge of the Kan- 
sas City territory. All of this 
territory is now in charge of S. O. 
Vaughan with headquarters in 
Kansas City. 
spondence and orders should con- 


All general corre- | 





Look at this 
BATTERY 
CLIP 





Get these Points 


1 One Piece Whole clip carries 
current; No heating; Long 
lived. 


tinue to be mailed into the Bur- | 


Battery Co., 1804 

Trust Bldg., Chicago. 
W. L. O’Neill, sales representa- 

tive, will continue to cover the 


| above district but under the super- 


vision of Mr. Vaughan. 
Frank J. Louden, former super- 


' visor of this territory, is extending 
his territory toward the East and 
| which now includes Michigan, In- 
diana, Ohio, Kentucky, Tennessee, 


| Georgia, 





Louisiana, Mississippi, Alabama, 
Florida, the Carolinas, 
Virginia, W. Virginia and western 
Pennsylvania. 
* * * 
Ludovici Opens Agency 
C. E. Ludovici, formerly presi- 
dent of Jones-Beach & Co., Phila- 
delphia, has become a manufac- 
turer’s representative with offices 
in the Public Ledger Bldg., Phila- 
delphia. Mr. Ludovici, who has 
had 25 years of experience in the 
jobbing business, is seeking con- 
tact with manufacturers who de- 
sire representation in the eastern 
half of Pennsylvania, southern 
New Jersey, Baltimore, and Wash- 
ington. 
- % 2 
Benjamin Distributes 
Souvenir 
The Benjamin Electric Mfg. Co., 
Des Plaines, IIl., distributed a 
souvenir coin in October, which 
was struck in honor of Thomas A. 
Edison. 


Harris | 


Special Spring Steel. All spring, 


stands heavy current without 
weakening tension. 
Handy Terminal. Easy to at- 


tach by screw or solder; ears 
grip insulation. 


Safety hand _ grip. Exclusive 
feature, prevents accidents at 
all times. 


Hot lead coated. Resists acid 
spray; completely sealed in flex- 
ible lead coating. 


Universal Jaws. Grips any type 


conductors or binding posts. 
Never lets go. 
Generous size. Tighter grip. 


Better contact. Less resistance. 


Contact distrib- 


an au _ & N 


Uniform Grip. 
uted evenly. 


All Reasons Why 


SHERMAN 


BATTERY CLIPS 
SELL 


> 


H. B. SHERMAN 
MFG. CO. 


BATTLE CREEK 
MICHIGAN 
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YAGERS 
SOLDERING 
VES 





And then say, 
“How many 


Yager’s—?” 


In Yager’s Soldering Salts and 
Paste you have one of those small 
but necessary items that help to 
build up every order—and which 
should always be mentioned. 

Safe, quick, and economical, they 
are well known and_ deservedly 
popular. 

Samples?—Price list?—Sure—just 
write. 


Alex R. Benson Co., Inc. 
Hudson, N. Y. 





1929— 











Hotel Melbourne 


Grand and Lindell Blvds. 
Highways No. 40 and No. 60 
St. Louis, Mo. 


15 Minutes From Anywhere 
Center of St. Louis 
Night Life. 


Rates: $2.50 Up per day, Single 
$4.50 Up per day, Double 


The Melbourne is convenient- 
ly located to the electrical man- 
ufacturers section of St. Louis. 

W. J. WALTON, Mgr. 











Latest Trade Literature | 

National Appliance Co., Inc.,| 
Jackson, Mich—‘‘The Modern! 
Way” is the theme of a new mail-| 
ing piece on illuminating grounds| 
and gardens with the new “Na-| 
tional” home type flood light. Pho- 
tographs, illustrating the cheer,| 
protection, beauty < 
fered by modern flood lights, as| 








'well as sketches showing the in-| 


stallation of flood lights, are two| 
outstanding features of this piece) 
of trade literature. 


Youngstown Sheet and Tube| 
Co., Youngstown, O.—A new) 
booklet on Youngstown Buckeye| 
Conduit has recently been brought | 
‘out by this company. Besides the| 
illustrations and descriptions of| 
the conduit itself, the booklet con-| 
tains many interesting facts about | 
installations and pictures of the| 
buildings and industrial plants| 
using Youngstown Buckeye Con-| 
duit. 


Steel City Electric Co., Pitts- 
burgh—New circulars containing 
illustrations and descriptions of the 
water-tight conduit 
coupling and “Universal” insulator 
supports have been released by 
this concern. 





Universal” 


Beardslee Chandelier Mfg. Co., 
Chicago—Besides the usual de- 
scriptions and_ illustrations — of 
products, this company has_ in- 
corporated suggestions for their 
appropriate use in various build- 
ings and homes, in its newest cat- 
alog S-9, 








Illustrated is a wide gauge sand car | 
No. 4017, which the American Flyer | 
Mfg. Co., Chicago, will send, free of | 
charge, to all purchasers of an “Amer-| 
ican Flyer” wide gauge train or equip- | 
ment amounting to $25.00. A double 
truck lithographed sand car will be 
given to purchasers of goods amount- 
ing to $10.00 or more. All purchases | 
must be made on December 7 and 
sales slips must be mailed to the fac-| 
tory not later than Tuesday, December 
10. This company has also prepared 
special free sand car offer window | 
merchandising tie-ups which will be! 
furnished to any dealer. 



























Lamp Luaros 


A complete 
line of tin fin- 
ished steel guards 
based on modern 

requirements. 
Sizes for lamps 
up to 200 watt. 
Flexco-Lok lock 
with key. Flexco 
close with screw- 
driver. 


Flexible Steel Lacing Company 
4698 Lexington St., Chicago, Ill. 
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Subscribers 


Youcan’tafford to 
miss a single issue. 
Give us your new 
address if you 
have moved. 


NS 


Be A Booster 


Tell your friends 
about 
The 
Jobber’s Salesman 





















November, 1929 


THE JOBBER’SfJJ}SALESMAN 


173 





FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE WHOLESALER IS THE MOST IMPORTANT MAN IN 1 HE INDUSTRY 








HESE gigantic reflectors for out- 
4 from floodlighting are particularly 
profitable items for Electrical Jobbers. 
They need not be stocked—shipments 
are made direct and the Jobber is fully 
protected in the matter of price. Other 
designs are also available, as well as a 
complete line of theatrical lighting 
specialties, including: 


Stage Pockets 
Wall Pockets 
Panel Pockets 
Plugging Boxes 
Footlights 
Borderlights 
Connectors 
Spotlights 
Floodlights 
Aisle Lights 
Music Stands 
Color Mediums 
Stage Cable 
Sundry Supplies 


KLIEGL BROS 


Universat Evectric STAGE LIGHTING Co., Inc 


32! West 50th Street 
NEW YORK, N.Y. 





Write for a copy of 
our Electrical Trade 
Catalog 


+48 





—_ | 





‘Central Black”’ 
A Black Enameled Rigid Steel Con- 
duit that will not crack chip or flake. 


“Central White”’ 
Azinc coated, electro 
galvanized conduit 
that is imper- 
vious to rustand 
other de- 
structive 
ele- 
ments. 














“Whitenred”’ 
A zine coated 
conduit further pro- 
tected by a super- 
‘oating which is acid 
proof. For unusually 
severe conditions. 


CENTRAL TUBE COMPANY 


FIRST NATIONAL BANK BUILDING 
PITTSBURGH 


other 


Hart Manufacturing Co., Hart- 
ford, Conn.—This has 
just issued four new _ bulletins. 
Bulletin No. 10 covers all types of 
remote control switches for light- 
ing circuits and other remote con- 
trol service. Bulletin No. 12 cov- 
ers flush and surface switches and 
switch plates for all purposes. 
Time and temperature control for 
electric ranges and water heaters, 
together with data on thermostats 
and timers is included in bulletin 
No. 13, while bulletin No. 14 de- 
scribes the automatic door bolt 
control switch for hotel bedrooms 
and theatre dressing rooms. 


company 


Grigsby-Grunow Co., Chicago— 
This company has put out a book- 
let “The Salesman’s Compass” for 
the guidance of its salesmen in 
selling ‘‘Majestic” 


process < yf 


radios. 
making a sale is an- 


alyzed in detail. Concrete exam- 


ples from actual successful sales | 


are given as well as general ad- 


vice about the “bugbears” which 
each salesman encounters. 
Statement of the Ownership, Management, 


Circulation, Ete., Required by the Act of 
Congress of August 24, 1912, 
of The Jobber’s Salesman, published monthly at Chi- 
cago, Ill., for October 1, 1929. 
State of Illinois, County of Cook, ss. 
3efore me, a notary public in and for the State and 
county aforesaid, personally appeared C. W. Forbrich, 
who, having been duly sworn according to law, 
deposes and says that he is the business manager of 
The Jobber’s Salesman, and that the following is, to 
the best of his knowledge and belief, a true state 
ment of the ownership, management (and if a daily 
paper, the circulation), etc., of the aforesaid publica- 
tion for the date shown in the above caption, re- 
quired by the Act of August 24, 1912, embodied in 
section 411, Postal Laws and Regulations, printed on 
the reverse of this form, to wit: 

1. That the names and addresses of 
editor, managing editor, and business managers are: 
Publisher, Electrical Trade Publishing Co., 520 N. 
Michigan Ave., Chicago, lll.; editor, W. J. McLaugh- 
lin, 520 N. Michigan Ave., Chicago, Il.:; managing 
editor, W. J. McLaughlin, 520 N. Michigan Ave., Chi- 
cago, Ill.; business manager, C. W. Forbrich, 520 N 
Michigan Ave., Chicago, Il, 

2. That the owner is: (if owned by 


the publisher, 


a corporation, 


its mame and address must be stated and also im 
mediately thereunder the names and addresses of 
stockholders owning or holding one per cent or more 


of total amount of stock, If not owned by a corpora- 
tion, the names and addresses of the individual owners 
must be given. If owned by a firm, company, or other 
unincorporated concern, its name and address, as well 
as those of each individual member must be given.) 
Howard Ehrlich, 520 N. Michigan Ave., Chicago, IIL; 
Edgar Kobak, Jackson Heights, N. Y. 

3. That the known bondholders, 
other security holders owning or 
or more of total amount of bonds, 
securities are: (If there are none, 

4. That the two paragraphs next 
names of the owners, stockholders, and security hold- 
ers. if any, contain not only the list of stockholders 
and security holders as they appear upon the books 
of the company but also, in cases where the stockholder 
or security holder appears upon the books of the com- 


mortgagees 
holding 1 


and 
per cent 
mortgages, or 
so state.) 

above, giving the 


pany as trustee or in any other fiduciary relation, the 
name of the person or corporation for whom such 
trustee is acting, is given; also that the said two 
paragraphs contain statements embracing affiant’s full 
knowledge and belief as to the circumstances and 
conditions under which stockholders and _ security 
holders who do not appear upon the books of the 
company as trustees, hold stock and securities in a 
capacity other than that of a bona fide owner: and 
this affiant has no reason to believe that any other 
person, association, or corporation has any interest 
direct or indirect in the said stock, bonds, or other 


ecurities than as so stated by him. 

5. That the average number of copies of each issue 
of this publication sold or distributed, through the 
mails or otherwise, to paid subscribers during the six 
months preceding the date shown above is (This in- 
formation is required from daily publications only.) 

C. W. Forbrich, 


Sworn to and subscribed before me this 27th day 
of September, 1929. 
(Seal) Elsie E. Stover. 


(My commission expires December 10, 1929.) 
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Heavy Duty 


Transformer 





Where transformers of 


larger 


capacity 


and 


heavier duty are required 
it wili pay to use the 


Dongan 


Heavy Duty 


Transformer. : 
For use with Annuncia- 
tors and alternating cur- 


rent 


transformer bells. 


Special Transformers for All 
Requirements 


Complete information on request. 


DONGAN ELECTRIC MFG. CO. 


2993-3001 Franklin Street, 


(TRANSFORMERS of MERIT for FIFTEEN YEARS )..1 


Detroit, Mich. 





’ 














“T am the 
Jobber’s 


Salesman’s 
Best Friend!” 








“Believe me, brother, if you want 
to get the fat and juicy orders, 
you want to keep posted on what 


I am doing to 
ness. 


boost wiring busi- 


“I am ‘WBB,’ which means that I 


know how to 


with WIREMOLD. 


build my business 
And every 


issue of ‘WIREMOLD BUSINESS 


BUILDER’ will 


give you the news 


on what I am doing to make busi- 


ness for you. 


And you ought to 


get and read EVERY ISSUE!” 


Send in your name for our mail- 


ing list. No 


The 


obligation. 


Wiremold Business Builder will be 


sent free. 


The Wiremold Company 
HARTFORD, CONN. 
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Retails for $14.95 


A Gitt 


For Every Family 


New business—new profits— 

a new product, backed by the 

famous Sunkist name. The 1929 
Christmas gift number 


ERE is the Sunkist Junior... the 
remarkable little electric fruit juice 
extractor that every family wants. It 
needs only to be seen to be bought. No 
selling effort is needed. Priced to suit all. 
Sunkist Junior comes fully guaranteed. 
It is backed by the California Fruit 
Growers Exchange. Made by the A. C. 
Gilbert Co. and sold at actual cost to us 
because it stimulates the use of our 
oranges and lemons. 

Sunkist Junior is widely advertised in 
The Saturday Evening Post, Ladies’ 
Home Journal, Good Housekeeping, 
Woman’s Home Companion, Cosmopoli- 
tan, Vogue, House and Garden. 

Get your share of this newly created 
profitable Christmas and all-year-’round 
business. A Sunkist Junior belongs in 
every home, Write now for full details. 
Don’t put it off. 


Features of the Sunkist Junior 
Makes orange juice possible for 
breakfast every morning and any 
time during the day. 

Economical to operate—obtains 
from 3 oranges or lemons the juice 
4 usually yield. Ends waste. 

Plugs in any light or wall socket 
by means of 10 feet of gray, heavy 
electric cord and separate attach- 
ment plug. 

Takes seconds where old meth- 
ods wasted minutes in reaming out 
orange or lemon juice. 

Easy to clean and easy to operate. 


Sunkist Jr. 


Fruit Juice Extractor 


California Fruit Growers Exchange 
Division W Jr. 911 


900 N. Franklin St. Chicago, IIl. 
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1 


Drop a_ slice of 
bread in the oven, 
set the indicator for 
the EXACT kind of 


toast you want— 



















y 


Press the levers 
down, then forget ¥ 
you are making 
toast, until— 










3 


there it is 
on top, just the 
kind of toast you 
ordered. 

















Developed this “FULL PROFIT” 


They are not required to use it, 


though it has proved to be an effective 
way to build business in the rich 
toaster market that exists in every 


community. When you read it over, 
you will immediately sense the great 


. possibilities it holds for the jobber. 
= Think of 330,000 toastmasters sold in 
cae less than three years, at the highest 


retail price ever asked for a toaster, 
without any sales crutches, cut prices, 
premiums, etc., but straight, Full 
Profit Selling. Isn’t this the kind of 
merchandise you want to handle, Mr. 
Jobber? Let us hear from you right 
away. 
















: Waters-Genter Company, 

; 221 N. Second St., 

' Minneapolis, Minn. 
; Please send me details of 





the Dealer Sales Plan for 
the TOASTMASTER, 
for Jobber Use. 
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Protecting Health-and Industry 


















50 years ago this October the first cake of Ivory Soap was 
marketed. Today Ivory soap is promoting cleanliness and 
protecting health throughout all America. 





To keep production in step with this remarkable 
growth in sales required engineering and executive 
talent of the highest order. The makers of Ivory 
Soap may well be proud of their achievement. 








BUSS, too, turns with pride to Ivorydale 
for the engineers responsible for its Elec- 
trical Protection have standardized on 
BUSS renewable fuses. 
BUSSMANN Mfg. CO. ¢ * St. Louis, Mo. 











TELL THEM 
and 
SELL THEM 
Tell your custom- 
ers about the low 


cost dependable pro- 
tection BUSS Re- 





IVORYDALE 
—the immense 
Procter & Gamble 
Company plant at 
Cincinnati. 

















newable Fuses af- 
ford. A sample will 
be sent them Free 
to help you get the 
business. 
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“ELECTRICITY'S Serety VALVE - MEANS ONLY BUSS FUSES 











Sell a Beldenamel Aerial 


with Every Receiver 


A good aerial is just as essential to the best radio reception 
as good tubes. The finest receiver cannot eliminate noises 
introduced by a poor aerial. ; ‘ , ‘ ‘ 


Poor aerial wire “thrown in” with a new set is a 
permanent handicap. 


A Beldenamel Aerial installed in accordance 
with instructions assures satisfaction to the 
user long after the cost is forgotten. 


Sell Beldenamel Aerial Kits and other Acces- 
sories with every set. Belden Equipment 
will build profitable business for you. 
Belden Aerials will make your 
customers better pleased with 

their receivers. . . 








¥ “a - @ 
B ] 1 , Dies PLO & 


Manufacturing 
Company 
2324-A S. Western Ave. 
Chicago 
U.S. A. 




















HELP YOUR CONTRACTORS To BECOME | 


LIGHTING SPECIALISTS | 


Among doctors, the ‘general practitioner” is almost always an overworked, underpaid 
and disappointed man. The medical “specialists” ride in Cadillacs. . . . Among elec- 
trical contractors, the man who does a “general”? wiring business must continually 
whittle his pencil and bid low. The “specialists” are in position to smile at price... . 
Why not help a few of your contractor-customers to become Lighting Specialists? 
We can tell you true but amazing stories of their success. With a little encouragement, 
a little education, a little actual sales help in getting started, these men can quickly 
rise from the ruck of price competition and be bigger, better customers for you. 


We will gladly co-operate with any jobber organization, or with any individual 
jobber’s salesman, to build up Lighting Specialists using our material. 


THE F. W. WAKEFIELD BRASS COMPANY 
Vermilion, Ohio, U. S. A. 


Manufacturers of the Well Known “Red Spot” Lighting Specialties for Stores, Office 
Buildings, Schools and Similar Installations. 











